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most successful 





sandpaper 








salesman 





in the world 


Doesn’t matter whether your customers 
know the difference between Picasso or 
Rembrandt —they will appreciate this 
handy, handsome “silent salesman” of 
BEAR Sandpapers. And the critics 
agree ... that sanding becomes a fine 


art, when you use BEAR Sandpapers. 





This new BEAR Sandpaper Rack No. 59 
is the dealers’ choice for fast, easy, profitable 


sandpaper sales. Designed for counter or 





wall use, shipped assembled; it comes 








with popular grit assortments. 


BEHR-MANNING CO. 


TROY, NEW YOR K 
A DIVISION OF NORTON COMPANY 


ABRASIVE 3° 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones’ - Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels - Grinding Machines + Refractories + Electrochemicals 
In Canada: Behr Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N.Y., U.S.A. 





MIRRO-MATIC 
Pressure Pans 
Retail 
394M—4-at. $14.95 
3924%4M—2%-at. $12.95 
396M—6-at. $19.95 
398M—8-at. $24.95 
416M—16-qt. $29.95 





MIRRO-MATIC 
Electric Fry Pan 
11’’ square, 24"' deep. 


Complete with Cover, Heat 
Control, Cord, recipe book, 
and Fed. Tax. 


271M—Retail, $19.95 ry 


Pan and Cover only, with- 
out Heat Control and Cord. 


272M—Retail, $14.45 


MAKE 


Chrome 
MIRRO-MATIC 
Electric Percolator 


132M—9-cup 
~ 
Retail, $17.95 


MONEY 


Chrome 


MIRRO-MATIC 
Electric Percolator 


112M—8-cup 


Retail, $17.95 


MIRRO-MATIC 


Polished 
Aluminum 
MIRRO-MATIC 
. 4 Electric Percolator 

BPM wR, 152M —9-cup 


Retail, $12.95 


Chrome 
MIRRO-MATIC 
‘Personal Preference” 

Electric Percolator, 
with Flavor Control 
and Signal Light 
109M—9-cup 


Retail, $18.95 


MIRRO-MATIC 
Electric Dutch Oven 
and French Fryer 


5-qt. capacity, with Cover, Heat 
Control, Cord, French Fryer Basket, 
recipe book, and Fed. Tax. 


275M—Retail, $19.95 
Dutch Oven, French Fryer Basket, 


and Cover, without Heat Control 
and Cord. 


274M—Retail, $14.45 


Se oe we o 
Guaranteed by ~% 





Polished 
Aluminum 


MIRRO-MATIC 


Electric Percolator 
101M—4-cup 


Retail, $10.95 102M—8-cup 


Retail, $12.95 


Polished 
Aluminum 


MIRRO-MATIC “& 


Electric Percolator 
128M—50-cup 
Retail, $39.95 


126M—35-cup 
Retail, $24.95 


Buy 

from your 
MIRRO 
Jobber’ 


For TOP 
VALUES... = 
in Snow Shovels 

and Snow Pushers, 
see yourMIRRO~ 
Jobber. 


FINEST ALUMINUM 














MAKING MONEY IN POWER MOWERS 








Why they’re proud to own a Lawn-Boy 


Have you ever stopped to think how much 
more LAWN-BOY has done than anybody else 
in the business to help you cash in on the 
powerful human emotion called “pride of 
ownership’’? 

In these days of scientific research into psy- 
chological motivation—which is just a fancy 
name for “‘what makes people buy’’—every- 
body knows that this appeal is worth using. 

We know because it works . . . it’s as simple 
as that. “Pride of ownership” sells purebred 
dogs and costly cars, fur coats and wall-to- 
wall carpets, hunting rifles and fishing gear. 
Why shouldn’t we use it to help you sell more 
LAWN-BOY power mowers? 

Look at everything we give you to work with: 

First, there’s that LAWN-BOY name. It’s a 
natural. It’s a name that means quality. It 
says clearly to one’s neighbors, “‘My boss 
buys the best.” 

Second, there’s that handsome LAWN-BOY 
look. Smart design, rich golden color, smooth 
finish—all these join to create a strong im- 
pression of the kind of quality a person is 


LAWN-BOY 


proud to call his own, year after year. 

Third, there’s the famous LAWN-BOY per- 
formance. The obviously crisp, efficient way 
a LAWN-BOY cuts a lawn... the throaty purr 
of its quick-starting, smooth-running engine 
(and have you heard that LAWN-BOY Quiet- 
flite!) .. . everything about its operation stirs 
up a person’s pleasure and pride. That’s why 
LAWN-BOY dealers employ demonstration as 
often as they can. 

Fourth, there’s the LAWN-BOY advertising — 
colorful, attractive, honest, straightforward 
—and always bearing the famous name that 
stands behind every LAWN-BOY—the biggest 
name in small motors, Outboard Marine Cor- 
poration. 

Put these all together and you can under- 
stand why LAWN-BOY and “pride of owner- 
ship” go together like Rodgers and Hammer- 
stein. And they make mighty sweet music for 
LAWN-BOY dealers! 

Try it on your own piano: “‘Pride of Owner- 
ship” ... by that maestro with the golden 
touch, Professor LAWN-BoY! 


© Qrnhtons 


Sales Manager 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Johasan, Evinrude and Gale Outboard Motors. 


In Canada: LAWN-BOY, Peterborough, Ontario. 


Want more facts? Circle 101, p. 87 
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BIG NEWS FROM SCHALK! 


IT SAVES SPACE... 
SPEEDS SALES! 


We have been working on this “Lazy-Susan” Display 
a long time. And now that it’s set up and rarin’ to 

gO, we Can assure you there is nothing lazy about it. 
In fact, it is the last word in Self Selling! 


What’s more, it gives you not only a proved 
Merchandise Mover but a beautiful, permanent 
store fixture. It is scientifically designed for the 
purpose ; built of plywood and steel ; and built to last. 
It comes to you complete with set-up instructions ; 
shelf decals that supply product points and price 
information; and a Peter Putter sign at the top that 
makes sales-sense : KEEP HOME UPKEEP DOWN! 


SCHALK’S SAV-A-SHELF 


is a money-making deal for you, any way you look 
at it. Here’s why: The whole thing is shipped 
prepaid to any point in the U.S. It costs you $79.48 
for the merchandise plus $35 for the display—or 

a total of $114.48. But here’s the Bonanza News: 


Included in each shipment are 6 free pints and 6 free 
quarts of Super Savabrush, plus 6 free pints and 

6 free quarts of Sure-X Paint Remover. So, when 
you sell the Super Savabrush and Sure-X at 

their regular retail value of $35.52, the display stand 
actually costs you nothing. 


You can’t beat a deal like that, Mr. Dealer. Order 
from your jobber! Be the first in your community to 
Save space and speed sales with Schalk’s Sav-A-Shelf! 


4 Display stands 70 inches high. Floor space required: 30 x 30 inches. 





Schalk’s Patch Paste « Sure-X Paint Remover ¢ Liquid Waxoff « Do-X Cleaner « Water Putty « Tile Cement ¢ Liquid Savabrush 
Wood Putty « Tile Paste ¢« Waxoff « Plaster Pencil ¢« Savabrush « Spot Remover « X-it Paint Remover « S-14 « Double X 
SCHALK CHEMICAL COMPANY + FACTORIES: 351 EAST 2ND STREET, LOS ANGELES 12 « 3333 WEST 48TH PLACE, CHICAGO 32 


Want more facts? Circle 102, p. 87 
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MH You make" 922° profit 


on this ?9.535 chain assortment 


Values 


Price also includes Chain Sales-Maker Display 
—a powerful “Silent Salesman’”’ 
that does most of the work for you! 


@ Put new life into chain sales and profits with the CHAIN 

SALES-MAKER—a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal — per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient —handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you... first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 
Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 

Garage doors Gymnasium equipment 
Pipe hanging Furnace regulating 
Porch swings Ornamental uses 


Playground equipment Furniture braces 
Lawn borders Fire escapes 


SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins ... they’re all good profit makers that go 
with chain sales. 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *Y¥ ork and *Braddock, Pa. 


. 
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Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 


6 © HARDWARE AGE, May 7, 1959 





Leonard V. Rowlands, Publisher 


EDITORIAL STAFF 


William A. Phair, editor 

E. L. Barringer, managing editor 
Kenneth A. Heale, feature editor 
James M. Dixon, associate editor 

R. C. Rittenhouse, associate editor 
John H. Lucas, assistant editor 
George H. Baker, Washington editor 
Ray M. Stroupe, Washington editor 
Neil R. Regeimbal, Washington editor 


Albert J. Mangin 
"Who Makes It'' Directory editor 


Paul Wooton 
Washington member editorial board 


J. S. Torrey 
Manager Reader Service 


BUSINESS STAFF 
C. C. Read, advertising manager 
E. J. Sellick, manager, Research Dept. 
Mary K. Dickinson, production manager 


Regional Offices 
Boston 10, Mass. 
John G. Wilcox, 10 High St 
Telephone: Liberty 2-4460 


New York 17, N. Y. 

C. A. Wardiey—W. A. Roos 
100 East 42nd St. 
Telephone: Oxford 7-3400 


Philadelphia 39, Pa. 
J. W. R. Flood. Chestnut & Séth Sts 
Telephone: Sherwood 8-2 


Cleveland 15, Ohio 

W. M. Hart, Jr. 

930 B. F. Keith Bldg 
Telephone: Superior |-28460 


Detroit 2, Mich. 

G. L. J. Mitchell 

714 Stephenson Bldg. 
6560 Cass Ave. 
Telephone: Trinity 4-1616 


Chicago |, Ill. 

William E. Comiskey—James | 
340 N. Michigan Ave. 
Telephone: Randolph 6-2166 


- 
. 


San Francisco 3, Cal. 
Frank McKenzie 

1355 Market St. 

Telephone: Underhil! 1|-9737 


Los Angeles 57, Cal. 
L. H. Jackson, 198 S. Alvarado St 
Telephone: Dunkirk 7-4337 


Atlanta 3, Ga. 
John W. Sanaston, 32 Peachtree St.. N 
Telephone: Jackson 3-679! 


Dallas 6, Texas 

Harold E. Mott 

189 Meadows Building 
Expressway at Milton 
Telephone: Emerson 8-475! 


Address mai! to: Chestnut & 54th Sts 
Philadelphia 39, Pa.: SHerwood 8-2000 


Charter Member 


Editorial 


by W. A. Phair 


A private brand affair . . . 


It appears that everybody is busy these days setting up a private 
brand program. A great many wholesalers are doing something in 
this field. There are also a number of buying groups that are actively 


soliciting manufacturers and importers for items to market under a 
private brand. 


Why all this new interest in private brands? Is this good for the 
hardware trade? 


[ think we will all agree that the interest in private labels is 
largely an effort by wholesalers and dealers to put some reasonable 
profit margins back into key merchandise. The brutish destruction of 
the price structure of many national brands by discount houses has 
made it unprofitable to handle some of these lines. A private brand, 
in the eyes of many distributors, is one way to correct this situation. 


But there are many other angles to the private label picture that 
must be considered. In the first place, we must realize that a private 
brand always rides on the coattails of a national brand. A private 
brand never pioneers. A private brand doesn’t underwrite research 
on markets and product design. In short, a private brand imitates; it 
never leads. 


The cost of preparing for the future with new and improved prod- 
ucts must be absorbed by someone. The national brands do this now. 
Can private brands undertake this work? I doubt it. 


The business success of almost every independent merchant, 
whether he handle hardware, drugs, implements, or other lines, has 
always been closely associated with the consumer acceptance of 
national brands. If we start replacing national brands too casually, 
we may find that private brands do not have the same acceptance and 
we may suffer from this. 


We also run the risk of confusing the customer to the point 
where he may lose confidence in the store itself. How can you switch 
from a national brand sales story in one part of the store to a private 
brand pitch in another department without confusing the consumer? 


I believe quite strongly that the future of the hardware store is 
still with the national brands. But, unfortunately, it is a little diffi- 
cult these days to live with some national brands. 


The growth of the private brand label also has considerable sig- 
nificance to many manufacturers. Each side of a private brand is one 


less sale of a national brand. Private labels also provide an oppor- 
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Editorial 


continued 





tunity for imports to enter the market under the sponsorship of a 
domestic distributor. 


It seems to me that the national brand manufacturer these days 
needs the orthodox retailer just as much as the retailer needs national 
brands. But it’s going to take some work to correct ill-advised policies 
of the past before the appeal of national brands can again reach its 
original peaks. 


I think we have seen evidence that some manufacturers are seri- 
ously concerned about this problem and are actively seeking to re- 
establish the position of national brands. This is most encouraging. 


On the other hand, I think wholesalers and dealers must weigh 
very carefully the consequences of too much emphasis on private 
brands. 


There have always been, in the hardware trade, some highly 
regarded, strong private brands. Some of these brands have been 
built up over the years to the point where they are now accepted in 
many areas on a par with national brands. But these are exceptional, 
and do not reflect the problems being posed by the many new private 
labels appearing on the market. 


I am especially concerned with the private label merchandise that 
is being developed to meet only a profit requirement, rather than to 
meet specific consumer requirements. The low end promotional items, 
the imports of uncertain background, that are now appearing under 
the sponsorship of private brands have a serious implication for all 
of us. Let us give this question very careful thought before we 
get in too deeply. 


Don’t bother reading this... 


Two very interesting letters arrived in the same mail recently. 
One letter was from a dealer who said that he never had time to 
read business magazines like Hardware Age. He wanted to cancel his 
subscription. 


The second letter was from a dealer who was retiring after 35 
years of running a store. He wrote to give us the name of the new 
owner and to tell us how much Hardware Age had helped him over 
the years. 


“Hardware Age has always been a part of my store. I cannot tell 
you how many valuable ideas it gave me. I have always read each 
issue page by page and I think that every dealer should read it if he 
wants to stay in business these days.” 


We wondered what kind of stores these two readers operated, so 
we checked back. The first man, the one who didn’t have time to read, 
ran a very small store. It has always been small; its volume has 
changed little over the years. 


The second store, run by the man who read each issue of Hardware 
Age, started some years ago with a very small volume. Over the 
years it has shown a steady rise. It is now doing slightly in excess 
of $100,000 a year. 


8 ¢© HARDWARE AGE, May 7, 1959 Want more facts? Circle 104, p. 87 > 





Those who 
ANOW 
MG Mili 
CYpect Ul... 








and GRAGBLER souare“cee” 
quality stands out... 


quality in the complete product line... 

quality of distribution through wholesalers only, 
saving time and money for everyone concerned... 
quality of service to fill your needs promptly and 
completely. These are the inherent advantages that 
you automatically receive whether you are stocking, 
selling or using GRABLER pipe fittings. These 
quality features don’t cost you a single cent extra... 


Warehouses Providing Dependable Service to Wholesalers 66 

New York @ Philadelphia © New Orleans tay (] i} A re 3 [> 2 - 
Boston @ Atlanta @ Pittsburgh © Cincinnati 

Dallas ¢ Chicago @ St. Louis © Detroit ¢ Denver 


Minneapolis * San Francisco © Los Angeles m i r = F I T T ‘ N G S 


ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 
The GRABLER Ee Manufacturing Co. © 6565 Broadway ° Cleveland 5, Ohio 

















WASHINGTON 


cus 


SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


Fair Trade backers beginning 
to soften up the opposition 


Pending Federal Fair Trade measures may be 
amended in an effort to soften present strong 
opposition. Fair Trade backers are considering 
adding a state’s rights clause to the measure 
now before the House Commerce Committee. 
This clause would make it clear that any state 
could accept or reject Fair Trade. 

This change is aimed at removing opposition 
based on charges that the measures are dicta- 
torial and an invasion of state sovereignty. 

The proposed amendment would weaken the 
bill from the viewpoint of Fair Trade suppor- 
ters. It would be simply a strong enabling act. 
As originally drafted, the measures would put 
Fair Trade in force in all states which did not 
officially reject it. But it would be much stronger 
than existing laws. 


outlook 


Backers of the measures say this softening 
amendment is necessary if any Fair Trade bill 
ts to be passed. Give your views on Fair Trade 
generally and the proposed amendment to your 
Senators and Congressman. See p. 55 of this is- 
sue for more on Fair Trade. 


Housing boom developing fast; 
hardware dealers will benefit 


The current home building boom will continue 
to grow through the summer and remain at high 
levels next fall, government housing experts pre- 
dict. 

There’s a chance, that this year may set a new 
record in the number of new houses started. 

Basis of these optimistic predictions is March 
housing starts which totaled 120,000 units. The 
increase over February was more than seasonal 
and the figure was a new high for the month. 
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The total figure for the first three months 
of this year reached 295,000, some 37 percent 
higher than at the same time last year. 

When projected on a yearly basis, the March 
and first quarter figures add up to between 1.35 
and 1.4 million new homes this year. 


outlook 


You can figure on an increase in new home con- 
struction of 10 percent over last year. Plan to 
promote more paint, housewares, lawn and gar- 
den items if your area is likely to share in this 
housing boom. 


Credit and hard-sell are keys 
to steady farm sales in '59 


Farmers may not be as good customers this 
year as they were in 1958. 

Net farm income—cash left to spend after 
expenses—will fall by about $1 billion this year, 
U. S. Agriculture Department experts say. This 
is a drop of 8 percent. 

This decline will mean that farm families 
will have about $12.1 billion to spend this year. 
Although a drop from last year, it is still about 
$1 billion more than in 1957. 

The dip in farm income is from lower prices 
for farm products coupled with higher expenses 
and a sharp drop in government soil bank pay- 
ments. 

Part of the loss in income may be made up by 
higher family income from nonfarm jobs, such 
as industrial work. 


outlook 


Dealers serving rural areas can figure on a mod- 
est dip in sales to farmers this year. Sales of 
crop-producing items, such as seed and fertilizer 
probably won't be hurt much. But new appliances 
and equipment may decline unless credit terms 
are liberalized. 
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SUPER SECURITY PADLOCK! 







Now: 


NUMBER 


A powerful new 5 PIN TUMBLER padlock 
designed to satisfy the demand for larger 
master-keyed groups and other special types 
of installations for factories, railroads, refin- 
eries, utilities, steel and aircraft companies. 


The No. 81 SUPER SECURITY padlock can 
also be offered to your customers for over- 
the-counter sales for general uses. 


a 
& 
& 
29 i 
nA 


Write for FREE MOBILE DISPLAY on No. 81 Padlock 


Master Jock Company, Milwaukee 45, Wis. (Jowd4 Largest PoadLock Mou facies 


Want more facts? Circle 105, p. 87 


SS PIN-TUMBLER 





PADLOCK 


All of MASTER’s latest improve- 
ments and patented features plus 
tremendous new range of key 
changes to assure the finest pad- 
lock protection money can buy!... 





@ Precision-built 5 pin tumbler 
extruded brass cylinder 
® Strong 1°” laminated steel case 
@ Two completely new keyways 
— regular and master-keyed 
Many thousands of key changes 
Alloy hardened steel shackle 
Tamper-proof construction 
Heavy brass locking lever 
Cadmium rustproofed 
New-style brass keys 
Available master-keyed, 
submaster-keyed, or keyed 
alike on special orders 


WHEN ORDERING: 


For REGULAR STOCK, 


SOUP DES oc ev cecéues $2.25 retail 
For KEYED ALIKE, 

specify No. 8IKA......... $2.25 retail 
For MASTER-KEYED, 

specify No. 8IMK......... $2.95 retail 


(Please indicate number of master keys desired, at your usual cost) 


ORDER FROM YOUR WHOLESALER 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


who has the money?... 


More families are in the higher income brackets. Fewer families 
are in the lowest bracket. More wives in upper income bracket 
families now are working. These are important, long-range shifts 
given in the annual Commerce Dept. report on income groups. The 
breakdown for 1958 shows no shift from the year previous. Last 
year 25 percent of the family groups had incomes from $4000 to 
$6000, 22 percent from $2000 to $4000, 17 percent from $6000 to 
$8000, 14 percent under $2000, 22 percent in brackets above $8000. 
These figures are significant in studying your market based on 
national averages adjusted to what you know about income levels 
in your trade area. 


state taxes going up... 


Watch for higher taxes at the state level. States are looking for 
new sources of revenue, are likely to hike present levies to meet 
rising costs. The Chamber of Commerce warns businessmen to 
figure on higher costs through a bigger state tax bill. The Chamber 
thinks increases most likely in personal income, general sales, and 
gasoline taxes. If there are new taxes and increases in your state 
consider these when pricing your merchandise. 


industrial suppliers happy. . . 


Industrial distributors will go to their convention in Dallas next 
week well pleased with 1959 sales. First quarter sales were up 
17.1 percent over a year ago, the National Industrial Distributors’ 
Assn. report shows. Other general average figures in the report 
for March over March 1958: sales up 25.5 percent, accounts re- 
ceivable up 23.8 percent, inventories up .5 percent. 


income, sales go up... 


Business figures show March was a good month. Dept. of Commerce 
reports personal income, annual rate, was $368.6 billion against 
$348.7 billion for March 1958, and retail sales were $16,967 million 
against $15,549 million a year ago. 


... turn to p. 132 for more news of How’s the Hardware Business 
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Quality and Performance for 1959 








e New Complete Line 
e New Features 
e New Low Prices 







































































619-8-TR* 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-8 19” Rotary | 3HPPINCOR | Die-Cast Aluminum 
619-BS-TR* 19” Rotary 22 HPB&S Die-Cast Aluminum 
619-BS 19” Rotary 22 HPB&S Die-Cast Aluminum 
622-8-TR* 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-8 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-BS-TR* 22” Rotary 22 HPB&S Die-Cast Aluminum 
622-BS 22” Rotary 22 HPB&S Die-Cast Aluminum 
921-8-TR? | 21” Rotary 3 HP PINCOR Stamped Steel 
921-8 21” Rotary 3 HP PINCOR Stamped Steel 
sp-921-eTr* | 2!” a 3HPPINCOR | Stamped Steel 
SP-921-8 . ——_" 3 HP PINCOR Stamped Steel 
SP-925-9TR* | 25 Self-Prop. 3% HP PINCOR | Stamped Steel 
Rotary 
SP-925-9 So" SON-EUOD. 3% HP PINCOR | Stamped Steel 
Rotary 
P-925-9TR* 25” Rotary 32 HP PINCOR Stamped Steel 
P-925-9 25” Rotary 32 HP PINCOR Stamped Steel 
817-E 17” Elec. Rotary 7” panna Die-Cast Aluminum 
5518-BR 18” Reel | 2HPB&S Steel 
5521-BR 21” Reel | 2HPB&S Steel 
— | 











All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 
*TR—Designates ‘‘Touch and Go'’, one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 


Sie Mead, on CALIXIA 
in 1959 





‘ear: Cel-mm eo) mm og LO], | 3 3 Bed a, Bi -e) fekge]. meio] i120]. 7-Balel, 
=l=>r- MMe a sol- 3 Olle ¢-lal_m-Os- see @lallon-lolomCh- mm ililalelt- Mma M@-11-Jelalelal: m1) -ia.0-ialig cas mi 





Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines « Electric Generating Plants 
Want more facts? Circle 106, p. 87 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 





Consumers have lost recession jitters. Now seem quite willing 

to go into hock for major purchases. Instalment and credit sales 
at the end of February were a full $1 billion ahead of February, 
1958. Ordinary credit and instalment sales both gained, but the 
instalment end got the lion's share, with $35.8 billion of the 
$44.1 billion total credit outstanding. Promotions based on the 
time-pay angle will find a large audience through 1959. Sales in 
the over-$20 range should boom. 


























Don't sell Summer short. It's almost here, and it's a golden selling op- 
portunity. Stocks are allowed to dwindle and promotion is nil for most 
dealers in Summer. But consider: Hardware sales are 7 percent higher in 
Summer months than the yearly average for all months. National sales for 
all retail lines in 1958 showed June, July, August sales ahead of January, 
February, March and September in spite of lax stock control and a big cut- 
back in most stores' promotions. Many retailers are latching on to Sun- 
mer's potential such as air conditioners. National newSpaper ad lineage 


jumped 11 percent in last five years. Don't close up shop because it's 
hot. 






































Steel goods may well be in short supply before Summer's end. 
Inventories of items such as cabinets and sheet goods, metal 
housewares, plumbing, fasteners, etc. bear watching. You may 
want to stock up while there's time. A July 1 steel strike is 
generally expected. When current contracts expire June 30, the 
union wants more money and fringe benefits. Steel management may 
Say no and stick to its guns long enough for shortages to occur 
across the board. Such shortages will cost you sales. 





























Here is your opportunity to cast a vote for or against Fair Trade. A 
Special report on the current status of Fair Trade begins on page 55 
of this issue. This report includes a ballot for you to use in letting 
HARDWARE AGE know where you stand on this important subject. Read the 
article, weigh it against your own experiences, then let us have your 
opinion. Your vote is important! The number of votes pro and con, and 
letters of special interest will be published shortly. 
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the perfectly balanced weight of Wallace Stainless! 


Place any piece of Wallace Stainless on your finger or 
hold it in position for use. It will feel just right, because 
it’s perfectly balanced. Since most customers buy flat- 
ware by feel as well as by looks, your sales of stainless 
can literally hang in this balance .. . a very good 
reason for you to stock Wallace. And here’s another— 


Wallace Stainless comes in 31 different patterns in 
6 price lines . . . each better looking than the last, 
each a glowing testimony to the craftsmanship that’s 
made Wallace the leader in fine tableware. Your cus- 
tomers know Wallace quality. They’ve heard of 

They can see it. And feel it. That’s why they buy it. 








VVALLACE)|STAINLESS 


The greatest name in American tableware 


PINE CONE tsp. 1.00 


SNOW FALL tsp. .49 


‘ 
NORTH STAR tsp. 29 





VANHOE tsp 


SEA SPRITE tsp 


STAR STREAM tsp 


WALLACE STAINLESS —A DIVISION OF WALLACE SILVERSMITHS, AT WALLINGFORD, CONNECTICUT ... SINCE 1835. 
Want more facts? Circle 107, p. 87 
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PREMIUM 


BEAUTIFUL 


EARLY AMERICAN THERMOMETER 


with Easel Stand 


Consumers will want this elegant certified precision instru- 
ment... and there’s no dealer handling involved! Nationally 
advertised at $2.00, the Special Offer on every De-Moist . = jg 
package makes it available for only $1.00 plus coupon mailed =: GS 


direct to G. N. Coughlan Co. Ses 


Want more facts? Circle 108, p. 
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OPEN STOCK (Fair Trade — Price Protected) 





‘i 


No. Size Pack Weight List Per Case List Each 

. D-12 120z.  1doz. 11 /Ibs. $16.68  $ 1.39 

MR DEALER D-50 500z. Yedoz. 21 Ibs. 29.70 4.95 
ad D-160* 10 lbs.  lonly 11 Ibs. 12.95 12.95 










FREE thermometer 


for you! 


("Kit contains: 10 Ib. bulk De-Moist, plastic scoop, ‘‘Easy-to-Do”’ 
chart for all uses, assortment of 7 drawstring bags.) 


ASSORTMENT NO. 1178 
Ship. Wt. 14 Ibs. 














A certificate in every 1178 assortment entitles 7 — 12 oz. Closet Size ($1.39 ea.) ........0..0.000000002.. $ 9.73 
you to a free thermometer with our compjiments. 2 — 50 oz. Basement Size ($4.95 ea.) .....000.000000... $ 9.90 
$19.63 


A certificate in every 1178 assortment entitles 
you to a free thermometer with our compliments. Your Cost 11.78 


Your Profit $ 7.85 
G. N. COUGHLAN, West Orange, N. J. 


Mfr. of Nationally Advertised Chimney Sweep, Process 33, Oven-Aid Oven Cleaner, Easy-Aid Silver Cleaner, Free-All Septic Tank Cleaner 





Want more facts? Circle 108, p. 87 
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COMBINATION PATTERN 
No. U412, 12” only. 


EVERY SERVICE 





SNIPS FOR 








HEAVY DUTY PATTERN | 
No. U416, 16” only. 





STANDARD PATTERN, No. S410 


Seven other sizes, 7 to 14. 


CIRCULAR CUTTING PATTERN 
No. T7412, 12” & 147, 7”. 





AVIATION SNIPS, No. VI9R 


Right Hand, Cuts to left. AVIATION SNIPS. VI9L 


Left hand, cuts to right. 





NEOPRENE INSULATING SLEEVES 
Available forall Aviation Snips. Here shown | 


Crescent Tinners’ Snips are forged of selected 
steel and blades ground on special grinding 


machines. They are hardened by Crescent’s own AVIATION SNIPS. Keonly ground, hacd, cough 
alloy steel blades with machine serrations...can be 
factory reground. Compound leverage produces 
tremendous shearing power. Three patterns. 


EMR 
CRESCENT TOOLS — 


a 


on No. V19S, straight cut. 


ail 





selective induction process to insure long, satis- 
factory service. These easy-cutting, well-balanced 
snips are made in four patterns; standard, circu- 
lar cutting, combination and heavy duty. 










Sold by hardware dealers and industrial distribu- 
tors everywhere. 


Sign of the drtisan ® jo 
Symbol of Excellence 


\S 


, a. 


1a 


Crescent is our trode-mork, registered in the United Stotes and abroad. for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 


Want more facts? Circle 109, p. 87 A Want more facts? Circle 110, p. 87 > 
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YOUR PROFITS ARE 


Nicholson or Black Diamond files with brand-new Hi-lmpact 
plastic handles. . . . File and handle mounted on a bright 
card, completely protected with gleaming, transparent skin. 


And you get a FREE display for counter or pegboard 
when you order the NH-48 Nicholson File Assortment. 


Dealer Cost Suggested Retail 
Each 


Quantity Type per Dozen 

6 10” Mill Bastard NHM-10 $8.40 $1.05 

6 8” Mill Bastard NHM-8 6.80 85 

6 6” Mill Bastard NHM-6 5.60 .70 

6 6” Round Bastard NHR-6 6.00 75 

6 6” Slim Taper NHS-6 5.20 65 

6 6” X Slim Taper NHXS-6 5.20 .65 

6 6” XX Slim Taper NH XXS-6 5.20 .65 

6 7” XX Slim Taper NH XXS-7 6.00 75 
Retailer’s assortment cost $24.20 >to, 
Retailer’s selling price $36.30 u.S.A- 
Retailer’s profit $12.10 





-YOUR SALES ARE FASTEF 
WHEN YOU SELL FILES THIS NEW WAY 


ub) aki 


© We ii 
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NICHOLSON NH.48 
FILE ASSORTMENT 
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How can you be sure they'll sell? Be sure to see the reverse side 


——- > 
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a 
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of this page for interesting facts....And be sure you call your 
Nicholson or Black Diamond File Distributor to place your order for 


Or make a note in your want book now. 


‘ oi Wes . oN <— ¢ f 
5 . ‘ ite ; 3 ns) Re p ¥ atic, 
. i —_ ate : a\ 
a a 5 = A SL AcE ‘ ‘ 
‘ & we; es] = «. ra 
j 2 Vee Sie s i OE 


your assortment. 


ca 


NICHOLSON FILE COMPANY, PROVIDENCE 1. RHODE ISLAND 














Before we went into full production, we placed test assortments in 
hardware stores all over the country. We wanted to find out how 
customers would react to this startling innovation. 


Result: Complete success. Dealers reported marked increases in 
turnover. Naturally, with turnover comes higher profit—as well as 
faster profit. Isn’t this the combination you want? This gives you a 
chance to earn extra profit without extra work. 


Your Nicholson or Black Diamond File Wholesaler can give you 
all the interesting facts on the greatest advance in file merchandising 
in years. Ask for details. 
















Files stay factory fresh—no mat- 
ter how much they’re handled. 
Clear plastic completely protects 
them from dust and finger marks. 
They’re protected, too, from dam- 
age due to abrasion with other 
files. Note sales generating use 
suggestions printed on card. 
Note, too, the price marked for 
you. See how the molded plas- 
tic handle is designed to fit the 
user’s hand. Of course, it can be 
removed and reused. Handle 


will not peel or lose its color. 







Order the new Nicholson or Black Diamond File Assortment—complete with handles and dis- 


play—today. Call or write your Nicholson or Black Diamond File Distributor right away. 
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NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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irst Basic NEW Tool in 


NEW IDEA—NEW DESIGN A Mies: 






/deal item for home or shop... 









ower-e 


RATCHET SCREW DRIVER 


GIS 





RETAIL 


4.99 se: 


(3 HARDENED STEEL 
SCREWDRIVERS 
INCLUDED) 


5 TIMES MORE HAND POWER! 
Here’s a new idea that has everything . . . eye appeal, buy 
appeal, new design, top quality materials and advanced engi- 
neering. Attractive plastic egg, high grade aluminum ratchet, 
tenite ‘driver handles, best hardened steel blades. The power- 
egg uses shoulder power . . . not just hand power and makes 
any screw driving easy. Eliminates the need for extra effort 
that causes blisters, sore hands. Attractive display package. 
Write for name of nearest jobber. 


CUYAHOGA PRODUCTS CORPORATION 


CLEVELAND, OHIO 


< Want more facts? Circle 110, p. 87 Want more facts? Circle 111, p. 87 A 
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No. 296 
% CLAY PICK 
No. 280 & 5.6.7, 8 LB. 
CONTRACTORS’ PICK % 
8 LB. 


No. 75 
PINCH POINT 
CROWBAR 


PICK MATTOCK 
5 LB. 
No. 424 
CUTTER MATTOCK 
3,5 LB. 


No. 63-E 
EXTRA QUALITY 
WRECKING BAR 
24"', 30'', 36'' Length 


No. 400 
SQUARE HEAD WEDGE 
3, 4,5 LB. 


| 2 18. 
adie No. 63 


CARPENTERS’ WRECKING 


, 36'' Length 


No. 88 
TAMPER TOP 
POST HOLE DIGGER 
16 LB. 


Stock these 


we IRON CITY TOOLS 


CROWBAR 
16 LB. 


for 75% of your 
heavy hand tool 
requirements 


Here are the Iron City Tools with 
the fastest turnover. Three of 
every 4 calls for heavy hand 
tools are for one or more 
, of these items. You can stock mY 
No. 229-H . ; ; ri Awe... No. 325 H 
NEVADA (Long Pattern) the weights listed with con- ‘VAN DOUBLE-FACE 
STRIKING HAMMER ‘ fidence — they'll move. Pay | BLACKSMITHS 
8 LB. ii: 4 SLEDGE 


a ) i : Vs 4, 6, 8, 10, 12 LB. 


most popular 


: . BOX 791 *© WARREN, OHIO 


ed more facts? Circle 112, p. 87 
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NOW! BE A YUBA SHOPSMITH DEALER! 


... as little as $300 investment starts 
you enjoying big volume sales and profits! 

















Yuba Power Products is estab- 
lishing a limited number of 
authorized SHOPSMITH dealers 
across the country. Act now to 
join the many successful dealers 
who have already sold more than 250,000 sHopsmiTus, mak- 
ing this multi-purpose power tool the world’s most famous! 
With a small initial investment, you have an opportunity to 
build up to big volume, selling sHopsMITH and accessories. 


Your business will be healthier . . . you'll be happier with 
SHOPSMITH the most promotable power tool ever made! 
As an authorized dealer, you get these benefits: 

1. Price maintenance policies for protected profit 

2. Quantity discounts adding to profit margin 

3. Liberal freight prepaid policy, another profit plus 

4. Finest dealer aids and sales literature 


5. New and different SELF-DEMONSTRATING SELLING display 


YUBA POWER PRODUCTS, INC. 


800 EVANS ST., CINCINNATI 4, OHIO 


A Subsidiary of 


YUBA CONSOLIDATED INDUSTRIES, INC. 


Manufacturers of YARDSMITH Outdoor Power Equipment 








iT’SsS A BUY! SHOPSMITH Mark & 
COMBINES ALL-IN-ONE: 
¢ 9” Circular Saw ° 16%" Drill Press 
° 12” Disc Sander e 34" Lathe 

¢ Horizontal Drill 
ASK FOR THE COMPLETE AUTHORIZED 
SHOPSMITH DEALER STORY NOW! 
Be ready to reap big sales coming your way from 
National Advertising in SATURDAY EVENING 
POST — BETTER HOMES & GARDENS — 
AMERICAN HOME and many other leading 
publications. 


MAIL THIS COUPON TODAY! W 








SHA-5-7 
YUBA POWER PRODUCTS, INC. 


800 EVANS STREET, CINCINNATI 4, O. 


Yes, tell me how I can become a 
SHOPSMITH Dealer! 


[] Send me additional information. 


1) Have your representative call. 


BY 





FIRM 





ADDRESS 





CITY ZONE____STATE 














Want more facts? Circle 113, p. 87 
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No. 460-227 pcs. fe 
PROFIT MASTER P 


BASIC ASSORTMENT OF 
AMERICA’S TOP VOLUME PRODUCERS 





PROFITS ... SAVE SPACE... AND REDUCE 
DOLLAR tinea TO ABSOLUTE MINIMUM ... 





No. 470-285 pcs. 

VOLUME MASTER 

COMPLETE TOOL DEPT 
No. 450-102 pcs. 


You get sales action like never before... because these New Stream ~ 
lined Assortments are composed entirely of Sales-proved ‘‘Wall-ettes’’ 
that are producing top volume in thousands of stores today. 











Moreover . . . only tools in heaviest daily demand are featured. . . 
Fine Quality, Nationally Advertised Challenger Tools at low popular 
prices that make dollars turn F-A-S-T. 


Also note these Extra Dealer Advantages . .. 1) 100% SELF-SERVICE 


, PERMANENT METAL DISPLAYS (with slide-in price markers) 


cut sales costs to rock bottom. . . 2) DISPLAYS ARE FURNISHED 
FREE with Assortments ... 3) PROMPT REFILLS FROM SUB- 
STANTIAL JOBBER STOCK means less investment in “back-up” 
inventory ...4) EXTREME COMPACTNESS OF “WALL-ETTES” 


SOCKET MASTER saves space, permits endless group arrangements .. . 5) EVERY TOOL IS 


SET ASST. 7 oo GUARANTEED for Precision Manufacture, Fine Finish, Quality 
ats . aterial. 


ASK FOR DETAILS TODAY on these New Low-Cost, Volume Turnover, 
Ultra Streamlined Challenger ‘‘Wall-ette’’ Assortments (Or select your own 
Assortments from 42 Individual Units). CONTACT YOUR JOBBER or write 


Want more facts? Circle 114, p. 87 
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A really NEW 


SUMP PUMP 
by 


with these Profit-making features 


2, High-level 
discharge 


1 Only sump pump 
that fits in 
8-inch tile 


Here’s the only sump pump that fits into 8- charge 
gravity, not below. This results in less vibra- 
tion, quieter operation than ever before. 
The Lancaster Elevated Discharge Sump 
Pump utilizes “In Line” unit construction. Its 
stainless steel shaft, bearing, seal and column 


inch tile. All others demand an absolute mini- 
mum of 12 inches. The difference lies in the 
new design of the Lancaster Elevated Dis- 
charge—the only sump pump with the dis- 
charge connection located above the sump, 


reduces vibration 


3 Extra quiet 
because of rigid 
installation 





connects above the center of 





not im 1. are built in one unit for rigid, rugged per- 


This new design also means low-cost in- 
stallation; a saving on pit construction; a more 
economical pit cover; a saving on labor. 

What’s more, it provides the most rigid 
installation you’ve ever seen, because the dis- 


— oe ee eee aoe 


For the occasional user—a saw he can afford! The 
Handyman is patterned after the pro—the famous 
Lancaster Barracuda —and has those professional 
features every user wants. Fast starting, smooth 
cutting, fuel pump diaphragm carburetor, and 
really lightweight. 3.5 h.p. engine—16” bar. Simpli- 
fied construction minimizes maintenance and, fea- 
ture for feature, it’s the best saw to sell the 
occasional user because of its Low, Low price, light 
weight, and fast—all position sawing. 


Add Lancaster to 
increase your profits 


formance: 





Its “Full Flow” volute reduces 
hydraulic turbulence; provides high efficiency 
at low current costs. 


MODEL 171 











MAIL 
ieaneihe THIS 


Coup 
Dept. } ON Tobay 


Manutacturing Co 


“caster, p, + tne. 


Please send m 
~atures of: 
— New Sum 
Rush So 
mMple 
a Sump — Handyman Saw 
Name at Usual discount) [Saw 


Comp nile, 


any 


Address en eadeae 


ee State 


(to be bille 


LANCASTER PUMP & MANUFACTURING CO., Inc. 
LANCASTER, PENNSYLVANIA 


Want more facts? Circle 115, p. 87 
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Le Ne Your packages go anywhere 


Greyhound goes ...and Greyhound goes over a million miles 
a day! That means faster, more direct service to more areas, 
including many, many places not reached by other public 
transportation. 

What’s more, Greyhound Package Express offers this service 
seven days a week... twenty-four hours a day... even on week- 

















: 


Le | 





I’S THERE 
IN HOURS 

.. AND 

- COSTS 
YOU LESS! 


ends and holidays! On Greyhound Package Express 
packages get the same care and consideration as 
Greyhound passengers... riding on dependable Greyhound 
buses on their regular runs. You can specify Collect, C.O.D., 
or Prepaid 
Call your nearest Greyhound bus station or write to 
Greyhound, Dept. L5, 5600 Jarvis Ave., Chicago, Ill. 


Want more facts? Circle 116, p. 87 
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09 Ballcock 


Division 


Want more facts? Circle 117, p. 87 
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SELL QUALITY PLASTIC PIPE WITH CONFIDENCE 
SELL QUALITY PLASTIC PIPE OF ALATHON Stave 25 


ETHYLENE RESIN 


Buia your “customer satisfaction depart- 
ment” by handling quality products. The top 
quality line in flexible plastic pipe is pipe made 
of Du Pont ALATHON Super 25. Customers ask 
for “the pipe with the green tag” because they 
know ALATHON Super 25 makes the toughest, 
most trouble-free plastic pipe you've ever han- 
dled, while still offering the desired charac- 
teristics of polyethylene... flexibility and 
lightness. 


Because it’s so durable, pipe made of 
ALATHON Super 25 reduces returns to a mini- 
mum, and it will last and last. And this pipe 
carries the familiar green tag with the Du Pont 
name... aname associated with quality prod- 
ucts for over 150 years. This gives your cus- 
tomers added confidence in you. The result is 
repeat business . . . not only for pipe made of 
ALATHON Super 25, but for all the products 
you sell. 


To assist you in your selling efforts, Du Pont 
has prepared point-of-sale promotion pieces: 
wall streamers, and counter cards with a 
pocket for the latest edition of the booklet 
“How to Choose and Use Flexible Plastic 
Pipe.’ This booklet is also an excellent infor- 
mation piece for mailings. To get your promo- 
tion pieces and booklets, ask your supplier for 

a sales-aids order form when you are 
ordering plastic pipe bearing the green 
tag of Du Pont ALATHON Super 25 
polyethvlene resin. 


POLYCHEMICALS DEPARTMENT 
E. i. du Pont de Nemours & Co. (inc.) 
Wilmington 98, Delaware 


Rea. u.s. pat OFF 


TIME-PROVED . .. NOW IMPROVED 


Want more facts? Circle 118, p. 87 
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Sink your 
teeth into 
real profits 


Meier 


Rati. 
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BULL DOG assures you # 

solid profits because the & 

famousBULLDOGname *¥ 

gives you fast turnover. % 


BULL DOG Tape delivers 


thoroughbred perform- i 
ance ... sticks tight and Sa. 
stays tight. Provides per- TR, 


fect electrical insulation. 

Dozens of other uses around shop and 
home build repeat sales. Complete line SNA Met " os eeeunmit lan Sold only 
in smart packages that keep stock eas St teal through verified 
fresh and new. wholesalers 





There's a BULL DOG TAPE for every purpose 
FRICTION © RUBBER © PLASTIC 


WArssy 
a 


Another quality product of 
BOSTON WOVEN HOSE & RUBBER COMPANY 


={@) ng y @) ™ DIV. OF AMERICAN BILTRITE RUBBER CO., INC. 


BOSTON 3, MASS. 


Want more facts? Circle 119, p. 87 
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“NOISY” DOOR 

















Deen yee ported 
area NOW! 

7 ; 
sales and prof elin 


Ht] DRAFSTOP Weathe) 








DRAFSTOP 


DRAFSTOP WEATHERSTRIPPING made of poly- 
vinyl foam permanently bonded to clear 
grain wood molding by Robert’s exclusive 
method. Cuts easily, shapes readily to 
uneven surfaces, goes on fast. Stops dust, 
drafts and water, quiets door slam beau- 
tifully. Non-absorbing foam can be painted, 
resists chemicals, weather and wear. 

Self selling carton, 15 complete kits — 
suggested list, $1.95 per kit. 


DRAFSTOP DOOR BOTTOM with unique automatic spring action 
allowing ample clearance for carpets and door mats. Nylon 
stoproller insures positive closing and tighter seal. Installs 
WEATHER © | fast, with screw slots for easy adjustment to any sill. Made 
STRIPPING @ * of durable extruded aluminum, anodized to eliminate stains 
| and discoloration. Tough, pliable vinyl guard is impervious 

to weather, always makes a snug fit. 


Self selling carton, 
10 complete kits— 
suggested list, 
$2.95 per kit. 


THE ROBERTS co. 


7a 600 North Baldwin Park Boulevard «City of Industry, California 


L - ae ( 
ry & TB al, 


, 
XSI 


Want more facts? Circle 120, p. 87 
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we Order DRAFSTOP from your wholesaler 
tes —or write Roberts today for catalog sheet HA 5%. 








ROBERTS 


The big puts you 
in this protit picture! 











DRAFSTOP 


NATIONAL 
ADVERTISING AND 
STRONG SALES 
AIDS PRE-SELL 
FOR YOU! 


‘ A continuing series of 
ads in national 
publications pre-sell for 
you. Free colorful sales 
aids in your store 
tie-in, and you cash in. 














voor thes atcanies EO 
1M PROVEMENT 


ia 


~ 














FREE 
DEMONSTRATOR 
SELLS DRAFSTOP 
WITHOUT WORDS! 


Speaks for itself! 
Sells for itself! 
















te 























—_ 
S00 North Baldwin Park Boulevard ¢ City of Industry, California unr oy 
Quality Products for Home and Industry for over 20 years —~.)/f 
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NOW! SPRAY-() -NAMEL 


Sprays its story across the pages 


of many of america’s leading magazines! 





in) ag ea Carden 





) < Better Homes ‘cris HOME, 
"| IMPROVEMENT 
IDEAS 


ALL-OUT NATIONAL ADVERTISING PROGRAM 
ADDS MOMENTUM TO COUNTRY’S FASTEST MOVING LINE 
OF TOP-QUALITY AEROSOL SPRAY PAINTS 


There exists a wide sales gap between Spray-O-Namel 
and ordinary spray enamel. Through the most forceful 
advertising campaign in our history, we intend to widen 
this gap still further by alerting the public to look for 
the “O” in Spray-O-Namel to make sure they’re getting 
the finest paint packaged in an aerosol can. 


WHAT DOES THIS MEAN TO YOU. It means for real prof- 
its—-sell the real thing—genuine Spray-O-Namel! De- 
signed, packaged, merchandised and NATIONALLY AD- 
VERTISED for volume sales. Available in 12 and 16-o0z 
sizes... high-gloss and new “wrought-iron” patio colors. 


ILLINOIS BRONZE POWDER GO., INC. 
2023 S. Clark St., Chicago 16, Ill. 
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TIE-IN MERCHAN- 
DISING includes FREE 
NEW AD MATS... NEW 
DISPLAY RACK DEALS . 

. . NEW PAMPHLETS 
and STREAMERS. Also— 
just off the press—the 
brand-new Iilbronze cat- 
alog. A complete cross- 
section of ‘‘what’s new 
—and better’ in aerosol 
products and specialty 
paints. See your supplier 
or write for details. 
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THANK YOU, 
MOTHER DEAR, for 


making the only 
mother-in-law 


approved fix-it line 























We've got the GOOD HOUSEKEEPING Seal of Approval on our 
DURO PLASTIC ALUMINUM, the ‘Advertised in LIFE” and 
“Advertised in POPULAR MECHANICS” labels . . . but they 
ain't nothing compared to getting your mother-in-law to ap- 
prove your carryings on. And my gray-haired mother-in-law not 
only endorses the DURO-Plastic line, but is moved to tears 
of joy everytime an order comes in (which is pretty darn 
often). Please keep Mother laughing with tears in her eyes by 
insisting on the original DURO PLASTIC ALUMINUM in the 
big 514 oz. tube .. . and all our fast selling, profitable items. 


Cordially, 


AL 


Sales Manager an 
Son-in-law 











Nattrg che ‘ohn # 
As a TUB'N'TILE 
SEALER 


or rubber and 










en by” 
Good Housekeeping 


It 


+ 


~ 
ry a 
oT AS apventise 


‘ov £4Bime + 









POPULAR 
MECHANICS 





America’s most complete fix-it line features 


PLASTIC ALUMINUM, PLASTIC RUBBER, PLASTIC PORCELAIN 
(all 3 available in both $1.00 & 59¢ sizes), PLASTIC MENDER, 
handy-patch, CHEMSTEEL, and our new rust REMOVER. 


ORDER FROM YOUR JOBBER OR WRITE 


The WOODHILL CHEMICAL CO. jase c. sans. = crevetand 14, ohic 


“Originators and World's Largest Manufacturers of Plastic Aluminum and Plastic Rubber’ 
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NOW- WHILE YOU WAIT 






















a tr ie Key Cutting Dept. in 1 Unit 
4 ‘| profit builder. The board holds 126 dozen blanks, each 
The Monitor Machine small, compact with ad- 


com WE CUT KEYS jf We CUT Ais 
uf 
il 
‘so 2 + ae NOW ...a complete 
This eye-catching, revolving display board with 
Monitor Key Cutting Machine is a sure-fire traffic and 
» AN ~ hook being clearly marked with number of blank and 
make of lock. 
J “s justable Key guide and sturdy Key gauge — is de- 
? | signed specifically to meet the requirements of the 


§ hardware dealer. This combo is a real money-maker .. . 
your sales from one 7 KBA Assortment more than pays 


for the equipment and gives you a handsome profit to 
boot! 


YOU CAN BUY IT 4 WAYS: 


1. No. 4184CD — Monitor Key Cutting Machine, complete with 
motor; rotary display board; 7 KBA key blank assortment (1 doz. 
each of 102 most popular key blanks). Bench space — 19 in. x 
12 in. 

« No. 3184 CD — Same as above but without blanks. 

« No. 9 KBA — Same as 4184CD but without Monitor machine. Unit 
is mounted on four legged stand. Bench space 12 in. x 12 in. 

4. No. 2 RKB — Same as 9 KBA but without blanks. 


| KEY BLANKS 


TOTAL HEIGHT 
OF COMPLETE 
UNIT — 34 IN 






WN 


IMMEDIATE DELIVERY — Ask your jobber about this spectacular 


O/ sales producer or write direct for complete information. 


INDEPENDENT LOCK CO. 


x Fitchburg, Mass. 
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6) Precision engineering that keeps 
», On cellinn after the cale ic made 
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Most flexible, practical : 
bolt merchandiser ever offered! 


At least one out of every five customers who comes into your 
store needs bolts of some kind. But waiting on them personally 
takes valuable sales time. Now Lamson provides you with a 
timesaving, profit-building answer— Lamson “Serve Yourself” . 
Bolt Trays. They’re so flexible and compact you can spot them 


anywhere. They make bolts a profitable self-service item for you, 


Se Serve Yourself - 


aA 
> © sous. nuts. SCREWS @Oeses:: 


»* tt PS ee 
x. = pe ae APPROVED 
“s : ‘> * Oia spare oe DISPLAY 


— nw abut Sites te “a 





a 
bay 


LAMSON “SERVE YOURSELF” BOLT TRAY 
with zinc-chromate plated bolts 











~ Serve } Yoursew a 


STE wy ‘tees = *** 








TOOL DEPARTMENT—BoltTrayattracts CHECK-OUT COUNTER—It'’s easy for HOUSEWARES COUNTER— Bolts may 
more traffic to department. Often sug- customers to forget to buy bolts. A Bolt suggest related items — or vice versa. 
gests a tool purchase — or tool buyer is Tray placed nearthe check-out counter The Bolt Tray is attractive enough and 
reminded he needs some bolts. or cash register builds impulse sales. - flexible enough to fitin any display area. 





All bolts plated for eye appeal. Nuts included. Choose 
the type of bolts your customers ask for most often— 
machine, carriage, lag, stove, cap screws. Refills 
available from stock. Ask your Lamson Distributes 
for full information. 


7 LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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C ) Precision engineering that keeps 
Ko ON Selling after the sale is made. 


What are the 5 promises that 


only | sprinklers 


can make to you—and keep ? 


Superb styling that stops traffic and : 
AL begins the sale. es ¢) A price range that In- 
anh ey Pe e 2 sures trade-up profits 


year after year. 7 


1-735 SQUARE SPRINKLER 


ATERS SQUARES 35’ x 35’ 


“ ; } 
COvl salesman now. And 


COMIL f¢ Grreen Spot Lanne bi Tere hs) ee 


ie fail res Catalog Se feb 
shed an May. 
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here is America’s fastest selling 
shovel... 
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BRAND 


Blade, shank and socket . * : F Ames’ Pony shovels are 


forged from one solid a : | ; q double taper forged. Not 
bar of steel. The blade, a te, & ts r just from back to point, 
tempered to give it the a : oe ps : but also from center to 
necessary hardness with ie igo Ce side. More of your cus- 
proper ductility. Nobody © ieee ae - ie ot meme’ “’ tomers want it! The proof 
can match the quality of i : _~ is - more of them buy it! 
Ames. 


SOLID SHANK 
CONSTRUCTION 


Retail about $6.00 


Ames is THE COMPLETE LINE... 


This high quality shovel is also made in heavier weights under 
BRONCO and HUSKY brands. Ames, the world’s largest shovel 
manufacturer, fully guarantees these blades. 


FINER PRODUCTS THRU HIGHER STANDARDS 
q. ANES CoO. WEST VIRGINIA 


Ames also manufactures Ames Maid metal household furniture and Ames Aire casval! furniture. 
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The Image of CFel.. 
source of top-quality Hardware Cloth 











This giant steelman represents the quality steel MOST POPULAR SIZES 

products that are made at CFel plants extending : 

across the country. He symbolizes, too, the com- cae Gace Satter SSR) 

plete sales and service facilities available through — Pann se nes a aa i 
CF «lI’s national network of offices and warehouses. 2x2 vz 19 58 23 87 116 
He is your assurance that CFaI Hardware Cloth is a od . ~ _ . a 
top-quality. Double wires at each side of the roll add 8x8 Vy" 21 48 60 2 96 



































trength .. . careful zin ting after weaving im- 

. 5 st dte areful “lites g af ° Pare And CFal Hardware Cloth is just one of a complete line of 

PTOVES FIGIGILY, Wear QUAITICS, COFrosion resistance. quality steel Hardware Products produced by CFal. The CF«al 

You can recommend CFel Hardware Cloth with sales office nearest you will supply complete information. 

confidence. It withstands severe forming, bending Contact them today, and ask for your free copy of wee 
we . . 292, CF«l’s new Hardware Cloth booklet. 

or twisting without breaking at edges or other 

points . . . assures user satisfaction. 


Furnished in full-length 100-ft. rolls, CFeI Hard- €Feal-WICKWIRE 
ware Cloth is supplied in a variety of widths, 


meshes and wire gages, to meet various applica- MARDWARE PRODUCTS 
tion requirements. THE COLORADO FUEL AND IRON CORPORATION 





fn the West: THE COLORADO FUEL AND IRON CORPORATION— Albuquerque * Amarillo + Billings * Boise * Butte * Denver + El Paso + Farmington * Ft. Worth * Houston * Lincoln 
Los Angeles * Oakland + Oklahoma City * Phoenix * Portland * Pueblo + Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 
in the East: WICKWIRE SPENCER STEEL DIVISION—Atianta * Boston * Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia 6780 
Want more facts? Circle 127, p. 87 
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POWER MOWER 
OWNER 


PROSPECT 
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FITS MOST MOWERS — OLD OR NEW 
PRACTICALLY ANY POWER MOWER CAN 
BE EASILY CONVERTED 


Now the Speedy Starter creates a 
whole new concept of ease and con- 
venience in power mower starting and 
at a nominal cost. The new patented 
principle creates even more positive 
starting action than conventional re- 
wind starters. It turns the engine over 
faster — makes starting more certain. 


A FEW EFFORTLESS TURNS OF THE HANDLE 
FLIP THE START LEVER AND THE ENGINE 
SPINS INTO LIFE 


FULLY TESTED 
The Speedy Starter has been com- 
pletely field tested by engineers of 
both mower manufacturers and engine 
manufacturers. It has given contin- 
uous dependable performance for as 
many as 5,000 consecutive starts — 
the equivalent of approximately 15 
years of normal use. 











FULLY WARRANTED ee 
A full one-year warranty Is given on 


Available in self-display packages for strong impulse the Speedy Starter. 


merchandising. List price only $9.98. Ask your distributor for full information or write today for literature to: 










J.M. DOVORANY SALES CORP., !635 Murray Ave, Racine. W 


Please send me 


name of neorest Literature and ful! 
distributor information on the 
Speedy Starter 


NAME 


FIRM NAME 
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QUALITY. Upgrades —_ ma ee 
performance of plastic 


piping systems. 
reg. 






RESILIENT. For rugged 
strength and durability. 





CORROSION 
RESISTANT. More 
chemical resistant than 
copper or brass. 





HEAT RESISTANT. 


Excellent performance at 


elevated temperatures. 





DURABILITY. Outlasts 


the pipe with which it 
is used. 


pro- fax’ 


~ pro- 









ferx is the | 


Plus in “POLY-PLUS” . 
Blue Fittings 


Introducing . . 





. *Poly-Plus” Blue, the modern fittings for flexible 
plastic pipe that are built to outlast the life of the piping systems 
in which they serve. Priced with the lowest. *Poly-Plus”’ Blue 
Fittings perform with the best . . . are as durable as steel or iron, 
more corrosion-resistant than brass or copper. They're lightweight, 
easy to assemble, and unmatched for serviceability. 

The plus in ‘‘Poly-Plus” is Pro-fax, Hercules polypropylene, the 
amazing new thermoplastic with outstanding resistance to heat and 
chemicals and possessed of the rugged strength which makes these 
new fittings the most durable element in your entire piping system. 
Thanks to Pro-fax, **Poly-Plus” Blue Fittings are ideal for service in 
systems based on high-density materials such as Hi-fax? Hercules 
high-density polyethylene. Together they promise to greatly broaden 
the range of application for flexible plastic pipe. 

‘Poly-Plus”’ Blue Fittings are but one of the literally hundreds of 
new uses for Pro-fax, Hercules polypropylene, the material that is 
setting new standards for quality, performance, styling and econ- 
omy in thermoplastics. For further information on Pro-fax write: 


Cellulose Products Department 


HERCULES POWDER COMPANY 
900 Market Street, Wilmington 99, Delaware 


ee, 


> %. 
ees 
} ‘eee 






ECONOMY. ““< 
Priced with the lowest, 
performs with the best. 


* \\ hether 
le*this well-drilling tl 
Poly -Plu lune 


hurther ote 


oul exible plastic pipe application in hh irrigation 


finvel 


sprinkling 
Malleable - he’ \W 
durability. ar 


Wracturmmae 


whatevel vou wal | nian 


advance it 


Mian 


line a revolutionary 
lhe | rhieonl \I tlleatyle 


Cahftornia, 


tttine: 
rrmation. write to: 


\-hland. Ohio. and Vernon 


Compan 


CcP59-8 
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Introducing... New 


“POLY-PLUS’ BLUE 


* PROVE TO YOURSELF THEY'RE RUGGED— 
N g 7 RT . ITT \ ‘ g TRY THE PLIER “FLEX” TEST! 


| Whether your flexible plastic pipe application is 
| in irrigation, sprinkling systems, well-drilling or 
whatever—you will find Union Malleable’s New. 

alas Plus” Blue fittings line a revolutionary 

PUOMAUNG MT meliecle iting 


| They are built to outlast the life of the pipe! 
| They’re as corrosion-resistant as brass or copper, or 
stainless steel. They’re as durable as steel or iron 

—yet they are priced with the lowest. 


In addition, they have more heat-resistance, _ 
higher tensile strength, and they are better looking 
than any other fitting for flexible 
plastic pipe—anywhere! 


New ‘‘Poly-Plus’”’ Blue fittings are being made 
available the country over. Want more 
details? Call or write us direct! 





The 
Union Malleable 


Manufacturing Company 





Visit Booth No. ZI? 
National Association of Plumbing 
Contractors Show, Miami 





per 





















Your BASIC FOUR 


grass & weed tools 


Get your share of a growing market with these 
four tools from True Temper's BASIC-BASIC 45 
lawn and garden tool program...they fit exactly 
into the NRHA Turnover Handbook stock list. 





The True Temper “Kelly Perfect’? Grass Cutter is already 
one of the best selling of all lawn tools. Now with mirror- 
maroon ferrule and copper-bronze steel shank for extra eye- 
appeal. It swings like a golf club. Companion Weed Cutter 
is for rugged work in heavy weed areas. Both have serrated 
elliptical blades—the best cutting shape known—and fire- 
hardened ash handles. Blades are removable for sharpening. 


Blade serrations are forged deeper 
and ground sharper for a faster cutting edge 
than any other grass and weed cutters. 










No. 14 





GRASS HOOK 


425° 


No. 4 





GRASS HOOK 


$475" 











= 


No. 4 SHORT HANDLE HOOK forged 





No. 1% GRASS HOOK competi- 







from finest scythe steel, hardened 
and tempered to stay sharp. Blade 
is furnace blued, has keen raced 


edge. Oval grip is select hickory. 


tively priced grass hook with slim 
blade and taper point forged from 
fine scythe steel. Nail hole in tip. 


Natural finish hickory handle. 











i retail 


Be sure you’re filled in with these four basic-basic tools. Call your 
True Temper wholesaler today. You'll also want to check the 
complete line of True Temper grass and weed tools. Ask for your 
free 1959 catalog of True Temper Home and Agricultural Tools, 
or write True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 





your pasic line 


IRUE JEMPER., .. yourmoney line 
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FITS PIPES, CONDUITS, CABLES and TUBES 
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CONCRETE ANCHOR ba. | QI > ANDROCK HARDWARE = 





ARST iW Ouauity 


FIRST om ¢ 
SINCE i089 ERVIC: 


Th Zing Fink that's Fosmoua! 


Te wa 








*8OURe Compan. 





SIGN HANGING 
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Ai \ m ws \ 4 ye ~ ¢ . x Ed 
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Tell Your Customers 
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Set up these Androck Self-Service dis- 
| plays with their suggested “everyday 
| uses.” Watch customers read _ the 

panels for “how to” suggestions 
_— | then buy what they need — r7ght off 
carbs cnr a =a — the board! 
= on fe — 


Stock the complete ANDROCK 
seen: su | sma 3 coe quality line. Available on Sel f- 
=v ~e Ra ee” Selection Displays, Boxed or Carded. 


The Zane faethe [halt Famout- 


— a eel ANDROC K 


= S HOUSEHOLD 
LL. ) | ) | HARDWARE 
| AAR made by 
THE WASHBURN COMPANY 
- First in Quality « First in Service « Since 1880 


Worcester, Mass Rockford, Illinois 
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Complete Range Each rope is water, stretch, acid and 


rot resistant and will float. Each rope is 75 ft. standard length, 


assembled and ready to use. 


faa 


, 





1 


a 
_! 








Article Type of Rope 
549 1/4” Twisted Polyethylene 
549-B 1/4" Hollow Braided 
Polyethylene 
549-C | 1/4" Hollow Braided 
| Polyethylene 
549-D | 1/4’ Hollow Braided 


Polyethylene 






Article 549-C 





Hardware 
' 
1 Single Handle 
1 Float 


i 
1 Single Handle 
1 Float 


Interchangeable 
Single & Double 
Handles 1 Float 
+ 


1 Single Handle 








Packed 


1 Ski Rope to 
Transparent 
Acetate Cylinder 


1 Ski Rope to 
Transparent 


Acetate Cylinder 
1 Ski Rope to 
Transparent 


Acetate Cylinder 


1 Ski Rope to 
Polyethylene Bag 


Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping 


Wood Glue 
Braided Nyion Line 
Seine Twines 
Seine Cords 

Trot Lines 

Staging 

Venetian Blind Cord 
Sash Cords 
Clothes Lines 
Mason Lines 
Fishing Lines 
Starter Rope 
Jump Rope 


ESTABLISHED 1873 


4 Ae HMesseme! => ft V afi 
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Mop Heads 


Wrapping Twines 
Kitchen Lines 
Express Twines 


Chalk Lines 


Parcel Post Twines 
Polished india Twines 
Piastic Clothes Lines 


Jute Twine 


Nylton Casting Lines 
Manila Ropes 
Masking Tape 
Freezer Tape 
Polyethylene Ropes 


Nuys Cal 


@® Marietta 


Minn. @ < 


104 











Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 





Gaston Ave Dal as ~~ ¢€ exas © VY ayvynetow! 
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sell for outdoor jobs ...in your garden dept. 


em ie ae ae 


sell for patio use .. . in your patio dept. 


Light and power...where it’s wanted, when it’s wanted... automatically! 
And for you...a new source of profits with an exciting new product concept! 








Every ‘‘man-around-the-house”’ is your prospect m Modern, convenient m 20-foot cord pulls out 


to any desired length... locks... retracts into case automatically m Full year guarantee m Dealer 





aids... national advertising m Don’t miss this opportunity for all year 'round extra sales and 
profits! m WRITE FOR CATALOG AND PRICE SHEET MODEL 500 only *Q95 LIST 


MORE EXCITING NEW PRODUCT PROFIT MAKERS 

7 ‘F R 
tt, 7 Y) ) 
eo] v4 i A A e 
ww S ee al 


Clothesline Multiple-Outlet Heavy-Duty Shop Light |W Adam-lale me lalell-lat- m,n Me alt lel; )lelelt- eae eB 
Reel Drop Cord Set Pil me. mei las! 
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Ihe current availability of obsolete mili- 
tary firearms presents you — the reputable 
arms and ammunition dealer — with many 
very real problems. 

What should you tell customers who are 


; 
considering buying such firearms? 


What is thetr long range 


business? 


effect on your 


What, if any, responstbilities do you ha 
toward the custome? who buys SuCcri 


rifle? 


A careful analysis of thousands of letters 
and comments received from dealers, cus- 
tomers, and gun lovers of every type has 
suggested that these relics should be 
handled in a very special way. 


TREAT ANTIQUES AS ANTIQUES 


Collecting vintage rifles is as interesting a 
hobby as a sportsman can have. But any 
customer of yours who talks to you about 
them should be told that they should be 
bought solely as curios, You'll be doing him 
— and yourself —a real favor. Anyone who 
tries to hunt with one is looking for trouble 
or disappointment. 


A BAD BET 


The majority of potential war surplus rifle 
purchasers can be divided into two types: 
first, the collectors. These tend to be both 
experienced and savvy. They buy with their 
eyes open. The second type, however, is 
usually the first-time center fire rifle pur- 
chaser —and he is distinctly a problem. 
A first-time rifle purchaser deserves kid 
glove treatment from you for a number 
of very good reasons. 


1. He represents a good part of the growth 
potential of your business. Not only does he 
need a rifle and ammunition, but he needs 
about $200 worth of additional equipment 
before he is ready for the woods. You are 
the logical man to sell it to him. 


2. Whether he admits it or not, the chances 
are that he knows almost nothing about 
rifles and must — consciously or uncon- 
sciously — rely on you to guide him. 


3. He's “getting his feet wet.” If he gets off 
to a good start in center fire shooting he'll 
probably get the bug. If not, he may never 
pick up another rifle. 


Consequently, this customer is worth any 
time it might take you to talk him out of 
purchasing any war antique he might be 
considering. The facts of the case are so 
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strongly against it that it should take only 
a minute or two to convince him. 


HOW SAFE IS AN ANTIQUE? 


Let’s take the most extreme examples first: 
the Martinis, Mannlichers, Enfields, etc. A 
competent gunsmith should go over every 
such rifle with a fine tooth comb. Parts may 
be unduly worn or stressed from hard ser- 
vice. Barrels may be pitted. Dangerous head- 
space may be present due to wear, use, or a 
mismatch of bolt and receiver. Since a first 
rifle purchaser probably doesn’ t know how 
to check out a firearm properly, it’s the 
duty of those who have firearms experience 
—in this case, you —to warn him of the 
danger in which he may be placing himself. 
A blowback or burst barrel is disastrous. 

Another difficulty is ammunition. Most 
models of these old military arms are 
chambered for calibers never made in this 
country. In addition, most military ammu- 
nition is of the full patch type — unsuitable 
for hunting. Worst of all — and dangerous 
—is the fact that its age makes this old 
military ammunition subject to both de- 
terioration of priming and powder and to 
internal corrosion of the brass case. Just 
one instance of poor ignition and deteri- 
orated powder can cause a “squib,”— a bul- 
let left half way down the barrel. If not 
noticed immediately, the next shot will 
wreck the action —and possibly the shooter. 
An exploding brass case, weakened by in- 
ternal corrosion, can produce the same un- 
happy results. Suppose modern ammuni- 
tion will fit an antique, what then? Some 
of the old rifles—both foreign and domestic 
— just can’t take the pressure developed by 
modern center fire cartridges. No American 
manufacturer can guarantee his ammuni- 
tion in an older, foreign-made rifle which 
hasn't been prooftested according to Amer- 
ican standards. 


THE SPRINGFIELD ’OS 
AND MSS MAUSER 


A gunsmith should check the rifle out, es- 
pecially since some World War II Mausers 
were made by slave laborers who were any- 
thing but interested in making a safe rifle. 
But, with luck, a good U.S. '03 Springfield 
or a good M98 Mauser action will usually 
receive a clean bill of health. As it stands, 
its outstanding drawback is the unsuitabil- 
ity of the slow, two-stage military trigger. 


SAFE BUT SORRY 


However, human nature being what it is, 
the chances are that the “first rifle’ cus- 
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tomer who buys a U.S. 1903 Springfield is 
going to be disappointed. After he has 
fired it a few times, and compared it to 
the sporting rifles his friends have, he'll 
notice that it doesn’t feel like a sporting 
rifle, or handle like one, either. In addition, 
after even a short walk in the woods, he'll 
discover it’s as heavy as sin. 

[ry to tell him what disappointments he 
can expect — before he’s made the purchase. 
He'll be iteful, and that g7 
turned into more es for you 

But suppose he’s penetra bought one and 
comes to you for help, what then? He 
probably wants to sporterize the rifle him- 
self, or have it done for him; in either 
case we think you should tell him plainly 
he has a long road ahead of him — and 
it. Sporterizing a U.S 
1903 Springfield is a tough job —a job that 
demands professional help of a high order. 
And we think he'll spend more than he 
wants and get less than he thought he 
would — no matter how good a job you do 
for him. 


atitude can be 


™ , 
ie T7i mend GUvVaiTis 


GOOD MONEY AFTER BAD 


Suppose you know of a gunsmith who can 
do a “package” sporter conversion job for 
him. This would probably include a sporter 
stock, micrometer rear and ramp sights, 
plus a polishing of all the rough spots off 
action parts. The going rate is $80. When 
it is done, since a good Springfield probably 
cost him about $39.95 to begin with, he 
will have spent $119.95 on his old ‘03. It's 
too late then to point out that another ten 
dollars, $129.95, would have given him a 
new Winchester Model 70. 

And just to prove once again that one 
problem leads to another, the chances are 
that your Springfield purchaser will still 
be a disappointed customer. Why? Because 
the “package” conversion job just doesn't 
turn a Springfield into a true sporting rifle 
— its failings remain both numerous and 
obvious. 


231.95—FOR A 
SPRINGFIELD 7? ! 


Suppose your Springfield owning customer 
wants another caliber than 30-06. That's $50 
for rebarreling, rechambering and _ polish- 
ing, plus necessary modifications in the 
magazine. Suppose he wants a scope? The 
present safety won't clear a low’ scope, 
neither will the bolt—that means anothe 
$17. Drilling and tapping the receiver for 





=e 


receiver sights, front and rear sporting 
sights, plus their installation is another 
$37.50. And, of course, to replace the two 
Stage military pull trigger is $20 more. 
‘Turning, polishing, restraightening the bar- 
rel, finishing and checkering the stock costs 
still more money. 

In other words: 4 man with brinefield 
or Mauser M98 , 
will soon decide 


it fle 


ing firearm, ‘as is’’—and that would cost a 


small fortune to sporterize satisfactorily 

How many customers do you have who 
would want to spend $231 for a fifty year 
old rifle? 


ECONOMY 
Therefore, when a customer wants a center 
fire rifle, try to sell him a true sporting 
firearm to start with. If he’s already pur- 


chased a military rifle, try to keep him 
from pouring good money after bad in 
attempts to turn it into something it was 
never intended to be. If price is an object, 
the Winchester Time Payment Plan is 
available to spread the cost of a real hunt- 
ing rifle over as long as 21 months. Do your- 
self and your customers a favor by selling 
them a rifle they can use with confidence 
and show with pride—a Winchester. 


WHICH IS THE REAL BARGAIN ? 





COMPARATIVE FEATURES 


WINCHESTER 


MODEL 70 SPRINGFIELD 


APPROX. 
COST 


M-98 MAUSER APPROX. 





Original retail cost 


$129.95 Very aces military 


condition 


$39.95 


COST 

Action only | $25.00 
Very good military 

condition 39.95 





Winchester Proof Steel 
Action and barrel 
Chrome Molybdenum Steel 


Yes No 


No 





Bolt clears low scope 


No. Alter bolt 


No. Alter boit 





Three position safety to clear low scope 


No. Install new safety 


No. Install new safety 





Bolt cocks on opening 


Yes 


Yes 





Has crisp, no creep single stage 
trigger and speed lock 


No. Two stage 
military pull. 
install new trigger 


No. Two stage, 
military pull. 
install new trigger 





Receiver drilled and tapped for 
receiver sight 


No. Drill and tap 


No. Drill and tap 





Receiver drilled and tapped for top 
scope mount 


Yes No. Drill and tap 


No. Drill and tap 





Barrel precision contoured. Polished 
and blued 


Yes No. Turn, polish, blue 
and re-straighten 


No. Turn, polish, blue 
and re-straighten 





Has ramp front sporting sight 


Yes No. Furnish and install 
ramp sight 


No. Furnish and 
install ramp sight 





Has folding rear sight 


Yes No. Furnish and install 
folding rear sight 


No. Furnish and install 
folding rear sight 





Available in popular 
calibers 


30-06 onl 


es, y 
8 in fact Cost to change calibre 


No. 
Cost to rebarrel to 
pop. calibre 





Precision fitted, hand finished and 
checkered stock 





Yes No. Fit, finish and 
checker stock 


No. Fit, finish and 
checker stock 





Proof fired after rigid inspection, then 
reinspected for your safety 


Yes : ? 


? 





All Milled Parts 


Yes ? 


? 





TOTAL COST, ALL POPULAR CALIBERS 
INCLUDING 300 MAG AND 375 MAG 





SPORTER IN 30-06 
SPORTER IN OTHER 
CALIBRE 
Not rec. for magnum 





$181.95 
$231.95 CALIBRE 


$181.95 
$231.95 


SPORTER IN 8 mm. 
SPORTER IN OTHER 


Not rec. for magnum 














A complete ready-to-go and superbly ac- 





curate firearm, this Winchester Model 70 
costs only $129.95. 


WINCHESTER 


TRADEMARK 


 WmNcHESTER )) 


hated 


PUAN / 





“Prices subject to 
change without notice” 


g OLIN MATHIESONe*WINCHESTER-WESTERN DIVISION@®NEW HAVEN 4, CONNECTICUT 
Want more facts? Circle 135, p. 87 
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You get what you pay 


The most profitable 


cotton cord you can sell. 


LONGEST WEARING SASH CORD MADE | - Foor 


*” Guaranteed by» 
Good Housekeeping 
<q 


; a ~ 
T 0; N 


@® PorveTHYLENE bag keeps cord clean 
makes attractive counter display. 


Ee TAG tells how to replace sash cord. 


, 


. . . EXCELLENT FOR 


Clothes line 
Household cord 
Many uses 


indoors and out. 


ALWAYS SPECIFY Samoon BRANDS 








fe ee ET 


amp ee Sem er 











for and more 


me) | Mia, Yes 
v 


® 
PLASTIC 


CLOTHES LINE 


BIG... NEW #7 
NO SAG “7 SUPREME \@@Ab<a-~ 


Good Housekeeping 
we 


' 4" 
HAS EVERYTHING | _— 


@ Strong bond between center and cover 
makes cord one tough, durable unit. 


@ Extra strong... test over 500 Ibs. 






@ Easy to keep clean, easy to tie. 
@ Guaranteed two years. 


@ Polyethylene bagged for better display, 
faster sales. 






Only from 
SAMSON do you get all this 


Mod Packagi 
@ Modern Packaging CORDAGE WORKS 


@ Most durable cords BOSTON 10, MASS. 


@ Colorful consumer advertising 


@ Guaranteed Balanced Construction 





@ Point of Purchase displays and tags 


















means 


to your customers! 


Z | 










That's why it pays to 
stock, display and push the 
entire power-packed line of 


PETERS “High Velocity” 


sporting ammunition. 


| GO-O£ 


paleo 
PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, tac. 


Want more facts? Circle 137, p. 87 





50 ¢ HARDWARE AGE, May 7, 1959 








New aerosol container, tested and Country-wide 
proved successful . ' 
Radio Support! 


Quick, easy to use—no mess, no fuss ; 
Unique “talking-moth” radio campaign 


Kills all forms of moth-life fast...eggs, will break soon in major population 
larvae, moths areas throughout the country. Timed to 
reach consumers just before the moth 
egg-laying season begins, it will send 
customers into stores looking for Neo 
¢ Stainless...no strong, clinging odor Larvex and Super Larvex. 


One 14 oz. can protects 4 or 5 suits for a 
whole year* 


*Repeat application if fabrics are washed or dry cleaned. 


se @ 
1 FREE WITH 11 DISPLAY DEAL NO. 1146 Nzollamyarc 


‘THE MODERN Way TO MOTH PROOF 
‘STAINLESS. 


7 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 

-! 


Retail price...12 cans @ $1.69 eacht $20.28 
Your cost...less 1 free can 


YOUR PROFIT 





rveX laryex apyes \ 
Bethprao! 


Spra 
& woolens for woolens fay si 


--------- 
EE 


{At Fair Trade. Where no Fair Trade Law exists, 


the prices shown are suggested minimums. | EO) mex i 
DEAL NO. L-1947 Pw. , 


iryex NEO 
Ask your wholesale representative about Free ve rvex lap vex 


Goods Display Deal on Regular and Super Larvex cs AE 26) 
hy 


LR 


° ' eaATERE 
Larvex, Neo Larvex and Super Larvex line. F REE! | 
Striking counter display 
can be used as single or 
double unit... 


For big profits—Sell the entire 








Household Products Division, Chemway Corporation, Wayne, New Jersey 
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There’s a Puritan cord for every purpose! 


Quality cords to meet stiff price competition? Puritan makes them! 
Puritan manufactures the largest variety of cords of any manufacturer 
in the world. With Puritan as your one economical source of supply 
for every type of cord you save on freight ...on handling ...on space 
and time. Fewer orders, larger tonnage and more variety mean 


greater profits for you. 


ui 
é PURITAN CORDAGE MILLS, INC.*1205 E. WASHINGTON ST. - LOUISVILLE, KY. 
rr 
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SHIPPING POINTS: LOUISVILLE, KY. © ATHENS, GA. © HENDERSONVILLE, N.C. ® JEFFERSONTOWN, KY. 








STICK WITH 


§ @ 
a AGES 
jeprcts TRADEMARK 
asp 


jlepace’s (4 y 
ee Wat paPer — 


REMOVER lep A GE 
CONTACT 
CEMENT 


- 


——- 
~-) ab lEpace’ 


[Epaces CEMENT 4 
au purrost | 
GLUE J T | 





NEWEST MEMBER! LEPAGE’S 


L ‘ : 
ORIGINA Cellophane Tape in the new 


revolutionary Plasti-Pak! 


Fetes 


i 
/ 


oe 





7 


The only complete line of adhesives 


ty 
. < we 
: 


LEPAGE’S, Metuchen, N. J. | <= 


: ltpace’s 
Uci LAGE 














If you want to sell more appliances, go where every page is 
full of ideas that sell: Better Homes & Gardens, the family 
idea magazine. If you want to make a sale there’s nothing 
so powerful as an idea. And it’s impossible to go through 
any issue of BH&G without finding scores of ideas that sell 
appliances. One out of every four BH&G readers lives where 
a toaster, mixer or other small appliance was bought during 


a single year—43% above the non-reader average! 


During the year Y3 of America reads 


Better llomes Haga 


and G arene 
aqqypentavtt idea magazine 





ee 
‘i 
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Is the discount binge over? 


a new look at Fair Trade 


by W. A. Phair, editor 


Is the glamour of the discount house wear- 
ing off? How will fast-growing private brands 
affect manufacturers? Is there a prospect of 
Fair Trade being revived? How would you 
vote on Fair Trade—for or against? This 
timely report points up some new develop- 
ments in today’s confusing pricing picture. 


Has the consumer had enough of the discount 
house binge? 

Are manufacturers finding that uncontrolled 
price-cutting at the retail level also hurts manu- 
facturers’ profits? 

These questions are being asked by many 
people these days. They are being asked because 
some marketing experts feel that the pendulum 
of popular opinion is slowly swinging away from 
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Is the discount binge over? 


(Continued ) 

















the confusion of so-called discount prices. 

These observers believe there are signs that 
the consumer is getting annoyed with the nui- 
sance of price shopping on everything he buys. 
The wild, conflicting statements of discount 
house advertising have made consumers more 
and more skeptical of the accuracy of the price 
claims in these ads. The consumer is uncertain 
that the price he paid is actually a fair price. 

In short, discount buying may be losing some 
of its glamour, and consumers may be ready to 
accept some type of price stability, accompanied 
by assurance of a stated quality. 

Another important factor in the change of 
attitude toward uncontrolled pricing is the expe- 
rience some manufacturers have had with dis- 
count houses. 

The quick, exciting boost in sales volume 
experienced by manufacturers when they first 
started selling discounters, is slowly fading. 
Orthodox retailers have been gradually pushing 
discount house lines into the background. The 
volume from discounters has not been enough 
in Many cases to overcome the loss of sales to 
regular retailers. 

As orthodox retailers lose interest in a line, 
so do discount houses. Discount houses never 
show loyalty to a line. 


Will private brands sell the goods? 

Another development that is worrying manu- 
facturers is the startling growth of private 
brands. Wholesalers, in growing numbers, are 
turning to private brand labels in an effort to 
lift themselves out of the morass of price cut- 
ting that surrounds so many national brands. 

The use of private brands enables a whole- 
saler to establish a degree of stability in retail 
prices, thus assuring a reasonable profit to both 
wholesaler and retailer. Each time a private 
brand item is sold, it means one less national 
brand item. And, usually, the supplier of a pri- 
vate brand is not a major national brand manu- 
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facturer. Some manufacturers are trying to 
market both national brands and private brands, 
but this is a very difficult and costly procedure. 

Sales volume of some manufacturers is also 
suffering from the fact that most discounters 
and supermarkets are interested in only a few, 
fast moving items. They rarely take on the full 
line. 


But who sold the rest of the line? 


Since dealers are less and less interested in 
lines handled by discounters and supermarkets, 
who is going to sell the other items in a manu- 
facturer’s line, the items the discounters won't 
handle? This problem is plaguing some hard- 
ware and housewares producers right now. 

The net result of all this has been that some 
manufacturers have suffered seriously from sell- 
ing discount house operations and are attempt- 
ing to regain lost business by developing a 
degree of stability in their prices. 

Here’s an example of what happens when a 
Fair Trade line gets caught in a price-cutting 
spree. An electric appliance manufacturer put 
on a promotion in 1952, when its products were 
Fair Traded. In one state, 1059 dealers partici- 
pated in the promotion. 

A similar promotion in 1958, in the same 
state, but without Fair Trade, resulted in only 
169 dealers purchasing the line. This sort of 
experience obviously hurts. 

As more and more manufacturers are hurt in 
this manner, more and more executives are 
doing some real, deep, soul searching on distri- 
bution policies and prices. The results of this 
experience have already been reflected in major 
policy changes by several suppliers. 

As full realization of these facts grows on 
manufacturers, more and more marketing people 
are asking, ““‘Were we too hasty in killing Fair 
Trade?” 


One of the arguments for dropping Fair 











Mail this Fair Trade Ballot right now 





FAIR TRADE BALLOT 


mail to 


Editor, HARDWARE AGE 
Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


lam against Fair Trade (| 


| am in favor of Fair Trade 
Check one: Retail Dealer 


Store Name 





City & State 


Wholesaler Other 








Here is your chance to go on record for or against Fair Trade. Have the views of 
hardware deglers and wholesalers changed? Does the hardware trade want Fair 
Trade? You can make known your views by filling in the ballot above. Mail your 
ballot today to the editor of Hardware Age. All ballots will be treated confidential. 


No individual vote will be published. 


Trade was that it provided an umbrella under 
which discounters could operate. This was not 
entirely true. When Fair Trade was killed, dis- 
counters did lose a prime promotion gimmick. 
But the fact remains that a Fair Trade manu- 
facturer could enforce his prices, if he wanted 
to. So many of them were more interested in 
the potential extra volume of discounters that 
they didn’t try very hard to enforce their prices. 
The disintegration of Fair Trade was inevitable. 

Legislation is pending in Washington that 
would revive certain parts of the Fair Trade 
concept. But there is strong opposition to this 
legislation. This opposition comes largely from 
misguided consumer groups, big department 
stores and newspapers. This opposition is active 
and vocal. 


Has Fair Trade had a fair chance? 

The only way that Fair Trade legislation can 
be revived is by strong support by small busi- 
nessmen, men such as the owners and managers 
of hardware stores and wholesale houses. 

Yet, these men, the chief benefactors of Fair 
Trade, rarely do anything to help the cause. They 
sit back and complain; but take no action. 

We know from our correspondence in the past 


that there are some men in the retail hardware 
trade who oppose Fair Trade. But we believe 
that a large majority of the hardware trade 
favors Fair Trade. HARDWARE AGE has always 
endorsed the principle of Fair Trade and has 
worked to preserve it. 


Here's your chance to speak out 


The question now in the minds of the editors 
of HARDWARE AGE is this: “Has the passing of 
time, since Fair Trade died, changed the views 
of the hardware trade on this subject? Does the 
trade still want it?” 

We would like to measure the opinion of deal- 
ers and wholesalers on Fair Trade. To do this 
we have printed a ballot with this article. This 
ballot gives everyone a fair chance to express 
an opinion, for or against Fair Trade. 

We are asking you to fill in this ballot and 
return it to us. We will tabulate the totals and 
will report them to you. 

Here is your chance to go on record, for or 
against Fair Trade. Remember, nothing is 
going to happen until somebody starts pushing. 
The least you can do is to clip this ballot and 
mail it in. 

Do it now, while you think of it. eknd 
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A dealer says 


Here's a dealer's suggestion to manufacturers 


“Cive us silent salesmen 


... With a punch” 


Fact-cards have paid off in extra sales because they 


speed self service as silent salesmen on busy days 


That's Eli Schmidt adjusting one of the fact-cards 
he has devised to improve self service in his store. 


“Manufacturer’s fact tags and brochures are 
fine,” says Eli Schmidt, “but they are too often 
most useful to a customer after he unwraps his 
purchase at home.” 

Mr. Schmidt runs Hill Hardware, a modern 
store in a rambling building some two centuries 
old, at Chestnut Hill (Philadelphia), Pa. 

“We use fact tags and brochures for product 
knowledge training of our store clerks,” Mr. 
Schmidt continued, “but I think there is another 
printed form which manufacturers could supply, 
and which would have a good deal more value, 
as silent salesmen for busy hardware dealers.” 

“See those white, 3x5 in. cards on each shelf?” 
Mr. Schmidt asked, “‘you can see why I call them 
silent salesmen. I write the copy for them. I 
pay for their printing, and I use them in my 
store wherever they will help boost sales when 
we’re busy.” 

At this point, Mr. Schmidt pointed to several 
displays in his store—tools, housewares, garden 
supplies—to show exactly what he meant about 
silent salesmen. 

Each of the open displays showed merchandise 
arranged in order by sizes. Each display looked 
as neat and orderly as it should in a well man- 
aged hardware store 

Mr. Schmidt’s silent salesmen are taped light- 
ly to the edges of shelves in almost every depart- 
ment in the store. 

The purpose of the cards? 

“Each card tells a customer the important 























This fact-card te!ls customers 
all they need to know 

bis | “ make a buying decision. 
roe thee te Tr 3 y =i | The "Silent Salesmen" below 
| : or | ~ a a a ne is the card on the cedar pail 
te te aa | : : ivae es to the left indicated by the 


arrow. 








RICHMOND CEDAR PAILS 
Handsome and useful as well as 

decorative cedar pails with solid 
brass bands, each one has many uses: 
Ice Tub—4%" high, 8” top 

OO 
Cocktail Tub—6'2” high, 834” top 

diameter . ow ccc ccc oe GOO 
Beverage Cooler—9” high, 11%” 

top diameter .............$8.95 
Magazine Tub—12” high, 13” 

top diameter ............$10.95 











things he ought to know about the product(s) 
on that shelf, things such as: size, weight, basic 
uses, etc. Each card is truly a silent salesman 
for me on busy days when customers sometimes 
have to wait on themselves,” Mr. Schmidt said. 

“Here’s my idea. Couldn’t hardware manufac- There are fact 
turers print standard cards, about 3x5 in. on ards on one end 
white stock. with large clear type with maybe of this counter to 
90-100 words, to give important buying facts to speed _ selt-help 

on busy days. 
customers: 

“I’m reasonably sure that many, many dealers 
would hang such cards on displays in their 
stores, Just as quickly as they could be supplied, 
for the same reasons I have,’’ Mr. Schmidt con- 
tinued. 

“These facts cards would be far more useful 
to help boost sales than many of the fact tags 
and brochures we now get from suppliers. If 
they could be made available from most manu- 
facturers in relatively consistent size, color, and 
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A dealer says 


“Cive us silent salesmen’’ 
(Continued ) 


printing style, they would be handsome and 
practical selling aids for any store. 

“T also think,” Mr. Schmidt said, “that I’d be 
glad to pay a reasonable fee for a supply of 
cards, either direct from manufacturers or 
through my wholesalers. 

“If I were to use all of the big and little sales 
aids presently being supplied by manufacturers, 
my store would look like a food market or va- 
riety shop. The kinds of carton stuffers we now 
get vary too much in size, shape, color, and 
content. Some have miniature type that you have 
to squint at to read. Some even have half 
dressed girls to draw attention. 

“I don’t have much use for such material. | 
want facts, uniformly presented, to mount in 
my store to help more customers help themselves. 

“If manufacturers could agree on standard 
fact-cards, I think the majority of dealers would 
put them to immediate and profitable use. 

“The average dealer could reduce walkouts 
appreciably on busy days. He could improve 
greatly in self service appeal every day,” man- 
ager Schmidt said. 


“What do you think?” @® End 


What about silent salesmen? 


Here’s a sales boosting idea that speeds 
self service. Have you tried a similar 
idea? Do such fact-cards increase sales? 
Do you have an opinion about the value 
of these silent salesmen? What size and 
style should they be? Please send your 
ideas to: Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





DISSTON DISCUS SAW 
A portable 6'%" blade circular 


saw by Disston. It will perform hun- 
dreds of household jobs with ease. | GUuMEmonmeMemeunan 


Turn nit nto da) ith fehahi daa 
Cord can be detached ot the saw adopts , a rere 
thot is sofe, quick, clean, easy to 


to prevent accidental operation by | FR yyyNt rE pen serene 1 





powerful sows obtainable . $54.50 | [pea MRAMm—AMLUL emul, 








children. This is one of the most | ERRRIMEIe uu mECUl a meelL 


Bernz 
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attach 


the long-lasting disposable cylinder 


and you have light (cylinder lasts 8 


to 12 hours 


Extra Cylinder 





WELLER SOLDERING GUN 
This handy convenient soldering 
gun is the tool that can fix many 


amples of 
things around the house and garage. ' P . 


$13.95 
$1.98 





These are a few 


the 


Plan now for 


Fall selling opportunities bigger than 


you think. These ideas help you plan. 


Get ready now for the big fall push. All signs 
point to booming sales. 

In the 13-week period, Aug. 31 through Nov. 
28, you normally make about 25 percent of your 
vear’s sales. With business bustling and a 
planned campaign of promotion, window trims, 
and unadvertised specials, you can boost sales 
by 10 percent. You can make the fall the second 
biggest selling season of the year. 

Gear your store to a series of planned pro- 
motions. Do it now. Check local conditions of 
weather and product demand to know which 
items to feature. Plan to buy stocks in advance 
as the fall selling season nears. 

Check to find if there’s co-op ad money avail- 
able. Round up ad mats, and get demonstrators, 
door prizes, and other giveaways. Get into the 
spirit of a sale that will last 13 weeks for extra 
profit before the Christmas rush begins. 

Get some paper and draw up a calendar along 
the lines of the planner on these pages. As sum- 
mer passes, check yourself against the calendar. 
Stick with it. Order merchandise early. Follow 
through with promotions. You’ll surely beat last 
year’s sales if you do. Consumers are in the 
mood to buy in the fall, if you promote. 

Why use a calendar? It’s a steady reminder 
to take the next step to keep sales climbing. 

The fall season is loaded with sales opportuni- 
ties. It’s the beginning of school for back-to- 
school specials. It’s the time of year when hunt- 
ers buy the majority of their sporting goods. 

Your trade is returning home and settling 
down for the winter. There’s lawn care for them 
to consider. The house needs many things to 





Extra features include: trigger switch 
—heats in 5 seconds—2 pre-focused 
spotlights. 

Junior Size, over 100 wott .. $5.95 
Heavy duty model, 250 watt . .$12.95 
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many fact-cards 


in steady use at 
Hill Hardware. 





be ready for the holidays not far away. 

The fall of the year invigorates your cus- 
tomers. They are in a mood to get things done. 
Appeal to this mood in your ads and promotions 
with selections of well-timed items. 








Use this promotion calendar 


the Fall buying bonanza 


Use suggested 


a 
unadvertised 
a . * — 
The week of... Promote... Trim windows with... specials... 
Aug. 31 Labor Day items sack to school lines Bagged charcoal 
i Picnic, sports lines Outside paint, brushes Summer leftovers 
Sept. 7 Moth goods for summer woolens Home cleanup items Garment bags 
Trash burners Layaway signs Leaf rake 
Sept. 14 Wheel goods, footballs Lawn care lines Quart jars, wax 
Fall seeds, fertilizers Home freezing items Grass seed 
Sept. 21 Guns, ammunition Flashlights, lanterns Flashlight 
Boots, clothing, camping Overware, bakeware Cooking thermometer 
Sept. 28 Indoor dryer Winterizing items Weatherstripping 
Power tools, accessories Bathroom, fireplace lines Plastic windows 
Oct. 5 Fireplace set, log holder Outdoor thermometer Hearth broom 
Furnace, stove cleaners Door mats, stair treds Hand tools 
Oct. 12 Sun lamp, hair dryer Guns, ammunition Glazing tools 
Waffle baker Camping supplies Broom 
Oct. 19 Interior paints Trim hardware, ladders Sash brush 
Karly layaways Light fixtures Scraper 
Oct. 26 Seals, weatherstripping Hot air filters Door mat 
Caulking guns, refills Hand tools, shelf hardware Rock salt 
Nov. 2 Snow shovels, chippers Holiday cookware, flatware Baster 
tock salt Plastic dinnerware Fowl rack 
Nov. 9 Kitchen gadgets Cleaners, waxes Feather duster 
Cookwear, tableware Mops, buckets, stools Scrub brush 
Nov. 16 Roasting pans, carving knives Christmas layaways Knives 
Fowl racks, basters Giftware, toys Trays, baskets 
Nov. 23 Christmas layaway First Christmas window 88¢ toys, housewares 
Gifts, toys Tree lights 
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Stop this profit leak 


How markdowns can eat profits 


You can convert markdowns to more profits with this simple 


system. You can also save valuable 


Proper handling of markdowns, which every store 
has, will bring you more profit. 

Every dealer takes markdowns during the course 
of regular business covering normal breakage, competi- 
tive price changes, theft and the like. The big dif- 
ference in whether markdowns are draining off profit 
or not depends on how you handle markdown trans- 
actions. 

The big chains and department stores are adamant 
about control of markdowns. Every change of price 
for any reason must be recorded in special markdown 
books. Hardware stores both large and small can 
profit by being just as careful in keeping markdown 
records. 

If you will learn to keep records of your mark- 
downs, you'll save those extra profit dollars that are 
now going down the drain. 

Too many dealers do not get full value for their 
markdowns. In fact, the average dealer does not 
own a formal markdown book. 

There is a right way and a wrong way to handle 
markdowns. 

The wrong way is to mark down an item in haste, 
and to forget to make a record of the price reduction. 

The right way is to carefully remark items reduced, 
then record the markdown figures in a markdown book. 

The markdown book has many advantages. It is a 





What is a legal markdown? 


[t is difficult to accurately define a legal markdown, 
as conditions vary. But these basic rules apply: 
markdowns must be in proportion to those of previ- 
ous years; marked-down stock must be offered to the 
public for sale; arbitrary markdowns covering de- 
preciation and obsolescence are not allowed. 
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tax dollars. 


book in which you carefully list each item that you 
sell at less than its ticketed retail price. You list the 
date, quantity, and price difference. You have a doc- 
umented record of dollars lost through damage and 
prices lowered to meet competition. 

Many dealers report their estimates of yearly mark- 
downs on their income tax return. Some dealers do not 
bother to report markdown losses. Many dealers who 
do report markdown losses do not have factual proof 
of their markdowns. 





How to figure your markdown limits 


Start with your beginning inventory at retail 
and add to it all of the year's purchases at 
retail. Take 2 percent of the total figure. This 
should be your working limit for markdowns 
in an average year. If you started with a 
$25,000 inventory this year, and add $65,000 
in purchases, your year's markdowns should 


be limited to $1800. 











Dealers who report markdown losses to the Internal 
Revenue Service without factual proof may get by for 
years without being called in to explain this item. 
Should such dealers be asked to prove markdown 
losses they could not produce records to prove their 
losses. When the IRS disallows a claim in any year, the 
IRS then rechecks tax returns for previous years to 
find out if such a claim has slipped through. 

Failure to have a factual record of markdown losses 
could result in your claims being disallowed, and you 





could be charged interest and penalties, even though 
your markdown losses are honest. 

Careless markdown reporting may also be ques- 
tioned on the state level where taxes are levied on 
income or inventories. 

Markdowns, seemingly a small consideration in 
day-to-day business, can run into a lot of money. 

For example, if the combined total of stock you 
carry over at year’s end and new stock you buy dur- 
ing the year comes to $100,000 at retail, about $2000 
(2 percent) of that figure will be lost in markdowns 
or markouts. 

Whether you record them or not, in the hardware 
business you will probably lose something close to 2 
percent of your total yearly stock in markdowns. 

This is a generally accepted average for hardlines, 
although it may be higher or lower under unusual 


circumstances. It is basically sound to have a formal 
record that will enable you to get a full tax allowance 
for such a big expense item. 

Maybe you give discounts to schools, orphanages, or 
your own employees. Maybe you periodically take dis- 
counts on damaged or returned goods. You probably 
have to sometimes markdown items or lines to stay 
competitive. 

Most dealers do, and the figure for this, regardless 
of store size, is just too big to be careless about. 

There is no need to lose the money involved in your 
markdowns. All you need is a formal record of the 
transactions, and you must comply with legal mark- 
down regulations. 

Realistic markdowns, not arbitrary reductions, must 
be in line with last year’s reductions and be followed 

(Continued on page 149) 


These HA Markdown Records reduce your losses 

























































































MARKDOWN AND MARKUP RECORD nen 
ept. 
ITEM stock | AGE | FROM TO Differ- | Quantity || TOTAL 
HARDWARE AGE—FORM NO. 12 
| __ Chestnut & 56th Sts., Philadelphia 39, Pa. TOTAL 








The HARDWARE AGE Markdown and Markup Records shown here supply you with 
a formal record of price changes, up and down. Each price change listing you make 
takes mere minutes to write down. This little bit of time invested will save you 
money at year's end and throughout the year. These sheets come bound, 50 to a book 
measuring 5 x 7 in. for convenient handling. There are 12 listing lines per sheet, 
so each book gives you a total markdown-markup listing space for 600 price changes 
enough for a year's markdown record for an average dealer. A full book costs you 
$1 postpaid. Write, Reader Service Dept., HARDWARE AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. Please specify Form No, 12. 
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Son. 


What is the hardware business like? 
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it’s your store now... 


What does it mean to be a 


community leader? Here is what one father told his son. 


This article is based on notes 
sent to the editor by W. A. 
Ostrom, of Ostrom’s Our Own 
Hutchinson, Minn. 
Mr. Ostrom’s son is running 
their store. 


store im 


Son, I think it’s about time for 
you to take over this store of ours, 
just as I took over from my father 
some 35 years ago. You will be the 
third generation of this family 
in the retail hardware business. 

The hardware business has been 
good to us. Our first store was 
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opened in 1901, and it prospered. 
It was hard work, yes, but it was 
worth it. It built our homes, bought 
our cars, gave us vacations in 
Florida and California, sent you 
children to college, and it enabled 
us to always enjoy a good credit. 

I’ve enjoyed running this busi- 
ness, but now it’s time for you to 
become the boss. This will be your 
store, and it will be a very personal 
thing. It will reflect your  per- 
sonality. No two independent hard- 
ware stores are just alike. 

As the owner and manager of 


one of the leading hardware stores 
in our community, much will be 
expected from you. You must think 
about the welfare of the com- 
munity, not just your own welfare. 
In addition to knowing how to run 
this store, you will have to learn 
about running a school, a water 
works, a sewage works, a police 
department, and many other com- 
munity activities. 

This community has been good 
to us, so do not shirk your civic 
responsibilities. These civic de- 
mands will be heavy, but you have 





to learn to take them all in your 
stride. This is all part of the job 
of being an independent hardware 
merchant. 

Over the years, son, I’ve told 
you much about this business. But 
the one thing you must never for- 
get is to take good care of your 
stock of merchandise. This stock 
is the source of all your income and 
profit. 

Try to remember that this is a 
hardware store. As such, be sure 
to always have a good stock of 
plain, everyday hardware. You 
must constantly check on this mer- 
chandise. Don’t worry about the 
more colorful merchandise. You’ll 
find lots of people who will worry 
about that for you. You be sure 
to keep your eyes on the staples. 

See that your stock of mer- 
chandise is kept balanced. You are 
paying taxes, insurance, rent and 
overhead on this stock, so be sure 
every item does its share of the 
work. Make the inventory support 
you; don’t you support it. 

The principal thing that will 
determine how long you will stay 
in the hardware business and how 
happy you will be in it, will be the 
size of your profit account. 

The only way to get something 
in the profit account ts to put some 
in. The store cannot pay for every- 
thing you want, unless you treat 
the profit account with deep re- 
spect. And remember this: You 
will never be able to pay out in 
dividends what you have already 
paid out to expense. You are in 
business to make a profit. Don’t 
be ashamed of it, go out and get it. 

There are many things happening 
these days, son, and you must keep 
up with them. The _ store has 
changed in many ways from the 
one your grandfather opened. A 
store must change to keep profit- 
able. So be sure your mind is 
always open to new ideas. Learn 
to listen and to read. Read your 
trade papers carefully, attend your 
conventions. Then be_ persistent, 
alert, persuasive, level-headed, 
ambitious and diligent in operating 
this business that I am turning 
over to you. 

If you'll follow these little sug- 
gestions, you will do all right in 
the store, or, in fact, in any 
reputable business in town. @ End 





How to promote your 


service department 


Let your display windows tell 
passers-by about your services 


to build bonus traffic. 


If you don’t tell customers about services you offer, they may never 
know you have them. Then they may go somewhere else to find those 
services. That is the conclusion of Phillip E. Abrams, owner of Phil’s 
Hardware, Carmichael, Calif. He was thinking about some of his special 
services and special merchandise, mostly of seasonal variety. 

To make sure his customers knew he had them, Mr. Abrams devised an 
unusual and attention-getting type of window sign listing services and 
merchandise he wanted to promote. 

Small signs were made by a sign painter, strung together with paper 
clips and suspended inside the window. 

The owner is able to change his signs seasonally as he wishes, or sub- 
stitute one sign for another. The string is unusual enough to gain atten- 
tion, yet small enough so it does not obstruct a view of the store’s interior. 


These attractive signs bring in trade that might be going elsewhere. 


"SHOT GUN 


SHELLS 


ee WINCHESTER 
” REMINGTON > 
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Just 50 minutes a day 
can boost sales 5 to 10% 


Just 30 minutes a day with the telephone can bring you extra sales. 


Here is how you can use this sales technique that works for other stores. 


You can increase the sales value of your 
clerks from 5 to 10 percent by using a modern 
selling tool that you have in your store. That 
tool is your telephone. 

Retailers in many other lines successfully use 
their telephones to move merchandise, and to 
pull trade into their stores. You can, too. This 
extra business is yours for the few minutes it 
takes per day for clerks to make several calls. 

What merchandise can you sell by telephone? 
Who should make the calls? Should a canned 
talk be used? What is the secret of a successful 
call? What is the best time of day to make 
calls? Here are the answers so you can work 
out your bonus sales campaign. 


What merchandise can | sell by telephone? 


You can sell just about every line in your 
store. 

Telephone selling is especially effective when 
vou have something new. For instance, when 
vou put seasonal lines on the floor, when you 
take on a new line, when new models are intro- 
duced. 

Services can be sold by telephone. In the late 


fall you can telephone customers who own power 


mowers about bringing in their mowers for a 
winter check-up. 

Special events can be promoted by telephone. 
Telephone calls build traffic for events like a 
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demonstration on power tools, a demonstration 
of housewares, a pre-season showing of Christ- 
mas toys. 


Do | tie-in telephone selling with regular 
promotions? 


Yes, tie-in with your promotion or advertising, 
whenever possible. 

Telephone selling should be another part of 
your regular promotion or program. Telephone 
selling does not take the place of newspaper 
advertising, radio announcements, nor direct 
mail pieces when you put on a promotion or 
campaign. 

Let your regular advertising get started, and 
use telephone selling to make it more effective. 
You can mention your advertising as an atten- 
tion getter when you telephone. 

Telephone calls can personalize your adver- 
tising. The reader of the ad may have some 
question to ask—about colors, size, or how the 
product advertised would fit his needs. Specific 
questions can be answered on the telephone. 

Telephone calls can be follow-ups on direct 
mailings and advertising campaigns. A Ccus- 
tomer may be in the buying mood but just does 
not get around to taking action. A _ telephone 
call, with a specific request to buy or to call at 
the store, may be the sales clincher. 

Telephone selling can be used as a sales tool 
by itself, without being tied in a campaign, if 





you sell a specific product which has a definite 
need and is of immediate recognizable value to 
your prospects. 

For instance, if you have a special buy on 
bales of peat moss, or crates of bulbs, and do 
not want to promote them to build traffic, you 
can get on the telephone to make direct sales. 


Who should make calls? 


Every sales clerk should make telephone sell- 
ing calls. 

if vossible, have salesmen make telephone 
calls who know best the line being promoted. 

If you have a woman in charge of house- 
wares, let her make the calls during a house- 
wares campaign. 

If a salesman has an outstanding record sell- 
ing power tools, let him call prospects when 
promoting power tools. 

Experience shows there is no special “tele- 
phone” personality type. Naturally a pleasant 
voice and manner, the ability to sense the flow 
of conversation and the ability to think on 
their feet in answering questions or meeting 
objections are highly desirable qualities. 


Should | use a prepared sales talk? 


No, do not use a prepared or “canned” sales 
talk. 

Plan your sales talk. This is what Bell Tele- 
phone says about planning: 

“‘A haphazard, hit-or-miss, rambling telephone 
call wastes your prospect’s time, wastes time 
you pay for and may lose customers permanently. 
It seldom is successful. 

“Avoid these faults by planning what to say 
and how to say it. When selling face-to-face a 
poor approach, and even a poor presentation, 
can often be overcome by your appearance, by 
the appearance of your product or by visual 
aids. But selling by telephone is selling by 
voice alone. 

“Planning a sales talk is not ‘canning’ it into 
a series of neat speeches that leave no room for 
the individuality, the personality, ingenuity, im- 
agination of the sales person.” 


What are the essentials of a good planned 
sales talk? 


Organize your talk by examining your prod- 
uct or service; by analyzing your prospect list 
by getting all the information you can on the 
people you call; by writing down your ideas, 
step-by-step. Remember, never read or memo- 
rize a sales talk. 

Then follow these steps: 

(1) Get attention, awaken interest. Use the 
name of the prospect. Introduce yourself and 


Here are the best times to make calls 


Timing is important in telephone selling. If 
you call at the wrong time there is nothing 
you can say to make a favorable impression. 
Here are the best times to make calls. 


Occupation Best time call 


Businessmen After 10:30 a.m. 


Chemists, engineers 4-5 p.m. 


Clergymen After Tuesday 


Contractors sefore 9 a.m. 


After 5 p.m. 


Dentists Before 9:30 a.m. 


Druggists 1-3 p.m. 


Housewives a.m.—noon 
2-4:30 p.m. 
Lawyers 1l a.m.—2 p.m. 
Physicians 9-11 a.m. 
1-3 p.m. 

7-9 p.m. 

Avoid Jan. 15 
through April 15 


After 3 p.m. 


Public accountants 


Printers 


Before 9 a.m. 
1-2:30 p.m. 


7:30-9 p.m. 


Retailers 


School teachers 


Source: Bell Telephone Co. 





Here is what your 
bonus telephone campaign 
can mean in extra sales 


— 


A clerk can make 25 telephone sales 
calls a week by taking 30 minutes daily for 
five days to make five calls. 

If these 25 calls produce $1 in sales per 
call, that comes to $25. 

The average hardware store clerk sells 
about $500 worth of merchandise a week, 
so $25 in extra sales through telephone 
calls is a 5 percent sales bonus. If the clerk 
averages $2 in sales per call, or $50 per 
week, that is a 10 percent sales bonus. 

One retail chain averages a $25 sale for 
each five telephone calls. That figures out 
to a sale of $5 for each call. 
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Just 30 minutes a day can boost sales 5 to 10% 


the name of your store. Give the prospect a 
reason for listening to you. The first 10 sec- 
onds makes or breaks a call. That is why the 
“vou” angle must come in, quickly, to give the 
prospect a reason for continuing the conversa- 
tion. 

(2) Create desire for the product or service. 
Tell your prospect what your product will do 
for him. Give necessary facts. Describe the 
product, and what it will do, with words that 
sparkle, that let the prospect use his imagina- 
tion to the point of wanting to buy the product. 

(3) Get the prospect to say “Yes.” Answer 
any objections, or inquiries, carefully and com- 
pletely. Then close with a definite inquiry that 
calls for action on the part of the prospect. Ask 
the prospect to buy. Ask the prospect to come 
to the store, or for permission to go to his home 
to make a demonstration. Use the “which” 
question: “Which time is better for you, to- 
morrow morning or afternoon?” 


(Continued) 


Who should | call? 


You have several excellent lists in your store 
which you can use in making up a telephone 
calling list. 

These are your charge account customers and 
your mailing list. 

The best prospects are your charge account 
customers. These customers can come to a fast 
decision and say “Yes” to your sales proposal 
because they can charge it. 

If you deliver, then your percentage of suc- 
cessful calls should go up. 

Put together the advantages of charge ac- 
count plus delivery, with a good product offered, 
and you have the ingredients for a profitable 
telephone sales campaign. 


After you make your first sale you’ll realize 
how easy it is to sell by telephone. 





Sales training ideas 





Another Hardware Age dealer service 


to improve store profits 


Here is one of a series of posters that will help your sales people make 


more and better sales. 


Each poster is on a subject related to store selling. Each poster has an 
idea that your sales people can apply every day. 


Put the poster on the opposite page on your store bulletin board so all 


your sales people can read it. 


HARDWARE AGE has put six of its most popular posters in booklet form. 
These posters are excellent sales training aids and cover the most im- 
portant areas of hardware salesmanship. A limited number of booklets 
is still available. For your copy, send 25¢ to the Editor, HARDWARE AGE. 


Chestnut & 56th Sts., Philadelphia 39, Pa. 
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AND WRAPPING 


a customer. 


ACKING 


it’s your final 


chance to please 


THE ART OF s 


t at wrapping packages. 


Become exper 


SACKING USUALLY SAVES TIME 


Estimate the proper size bag. A bag that is too large wastes 
money. It is awkward for a shopper. Undersize bags are costly, 
for they often split open while you fill the order. Customers are 
angered by packages that fall apart on the way home. 


Don’t drop items in the bag. You will break merchandise or 
ruin the bag. Slide items in as sack lies on side as in Fig. 1. 
Heaviest items are packed at bottom. Lightweight items belong 


at top. 
FIG.1, 


Fold flap of bag over. A folded flap looks, carries better. 
Remember, every package that leaves your store is a walking 
advertisement. 


Center the merchandise on paper. be tied with strong string for easier 
Fold up sides and fasten with short handling. 
strip of tape, as in Fig. 2. Draw the On heavy or bulky packages, as in 
ends into neat triangles, fold, and tape’ Fig. 4. tie with doubled string. Form a 
tightly as in Fig. 3. Large items should string handle or attach wooden handle. 


WHEN WRAPPING ROUND SHAPES 
Place item in one corner of square 
sheet of paper at least as wide as the 
item, as in Fig. 5. Roll item to center at 3 
of sheet. At center stop and tuck in 
each end. Tape each end securely. Fin- (R) SS) 
ish rolling and firmly fix end corner so 
with tape as in Fig. 6. If package is 16.6. 
FIG.S. heavy, tie with cord and use handle. 
py 
} FINALLY, enclose cash register or charge receipt with | 
When you hand customer package, your | 


every package. | 


Iast words should always be “thank you.” 


A Hardware Age Editorial Feature Copyright 1959 — Hardware Age 


























Don’t lose sales next year 


This Spring, consumers in many areas are buying 
much heavier than expected. At the same time, many 
dealers neglected to order Spring futures last year. 

The results are shortages in many lines of fast sell- 
ing Spring goods. | 

Buying futures is a sensible way to avoid running 
out of staple seasonal items. And there is no risk in- 
volved. If you have accurate records of this Spring’s 
key items next Spring, you can buy only 50-60 per- 
cent of actual sales and be well ahead of the game 
with no danger of over-buying. 

Even in a period of slump or very bad weather, 
you’re bound to sell half or more of what you sold the 
vear before. And since most futures orders carry gen- 
erous dating terms, your risk is diminished. 


You help yourself, your suppliers, and manufac- 
turers when you order lawn and garden needs on 
futures-orders, but you have to have records to avoid 
guesswork. 

This is where HARDWARE AGE Seasonal Profit Plan- 
ners have double value to you. These planners help 
you to control lows and outs in seasonal lines but, 
just as important, they give you sales records on 
which to base futures for next Spring. 


Don’t pass up the advantages futures-orders offer 
you, just because you have no idea how much of any 
given item you can expect to sell. Order a supply of 
Seasonal Profit Planners and put them to work at once 
on key lines. Just 50 sheets will give you accurate 
sales records for 750 items. 











| SUPPLIER 


Gardew Gloves |, , 
2 


- 





The one-page HARDWARE AGE Seasonal Profit 
Planner form is easy to use. 

You can list 15 items on each sheet. The 
sheets are printed on both sides, giving you 
room for 20 complete stock counts. 

Sheets fit standard three-ring binders for easy 
storing and filing for reference when you are 
ready to order next Spring’s futures. 

Here’s the information as you enter it in the 
Planner, as shown in the above illustration: 

A) Here you list the name of the item. 


© Fill in maximum and minimum quanity 
stock figures here based on past experience. 


ug List sizes, colors, or stock numbers here. 
@® List wholesaler’s name here. 

GB Unit selling price goes here. 

@ Unit cost price goes here. 
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SEASONAL PROFIT PLANNER 


PL ae MO. 
.MAXIMUM-MINIMUM ST 
Line Guttbor pace “4 counTER 


cosT 


-M[6- *2 108'| wholesale | 2.25) 43 j 


147 \ 75 


HARDWARE AGE | 





CONTROL ; 
ccasonMatch-Seplocber, : 





6 


‘Gi Figure listed here is the difference between 
stock on hand and maximum figure in M-M 
block. In this illustration, stock on hand is 5 
pieces, so figure 7, the difference between 5 and 
maximum figure of 12 is listed. If order differs 
from figure listed, put order number above the 
slanted line. Order in this case was 6. 

® Date on which order is counted, goes here. 


If you want a supply of Form No. 6, send your 
check or money order to Reader Service Depart- 
ment, HARDWARE AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. Fifty sheets with listing 
space for 750 items, $1; 200 sheets, enough for 
3000 items, $3.50. Prices are postpaid, 








Buying Check List 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 87, and mail 


Here is a quick Check List of items described in the following pages 


Surface-mount door hardware 
Steel tape rules with cases 
Scale with light-up dial 
Wire wheels and cup brushes 
Tubular and split rivets 
One-hand beater display 
Streamlined floor polisher 
Multi-purpose spray gun 
Multi-purpose rust remover 
Merchandiser for padlocks 
Double ground tap adapter 
Self service tool display 
New radial arm shop saw 
Parts for backyard swings 
Polyethylene basket dea! 
Signs, posters for pumps 
Paint brush merchandiser 
Door-closer merchandiser 
Floor edger in kit form 

Wall chart on nail sizes 
Aerosol poison ivy destroyer 
Five pin-tumbler padlock 
Convex plane-type tool 
2-wire submersible pump 
Lawn sprinkler with filter 
Bulletin on water systems 
Inside chain door locks 

100 watt incandescent bulb 
Cellophane tape displays 

36 steel teeth on lawn rake 
3 amp motor on * in. drill 
Masonry anchor-drill catalog 
Adjustable roller latches 
Painters’ supplies deal 
Attachable hardwood legs 
Plastic repairer cartons 
Potato-vegetable cutter 
Catalog on plastic pipes 
Family-size camping tent 
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Window banner for hammers 
Disposable foil broiler pan 

V2 to 2 in. insert fittings 
Re-designed mail box line 
Light, portable air cooler 
Adjustable fireplace screen 
Salad maker display carton 
Luminous dial alarm clock 
improved insulated pipe wrap 
Key blanks for padiocks 
Marine brush assortment 
Short-stem thermometer 
Speedometer cable lubricant 
Repackaged fishing threads 
Remote control switch set 
Decorative escutcheon lock 
Masonry fastener catalog 


[| Low-priced chain saw line 
| Fishing lines in poly bags 


Solution for cleaning ovens 


| Shotshell reloading press 
| 22 cal lever-action rifle 
| Low-cost gun cleaning pack 


[] Power lawn mower starter 


-| Repackaged drill routers 
| Jumbo sandwich container 


8 portable electric tools 


| Flexible plastic plant ties 


[] Lighter accessory display 
[|] Christmas tree bulb packs 
[] Lawn equipment display unit 


Mailbox with pencil, cards 


| High-powered chain saws 
| Door-closer demonstrator 


[] Repriced dart game sets 
|] De luxe vinyl boat cushion 


Packaged sponge cloths 
7 pe hex driver tool kits 


[] Glass filter rod display 
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Item 1 


Surface-mount door hardware 
The new Stanley Surfaset door 
hardware permits installation of a 
stock door without planing, mor- 
tising or fitting. Doors overlap the 
opening rather than fit into the 
opening with this hardware which 





i 


is for interior doors only. There 
is a latch, strike and two hinges 
per set. Hardware fits any door 
down to 1 in. thickness and any 
wall thickness of single or double 
stud or panel construction. Can be 
mounted in right or left handed po- 
sition. Latch is surface-mounted 
on the adjacent wall and provides a 
12 |b hold. solidly while 
rubber bumpers prevent door from 
touching wall. 


Closes 


Surfaset hardware 
comes in brushed brass, brushed 
bronze, bright chrome and prime 
coat. Stanley Hardware Div., Stan- 
ley Works, Dept. HA, 195 Lake 
St., New Britain, Conn. 


Item 2 


Steel tape rules with cases 
Disston’s new line of steel tape 
rules comes in 6, 8 and 10 ft 
lengths in the '% in. width. Ten 
and 12 ft lengths come in the % in. 
width. The accu-rule line features 
lightweight, chrome-plated,  un- 
breakable cases. They have swing 
tip for inside and butt measure- 
ments plus tips that withstand 100 
lb pull. Permanent numbers and 
white tape with prominent 16 in. 
stud center markings provide easy 
readability. Sell from $1.10 to 
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$2.98. Disston Div., H. K. Porter 
Co., Dept. HA, Unruh and Milnor, 
Philadelphia, Pa. 


Item 3 
Scale with light-up dial 


The Electra bath scale features 
Counselor’s light-up dial. It’s also 





This scale 
precision on 
smooth hard 
The scale has a capacity 
of 300 lb. Comes in complete range 
of colors. It retails at $11.95. 
Brearley Co., Dept. HA, 2107 Kish- 
waukee St., Rockford, Ill. 


equipped with handle. 
weighs with equal 
rugs and carpets or 
surfaces. 


Item 4 


Wire wheels and cup brushes 


Oxwall Tool’s complete line of 
wire wheels and cup brushes is 
offered in a wide variety of sizes 
and packaging. Deal No. 300, a 
skin-packaged assortment, consists 
of 16 all purpose wire wheels and 
cup brushes in various sizes. The 
total retail value is $28.98 and 


dealer cost is $17.39. A free wire 
display for floor or wall use mea- 
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sures 31 x 27 x 13 in. Oxwall Tool 
Co., Dept. HA, 928 Broadway, New 
York 10. N. Y. 


Item 5 


Tubular and split rivets 

An expendable riveting tool is in- 
cluded with this assortment of tu- 
bular and split rivets just added to 
the Sharon line or refillable fast- 
ener assortments. The assortment, 
No. TR1216 contains a comprehen- 
sive range of sizes in a compact re- 
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fillable package at a low investment. 
Sharon Bolt & Screw Co., Inc., 
Dept. HA, 239, Norwood, Mass. 


Item 6 
One-hand beater display 


This display shows customers 
how easily Ekco’s budget-priced 
beater mixes small quantities of 
food. Two of the 69¢ items are 
mounted to the display where they 














ITEM NUMBER ON FREE POSTCARD, P. 87 


New! Sensational! 
(Rad) One Hand (69 


AUTOMATIC PUSH PULL ACTION =I 





spin up and down, inside a cup and 
tumbler. There is a disc where 
shoppers can try the beaters them- 
selves. Twelve dozen beaters with 
red, vellow, pink and turquoise han- 
dles come with the activated dis- 
play. The full assortment has a 
retail value of $99.36. Ekco-Autoyre 
Div., Ekeo Products Co., Dept. HA, 
1949 N. Cicero Ave., Chicago 39, 
Til. 


Item 7 


Streamlined floor polisher 

ted Devil’s redesigned home 
floor polisher is a traffic getter for 
rental or resale. The Houseboy 
model FP-33 is offered in yellow, 
aqua, gray and solid chrome. The 


motor housing has been streamlined 
and a cooling system has been con- 
structed around the recessed name- 


plate. Cords, 
bumpers are 


handle grips and 
white vinyl. Free 
black metal display racks are avail- 
able on orders for three or more 
units. Price remains the same. 
Red Devil Tools, Dept. HA, Union, 
N. J. 


Item 8 
Multi-purpose spray gun 


Hobbyists, handymen and home 
makers will be traffic for this self- 
contained spray gun that is manip- 
ulated with one hand. The 
Sprayon Jet-Pak is powered by a 
replaceable can of propellent gas 
which delivers steady, constant 
pressure. This gun will spray lac- 
quers, stains, enamels, latex wall 
paint, lubricants, mothproofing 
preparations, insecticides and _ pol- 


ishes. Extra Jet-Pak jars are avail- 
able. Lists for $4.95. Sprayon 
Products Inec., Dept. HA, 2075 E. 
65th St., Cleveland 3, Ohio. 


Item 9 


Multi-purpose rust remover 
New ingredients in Tilette’s fast- 
acting rust remover clean hard- 


RUST REMOVER 
SS 


TOUET BOWLS - WASH TUBS sree 


~ 





water discolorations, stained grout 
between bathroom tiles and chrome 
trim. It is non-toxic, non-abrasive 
and non-injurious' to 
This paste 


surfaces. 
form product works 


quickly on aluminium, porcelain, 
enamel, iron and steel. It comes in 
a carton of 12 one oz tubes at $3 
a doz. Cartons contain counter 
card. Tilette Cement Co., Dept. HA, 
401 Lafayette St., New York 8, 
| fee 


Item 10 


Merchandiser for padlocks 
Here’s a wire rack that provides 
full display for See-Pack, a visual 


package for two Slaymaker padlock 
assortments. The sturdy colorful 
rack holds 24 locks, four each of 
six numbers. The free display can 
be used on wall, perforated panel 
or counter. The PB17 is an all- 
brass assortment while PB57 con- 
tains laminated and com- 
bination padlocks. Slaymaker Lock 
('o., Dept. HA, Lancaster, Pa. 


brass, 


Item 11 


Double ground tap adapter 
This adapter instantly and per- 
manently converts any receptacle 
to a safe grounded outlet. It is for 
new grounded caps and standard 
caps. Eagle’s double ground tap No. 
880 is easy to attach. This double 
ground tap has polarized prongs so 
that the polarization of the recep- 
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tacles is not impaired. Eagle Elec- 
tric Mfg. Co., Dept. HA, 23-10 
Bridge Plaza South, Long Island 
City 1, N. Y. 


Item 12 
Self service tool display 


Here is an assortment of six each 
of Ames popular garden hand tools. 








A free self service display has a 
panel which identifies tool and cata- 
log number. These tools have 
purntcote handles and high luster 
chrome-plated heads. Retail price 
99¢. The assortment catalog num- 
ber is 19920. O. Ames Co., Dept. 
HA, Parkersburg, W. Va. 


Item 13 


New radial arm shop saw 


DeWalt’s Power Shop has been 
completely redesigned for more 
power, safety and efficiency, and 
features 15 major changes. Model 
925 replaces the previous model 
MBF, but sells at the same $239 
price. Flat bottom design of the 


— 


motor permits a 2.5 in. depth cut 


OOWALT Hoey. 


“ 


I 
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with a 9 in. blade. The totally en- 
closed direct drive motor provides 
over 2 hp at the cutting spindle. 
Motor swivels 360 deg. and will 
accept right or left hand tools. A 
built-in electro-mechanical brake 
stops a 9 in. blade in five seconds. 
A drop leaf table up front elimi- 
nates overhang on wide or long 
cutting operations. Other safety 
features have also been added to 
the radial arm tool. DeWalt Div. 
American Machine & Foundry Co., 
Dept. HA, Lancaster, Pa. 


Item 14 


Parts for backyard swings 


These three backyard swing set 
replacement parts kits will fit swing 
sets with up to 2% in. headbars. 
The swing bearing kits have two 
eyebolts with nuts and nylon bear- 
ings and two No-Turn lock wash- 
ers and retail for 70¢. A swing 
chains kit contains two 6 ft galvan- 
ized wire chains for 95¢. The 
swing seat bracket kit has two V 
type seat brackets for wood or steel 








seats with nuts. Retails for 60¢. 
Niadorff-Krein Mfg. Co., Dept. HA, 
916 Howard St., St. Louis 6, Mo. 


Item 15 
Polyethylene basket deal 


You can buy 18 Plas-Tex waste- 
baskets, 6 each, of the medium, 
large and kitchen sizes, for the 
price of 15. All are made of Marlex 
linear polyethylene and have Plas- 
Tex’s Diamond Gloss finisn. In- 


cluded in the selection are two new 
colors, copper tan and silver gray. 
They also come in red, yellow, pink 
and turquoise. Wastebasket bonus 
pack No. PT-106 consists of 18 
baskets in a carton display shipper. 
Plas-Tex Corp., Dept. HA, 2525 
Military Ave., Los Angeles 64, 
Calif. 


Item 16 


Signs, posters for pumps 


Bright blue and yellow colors are 
signs 


used on metal promoting 








Goulds’ jet and submersible water 
systems. The sign is 13% x 12 in. 
with a 2-in. flange. It is mounted 
with three screws. Two billboard 
posters in full color for outdoor ad- 
vertising are also available. Local 
service and easy credit terms are 
promoted on the posters which are 
free. Goulds Pumps, Inc., Dept. 
HA, Seneca Falls, N. Y. 


Item 17 


Paint brush merchandiser 


Less than one square foot of 
space is needed to display Linzer’s 
assortment of 2 doz, 2-in. brushes 
and 1 doz each of three other sizes 
in a wire rack. The Marina assort- 
ment, with white hog bristles, also 




















C. Hager & Sons Hinge Mfg. Co. + St. Louis 4, Mo. 
In Canada, Hager Hinge Canada Limited «+ Kitchener, Ontario 


Founded 1849 Every Hager Hinge Swings on 100 Years of Experience 
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noogast 
PROFIT MAKER 
FOR YOU 


. . . famous for top-selling, fast-moving 
Hawaiian Wiggler®, Hula Popper®, Jitterbug® 


NEW 
SPINNING RIB-LIP® 


Deadly double action attracts fighting 
game fish! New brightly flashing 
ribbed lip makes fish-attracting 
sounds. Jointed bodies give unusual 
life-like wiggle. Two No. 5 tinned 
treble hooks. Medium runner — slow 
sinker. 7 popular colors— Red Head, 
Frog, Black, Yellow, Perch, Shad, 
Coach Dog. Also assorted. 4 oz. 
Retail — $1.35 each 

Packed 12 to self-display carton. 
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YOU'LL LIKE THIS 
ADVERTISING SUPPORT TOO! 


Famous ARBOGAST BAITS ... will 
be backed up by the biggest advertis- 
ing program in Arbogast history .. . 
designed to stimulate sales and to 
make even greater profits for you. 


ORDER FROM 
YOUR JOBBER TODAY! 


Write for FREE COLOR CATALOG on 


SHorboqgast 


“BAIT OF CHAMPIONS” 
FRED ARBOGAST COMPANY, INC. 


Dept. HA, 313 W. North St., Akron 3, Ohio 
Want more facts? Circle 143, p. 87 
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ANOTHER NEW 


Want more details? Just circle item number on p. 87 


comes in 1 and 11% in. sizes and a 
special 1 in. angular cut brush. 
These brushes are for marine 
finishes. The steel rack is free with 
the assortment which costs you 
$27.60 and has a suggested list 
price of $54.60. David Linzer & 
Sons, Inc., Dept. HA, 10-20 Astor 
Place, New York 3, N. Y. 


Item 18 


Door-closer merchandiser 


This red, blue and silver screen 
and storm door “door-closer’”’ dis- 





play is free with each order of six 
Newell No. 006-D door-closers. It 
can be set up quickly and displays 
six door-closers and mounting 
brackets in individual packages. 
The product has a suggested retail 
of $2.44. This display explains 
how the device operates and illus- 
trates its use. Newell Mfg. Co., 
Dept. HA, Lowell, Mich. 


Item 19 


Floor edger in kit form 
Porter-Cable’s D-6 floor edger 
has a heavy duty 3.5 amp Universal 
motor. This unit provides fast and 
controlled floor edging, boat and 
deck sanding, paint removal and 
concrete surfacing. Handles and 
power switch are located within 
reach of either hand. Sealed pre- 
cision ball bearings and _ helical 
gear drive are features. It is avail- 
able in kit form with a variety of 
discs, sponge rubber and flexible 
back-up pads, auxiliary handles, 





wrenches and an operating man- 
ual. Porter Cable Machine Co., 
Dept. HA, 137 Exchange St., Syra- 
cuse 4,N. Y. 


Item 20 


Wall chart on nail sizes 


Maze’s colorful wall chart shows 
penny-sizes and corresponding nail 
lengths in inches. The chart also 
shows many types of Maze nails, 
threaded and plain shanks. These 
include rust-resistant Stormguard 
nails for roofing siding and trim, 


i! Pe 
MODERH NAILS FOR TODAY'S WEW 
. BUHL DING MATERIALS 





interior nails and corrugated roof- 
ing nails. W. H. Maze Co., Dept. 
HA, Peru, Ill. 


Item 21 


Aerosol poison ivy destroyer 

killer now 
comes in an aerosol container. It 
contains Amino Trizole which kills 
the plant to the without 
sterilizing soil. You can. spray 
leaves up to 8 ft away. No mix- 


Amchem poison ivy 


roots 
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Available in 16 oz cans, packed 12 = . Se 
; tape ? 
to a case. List price is $1.98. steel age | 
Dealer discount is 40 percent. Am- 
chem Products, Inc., Dept. HA, | 
Ambler, Pa. | 
Item 22 , 
Five pin-tumbler padlock ; ~ ~ ia ee as Hi, “ 


ees ei sa — ae : 3 
This five pin-tumbler padlock has ; 
an extruded brass cylinder and 











13, in. laminated steel case. Alloy | ” ‘ , . 

hardened steel shackle. cadmium ew pro it- making combination from tips that withstand 100 Ib. pull; per- 
Disston! New economy Disston manent “‘clear sight’’ tapes; easy-to- 

rust proofed and new-style brass “accu-rule’’ rules and tapes—attrac- read accurate markings; 


; long-exten- 
sion replaceable blades—rigid for 
good “reach’’ 


tively packaged, and arranged on this 
compact, colorful display for wall or 
counter use. It’s NRHA approved! 
ry ° " > ° P ’ ° l ” e | > 

his new display is only 8'%4” wide x 
7” deep x 18” high. Yet it contains 22 
tapes in 6 sizes recommended by 
NRHA for fast turnover—from '%4” 


keys are other features of Master’s 
No. 81 lock. This Super Security 
padlock has tamperproof construc- 
tion, heavy brass locking lever and 
thousands of key changes. Avail- 


$40.20 
$26.80 
$13.40 


List price 
Your cost 





Your margin 
” wide, 12’ 


able master-keyed, submaster-keyed 
or keyed alike on special orders. 


Master Lock Co., Dept. HA, 2600 
N. 32nd St., Milwaukee, Wis. 
Item 23 
Convex plane-type tool 

This convex plane-type model 


No. 397 has been added to Stanley’s 


wide, 6’ long to *4 long. It’s 
advertised in Popular Mechanics and 
Popular Science. 

And, the rules and tapes themselves 
are packed with selling features: high- 
quality chrome-plated zinc cases- 
unbreakable and lightweight; swing 


DISSTON 


Individual rule retail prices start at 

$1.10. Order Disston’s hard-selling dis- 
play of new economy rules today. Call 
your wholesaler, or write to Disston 
H. K. Porter Company, Inc., 25 

Philadelphia 25, Pa. In 
feton. Ont. 


Division, 
/ acony. 
Box 530 


Canada. 


DIVISION 


line of Surform speed forming 
tools. This tool has a fine-cut blade 
to shape and smooth curved sur- 
faces, and to form recessed areas. 
Two knobs make it a draw-cut or | 


H.K.PORTER COMPANY, INC. 


DIVISIONS: Connors Steel, Deita-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope 
Mouldings, National Electric, Refractories. Riverside-Alloy Metal, Thermoid, Vulcan-Kidd Steel, 
H. K. Porter Company (Canada) Ltd 


Want more facts? Circle 144, p. 87 
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This tool has a 


tool. 
hardened and tempered Sheffield 
steel blade and 500 cutting edges. 
Its fine-cut blade is interchange- 
able with Surform plane and file 


push-cut 


models. It lists for $3.69. Stanley 
Tools Div., Stanley Works, Dept. 
HA, 111 Elm St., New Britain, 
Conn. 


Item 24 
2-wire submersible pump 
This simplified % hp 2-wire 


submersible pump, known as Rapi- 
dayton 3 Star, has an oil-filled Tait- 
made motor of new design. It 
reaches to a depth of 90 ft at 40 
lb pressure. The pump including 60 
ft of cable and overload protection, 
retails for $164.50. This motor has 
no capacitors or starting relays 
and can be installed easily and in- 
expensively. Stage construction fea- 








tures Double Life design with hy- 
draulically-balanced nylon impel- 
lers and stainless steel cases. Ca- 
pacities range to 520 gal and pres- 
sures to 60 lb. Tait Mfg. Co., Dept. 
HA, 500 Webster St., Dayton 1, 
Ohio. 
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Item 25 
Lawn sprinkler with filter 
Sherman’s Monarch - sprinkler 


features adjustable spray nozzles. 
Its Sled-Glide base will not dam- 
age lawn. The Monarch spray arm 
rotates on ball-bearing head and 
has a built-in filter. It sprinkles an 
area from 10 to 60 ft in diameter. 
This sprinkler has a 15 in. spray 





arm and an 11 x 11 in. base. Retail 
price is $8.95. H. B. Sherman Mfg. 
Co., Dept. HA, 22 Rarney St., Bat- 
tle Creek, Mich. 


Item 26 


Bulletin on water systems 

Here’s a colorful, four-page bul- 
letin on Deming’s . self-priming, 
electric shallow well pump, the 
Majorjet. Bulletin 4961 gives data 
on the motor, impeller, diffuser, 
pump shaft, ejector, pressure switch 
and relief port. Capacity ratings, 
dimensions and performance _in- 
formation are given. Four other 
models are described in the bulle- 
tin. Deming Co., Dept. HA, Salem, 
Ohio. 


Item 27 


Inside chain door locks 

Here is an inside chain door lock 
that can be released from the out- 
side by key. When the door is 
shut the five pin tumbler cylinder 
provides top security. Dorguard 
permits the occupants to identify 
Visitors at the door before allow- 
ing admittance. The chain door 
lock can be easily installed with 





one hole. Dorguard can be fur- 
nished, keyed alike, with Lock- 
wood residential locksets at no 
extra charge. Lockwood Hardware 


Mfg. Co., Dept. HA, Fitchburg, 
Mass. 
Item 28 
100 watt incandescent bulb 
A 100 watt incandescent Syl- 


vania light bulb, which is 30 per- 
cent smaller, now produces 5 per- 
cent more light than previous 
models. A vertical filament is used 
instead of a horizontal one. The 
inner filter coat of the Pearl White 
lamp reduces glare and softens 
shadow for greater lighting com- 
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fort. The new bulb is shown on the 
right, the old one on the left. Sy/l- 
vania Electric Products Inc., Dept. 
HA, 1740 Broadway, New York 19, 
FS # 


Item 29 
Cellophane tape displays 
Two Scotch brand cellophane 


tape displays, one for counter and 
one for cash register are available 
in deals. The CW-2, shown, at- 
taches to the back of checkout coun- 


ter cash registers. Both displays 











e 
FULL 












LINE 
PULLS 


YOU! 





ALLAN MARINE, Inc. 





All your quality boat hardware needs from one de- 
pendable source... Allan Marine’s extensive line of 
luxurious styling, functional design and superior qual- 
ity offers you the solid advantage of completeness. 

In boat hardware, if an item sells, Allan makes it! And 
how they make it! Over 600 items now available with 
others constantly being developed and tested by Allan’s 


forward-looking marine engineering staff. Allan 
Marine creativity, craftsmanship, and finest materials 


combine to make products that have become the talk 
of the trade. Sturdy, sparkling, precision-made boat 
fixtures that excite the buying urge and provide you 
with quick, enthusiastic, profitable sales—and that’s a 
matter of record, Allan Marine’s amazing record of 
satisfied sales. 


Don’t make your customers buy from your competitors 


because you don’t stock a complete line. Check the 
solid advantages offered you by the broad selection of 
accessories. 


luxurious, exciting, Allan Marine boat hardware and 


Backed by extensive advertising, progressive merchan- 


dising, powerful sales aids, Allan Marine’s full line 
can pull for you — write today for your free catalog. 


AY wanine Inc. 


HICKSVILLE, N.Y 


Manufacturers of a complete line of 
boat hardware and accessories. 
Division of ALLAN MANUFACTURING CO. 


World’s largest manufacturer of rod guides, 





tip tops, ferrules and reel seats. 


Want more facts? Circle 145, p. 87 
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have simulated wood grain backs 
and they revolve. Both deals in- 
clude 12 doz rolls of tape on metal 
hand dispensers in five different 
size combinations and in 25¢, 39¢ 
and 59¢ rolls. Minnesota Mining 
and Mfg. Co., Dept. HA, 900 Bush 
Ave., St. Paul, Minn. 


Item 30 


36 steel teeth on lawn rake 
Thirty-six flexible spring stee! 
teeth on the Leafcomb lawn rake 
clean a 3 ft wide area quickly. The 
54 in. handle is clear lacquered 
hardwood. Its rake head is fin- 
ished in garden green. Teeth may 
be replaced by hand as necessary. 
Extra teeth are available at 10¢. 





List price in the East is $5.75. 
Kastern Tool & Mfg. Co., Dept. 
HA, Belleville, N. J. 


Item 31 


3 amp motor on *s in. drill 

The Shopmate model SD-382 is 
a 2- speed *%% in. drill that changes 
speeds at the flick of a switch and 
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develops full power in both speed 
ranges. The drill features a spe- 
cially - designed extra heavy - duty 
motor with a 3 amp rating. Other 
features include ball thrust bear- 
ing, precision-cut alloy steel gears, 








geared chuck and key. Unit weighs 
6 lb. Price is $32.95. Portable 
Electric Tools, Inc., Dept. HA, 320 
W. 83rd St., Chicago 20, Ill. 


Item 32 


Masonry anchor-drill catalog 

Here’s a four-page catalog on 
Star Selfdril Shields. This booklet 
gives installation data for setting 
by hand or with air or electric im- 
pact hammers. It contains applica- 
tion drawings and_ descriptions. 
Data is included for the chuck end, 
flush end, rod hanger and tie wire 
Selfdril types and drill chucks 
to fit all makes and models of 
air or electric impact hammer and 
Handrivers for hand settings. Star 
Expansion Industries Corp., Dept. 
HA, Mountainville, N. Y. 


Item 33 


Adjustable roller latches 


These automatic adjustable 
brass roller latches for the builder 
and do-it-yourself markets are 
available in two sizes. Hager’s 
#1435 is for interior passageway 
wardrobe bi-folding and accordion 
Tension on the spring- 
mounted steel-plated roller is ad- 
justable. This size needs a 15% in. 
deep bore. Four finishes are avail- 
able. A small size is suitable for 


doors. 





| 
cabinets and other lightweight 
doors. C. Hager & Sons Hinge 


Mfg. Co., Dept. HA, 2447 DeKalb 
St., St. Louis, Mo. 


Item 34 


Painters’ supplies deal 

This two-way professional paint- 
ers’ display rack offers a selection 
of 7 and 9 in. rollers, covers, trays, 
extension handles and paint mitts. 
The Bestt Pro-Rack is constructed 
of two-way perforated panel with a 
solid wood frame and adjustable 
hooks. The display is available to 
dealers with an order of $136.50, 
consisting of $100 in dealer-selected 
merchandise and $36.50 for the 





rack. You get free professional 
merchandise of your own selection 
valued at $51 retail. Bestt Rollr 
Co., Dept. HA, 160 S. Brooke St., 
Fond du Lac. Wis. 


Item 35 
Attachable hardwood legs 


You can now offer do-it-yourself 
customers Dennix Trimline attach- 
able hardwood legs with modern 
Scandinavian elegance. The legs 
have solid brass 3 in. ferrule and 
clear plastic swivel glides that 
shield floors and rugs. They auto- 
matically adjust to straight or 








Growing time 1¢ b1g-protit tvme 


~ ANTROL 


HOSE-SPRAY CONCENTRATES 


D edie ft —v a aeoanat | . CARDEN 2, 4-D and 2,4,5-T Amine 


(RABGRASS INSECT KILLER® ©) WEED... BRUSH 
KILLER I MALATHION «af KILLER 





Now—you can offer your customers the easiest, surest 

way for keeping their lawns and gardens free from pests 

and beautifully fresh—the way you want yours to be 
. with low-cost Antrol Hose-Spray Concentrates. 


The unique Antrol Hose-Spray cap makes other spray 
equipment old fashioned. It measures, blends and sprays 
automatically. No mixing, no mess . . . easy and safe. 
Simply attach to hose and spray. 








All ANTROL products are national favorites . . . display 
the complete line! 


ORDER TODAY from your supplier! 


»uNnd Dressing 








ANTROL* 





a hine high-prorit 


moun | AOVle-Midway 





LOS ANGELES, CALIF.* BROOKLYN, N.Y. * CHICAGO, ILL. * CANTON. OHIO + CHAMBLEE. GA + CRANFORD. N. J. + SEATTLE. WASH. * DALLAS. TEXAS 
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slant position. These legs can be 
used on tables, cabinets and bench 
projects. A catalog is available. 
Dennix Products Co., Dept. HA. 
33-04 Downing St., Flushing 54, 
N.Y. 


Item 36 


Plastic repairer cartons 

If you want to increase sales of 
Plastic Wood, you can use these 
new self-service 


display cartons 


PLASTIC WOOD 


PLASTIC MIDoD 


supplied free. Each carton holds 
1144 oz tube packs of the product. 
The red and yellow cartons carry 
sales messages on each face and 
the standup back flap. Boyle-Mid- 
way Div., American Home Products 
Corp., Dept. HA, 22 E. 40th St., 
New York, N. Y. 


Item 37 


Potato-vegetable cutter 

A combination French fry cutter 
and vegetable dicer is added to 
Turner & Seymour’s Kitchen Time 
Savers line. The new cutter, with 


82 «© HARDWARE ACE, May 7, 1959 


a network of sharp steel blades, 
features a wide, hammer-finish, 
slip proof grip. This item cuts 
strips of potatoes for French fries. 
It comes on an eye-catching card 


and has suggested retail price of 
59¢. Turner & Seymour Mtaq. Co., 
Dept. HA, Torrington, Conn. 


Item 38 
Catalog on plastic pipes 


Crescent Plastics’ new catalog 
products and applications, 
prices, advertising and promotion, 
and technical data for 
plastic pipe and fittings. New bul- 
letins and literature can be in- 
serted as they become available. 
Crescent Plastics, Inc., Dept. HA, 
955 Diamond Ave., Evansville 7, 


Ind. 


covers 


Cresline 


Item 39 


Family-size camping tent 

A Side-Room Model Cool-Camper 
is added to the Wenzel line of 1959 
camp tents. This aluminum treated 


tent comes in a 9 x 12 ft Side-Room 
Model, in addition to the 9 x 9 ft 
and 9 x 11 ft umbrella style. This 
tent features three nylon-screened 
picture windows, a nylon-screened 
door with insect-proof zipper clo- 
sure, rot resistant sewed-in floor, 
rope stake loops and self-locking 
telescoping aluminum corner pole 
assembly. H. Wenzel Tent & Duck 
Co., Dept. HA, 2200 S. Hanley Rd., 
St. Louis 17, Mo. 


Item 40 


Window banner for hammers 
Here’s a 151% x 32 in. window 
banner to help you sell Rocket ham- 
mers. The banner pictures two 
fast-selling hammers and urges 
shoppers to “Feel Rocket Driving 


EEL ROCKET DRIVING POWER! 





Power.” It is printed in three col- 
ors. Available free. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland 15, Ohno. 


Item 41 


Disposable foil broiler pan 
Homemakers who dislike clean- 


ing broiling pans will be heavy 


traffic for these throw-away foil 
broiler pans. The 8 x 12 in. size 
Bake-King pan is deeply embossed 
to provide grease channels. The 
rims are smooth-rolled. Five pans 





A SENSATION AT THE 
1958 RPWDA CONVENTION! 


SUGGESTED RETAIL PRICE 49¢* 


PATENT 
PENDING 


PAINTS A WINDOW SASH IN SECONDS! 


Takes the ‘‘pain'’' out of painting's 
Giusp Grip , toughest chore. Won't smear glass. 
No need fo putter with No clean up mess. No Eliminates scraping. Use it inside or 
@ brush. IMMIE zips Paint smearon window 


paint on like mogic! pane. No dripping! outside! 








MAGIC TOUCH! @ 





PAINT EDGER -:: 


for WALLS, CEILINGS, TRIM, DOORS, etc. 


DEALERS! 


IMMIES sell on sight! 
Put ‘em on display 
A BETTER JOB because .. . the IMMIE's combination of mo 


and watch ‘em go! 
RETAIL | hair and foam plastic compresses in use behind the metal paint 

















§9¢* guard. Glides paint on smoothly over rough or uneven surfaces. A 
proven impulse seller! A proven repeat performer! And all IMMIE "10¢ higher West of 


ai Mississippi River. 
products are unconditionally guaranteed ! 


NO DRIPS, STREAKS, NO MOVING PARTS TO CLOG OR SMEAR! DISTRIBUTOR SAMPLE KIT 
) a, "ge % t Sample Kit Immie Corp., 2105 N. Goodman St., Rochester 21, N.Y. 


Send kit to: 
Contains two Sash Painters and 
two Edgers, catalog sheet, price 
meen pce list, stuffers, descriptive bro- 


Paints upside-down, 


eal chure. Available to distributors 


only. Just mail coupon. 


IMMIE CORP., 2105». coooman st., rochester 21, N.Y Z 
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are packaged in a printed poly bag 
and priced at 59¢ per pack. Comes 
in a standard 1 doz carton. Chicago 
Metallic Mfg. Co., Dept. HA, 3711 
S. Ashland Ave., Chicago, Ill. 


Item 42 
Y2 to 2 in. insert fittings 


Here’s a line of insert fittings, 
known as Poly-Plus Blue, that can 
be used for flexible pipe applica- 


tions. The fittings, consisting of 
couplings, tees, ells, and adapters, 
range in sizes from % to 2 in. 
These insert fittings have high ten- 
sile, rigidity and impact strength. 
They are heat-resistant and chemi- 
cally inert. The fittings are made 
of polypropylene. Plastics Div., 
Union Malleable Mfg. Co., Dept. 
HA, Ashland, Ohio. 


Item 43 


Re-designed mail box line 

Six styles are available’ in 
Norco’s re-designed and improved 
line of mail boxes. These boxes are 
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made from heavier gauge material 
with a modern design. A steel wire 
magazine holder at bottom replaces 
flat spring steel clip. This low- 
priced line has a_ self-contained 
spring lock. Comes packed in in- 
dividual cartons in 1 doz _ pack. 
Norco Metal Products Co., Dept. 
HA, Wayne Ave. and Bristol St., 
Philadelphia 40, Pa. 


Item 44 


Light portable air cooler 

Here’s a lightweight portable air 
cooler with a two-speed motor. The 
Satellite cooler is rubber-mounted. 
All-direction air control is obtained 
by the Satellite louvers. <A _ con- 
stant, even flow of water over the 
pad area is provided by the twin 
impeller pump. The cooler is easily 


moved, even when full of water, by 
means of side hand grips. Dear- 
horn Stove Co., Dept. HA, 1700 W. 
(Commerce St., Dallas 8, Tex. 


Item 45 


Adjustable fireplace screen 
This newly designed mounting 
bar for attached fireplace screens 
adjusts to fit 90 percent of all fire- 
places. The bar, named the Minit- 
Mount, is a simple ratchet-telescop- 
ing bar. With the Minit-Mount, 
you can now stock the types of 
Flexscreen which will fit most fire- 
place openings. The screen is pack- 
aged in an easily carried carton 
and can be installed in less than a 
minute. Bennett - Ireland 
Dept. HA, Norwich, N. Y. 


Ine.., 


Item 46 


Salad maker display carton 
The Dazey salad maker, with a 4 
in. vacuum base, is now packed in 


Dazey SALAD MAKER 


anorece guausry reeeee! © 

orate Oe 

a 3-color display carton. This self- 
selling carton, which is a re-ship- 
per, replaces the poly crisper. There 
is no change in price. Dazey Corp., 
Dept. HA. 4301 Warne Ave.. St. 
Louis, Mo. 


Item 47 


Luminous dial alarm clock 


This keywound alarm features 
«a pearlescent dial, raised numerals 
and a decorative gold face rim. The 
clock’s hands and dial are lumin- 
ous. The Shelby clock has a sturdy 


metal case and comes in black or 


white enamel finish. Both versions 
retail for $5.95. Westclox Dwi. 
General Time Corp., Dept. HA, La 
Salle-Peru, Ill. 


Item 48 


improved insulated pipe wrap 
Easy-Wrap, a pipe wrap that pre- 
vents condensation and sweating of 
cold water pipes and insulates hot 
water pipes, has improved. 
The inner wrap of insulating mate- 
rial is now made from Owens-Corn- 
ing Fiberglas Aerocor. This mate- 


been 





HERE'S HOW TO MAKE MORE MONEY! 





Stock THE COMPLETE LINE of 
Eagle cans and oilers and you'll 
cash in on extra sales... fast! 




















One Eagle sale leads to another! Each oiler, safety can, k for th 
oil or gasoline can you sell brings your customers Ask for the 
Se 





EE 


back ... satisfied . . . for more! 


Display the ONE COMPLETE LINE .. . an Eagle 
oiler or can for every purpose. Catalog 


Order the Complete Line NOW from your supplier. ’ | 
Or write to us for information. IT S FREE . 


Complete Eagle 


Eagle products are stocked by leading suppliers 
in the U.S. and Canada. 


Serving the Trade Since 1894 


MANUFACTURING CO., Wellsburg, West Virginia 
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rial has high insulating qualities, 
deterioration, is _ light- 
weight, fireproof and has a high 
thermal insulating efficiency. Easy- 
Wrap is available in bulk or in 
handy, compact packages of 25 ft 
lengths of inner and outer wrap. 
Rhopac, Inc., Dept. HA, 3425 Cleve- 
land St., Skokie, Il. 


resists 


Item 49 


Key blanks for padlocks 

Key blanks for Star Key & 
Lock’s master padlocks, Star 5MA3 
for Master 81KR, and 5MA4 for 
Master 81KM are available. All are 
manufactured directly from and 
in strict accordance with the origi- 
nal key blanks and cylinders. Star 
Key & Lock Mfg. Co., Dept. HA, 
51 S. First St., Brooklyn, N. Y. 


Item 50 


Marine brush assortment 


Ripolin marine brushes are a 
quality line of undyed, pure white 
bristled brushes for marine enamel- 
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varnishing. They have 
durable black plastic handles and 
gold-colored ferrules. These brushes 
come in display units that show a 
complete assortment of brushes. 
Sizes run from 1% to 4 in. and are 
priced from $1.41 to $4.98. The 
display unit, for counter or wall, 
is provided free. Glidden Co., 
Dept. HA, Madison Ave. and Berea 
Rd., Cleveland, Ohio. 


ing and 


Item 51 


Short-stem meat thermometer 
Your homemaker customers will 
be traffic for this short-stem bar- 
becue and meat ther- 
mometer retailing for $2.95. It is 
hermetically - sealed in polished 
stainless steel and is immersible. 
The scale is satin-etched aluminum 


rotisserie 








with black lettering and a _ red 
pointer. The pre-set rim indicator 
has a red tip, the diameter of the 
face is 2% in. They come indi- 
vidually carded and are packed six 
to a carton. Thermometer Corp. 
of America, Dept. HA, Springfield, 
Ohio. 


Item 52 


Speedometer cable lubricant 


Lub-A-Cable speedometer cable 
lubricant is offered in a newly-de- 
signed dispenser. This attractive 
plastic squeeze dispenser can be 
pierced in the spout for use as a 
drop oiler. It can also be cut off 
for direct insertion of the speed- 
ometer cable. The screw-on cap 
reseals the dispenser. Size of the 


dispenser is 1 in. in diameter by 
31% in. overall height. Colors are 
black, red and white. This larger 
capacity dispenser has a suggested 
retail price of 69¢. Panef Mfg. 
Co., Dept. HA, 102 E. Walnut St., 
Milwaukee, Wis. 


Item 53 


Repackaged fishing threads 
Fifty yard spools of Gudebrod’s 
nylon rod winding and fly tying 


threads are repackaged in attrac- 
tive blue and black boxes. Thread 
size, color information and color 
numbers are printed in large type 
on the box ends for easy identifica- 
tion and storage. Gudebrod Bros. 
Silk Co., Dept. HA, 12 S. 12th St., 
Philadelphia, Pa. 


Item 54 


Remote control switch set 

This extension switch set gives 
convenient remote control of lamps 
and appliances up to 15 ft away. 
General Electric’s Step-Saver On- 
Off Appliance Control features a 
special attachment cap with a 
built-in single outlet, into which 
the served appliance is plugged. 
This outlet is controlled by a 


(Continued on page 91) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READEKD 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


B Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 


Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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Swing-a-way has everything you want! 

The quality you want: SWING-A-WAY is rated first in quality and value by America’s 
foremost testing laboratory. The style you want: SWING-A-WAY is as fresh as to- 
morrow... today. Dramatic, clean-line styling assures sales success. The price you want: 
SWING-A-WAY is priced right for fast turnover. It’s the worth-more product that costs 
less. The protection you want: SWING-A-WAY is backed by a 5-year guarantee that 


protects both your customers and you. Why not put these selling advantages to work ? 


e 
YOU CAN SELL MORE, MAKE MORE WITH Si) ing ‘A WAY 


e 
\\ 7 r 





& 
Sa) 


AUTOMATIC CAN OPENER from $4.49 





TABLE ICE CRUSHER from $9.95 





PORTABLE CAN OPENER from $1.98 





WALL 
ICE CRUSHER 
from 


ICE BUCKET $7.95 57.95 




















BOOST SUMMER SALES 
WITH THESE PORTABLES! 





AUTOMATIC ELECTRIC CAN OPENER AND KNIFE SHARPENER $27.95 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. « IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
Want more facts? Circle 150, p. 87 
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pendant switch at the opposite end 
of the cord. Suggested retail price 
is $1.29. A 39¢ Cord Take-Up Reel 
is also available. Wiring Devices, 
General Electric Co., Dept. HA, 
95 Hathaway St., Providence 7, 
a & 


Item 57 
Decorative escutcheon lock 

A Garland auxiliary rose pattern 
is added to Corbin’s line of decora- 
tive lock set escutcheons. The rose 


will be available in brass, bronze 
and chromium. P. é& F. Corbin, 
Dept. HA, New Britain, Conn. 


Item 58 
Masonry fastener catalog 

This new catalog covers Arro’s 
line of masonry anchors, fastening 
and drilling devices. The catalog is 
a handy pocket size containing com- 
plete information on all Arro prod- 
ucts. A_ self-drilling expansion 
shield, called Silver King, is also 
listed. Catalog No. 71 contains the 
location of branch offices and stock- 
ing points. Arro Expansion Bolt 
Co., Dept. HA, Marion, Ohio. 


Item 59 
Low-priced chain saw line 


Here is a newly-designed line of 
low-priced chain saws. Lancaster 
Pump’s two new models feature the 
horizontal streamlined design. The 
Whirlwind and the Handyman have 
fully automatic centrifugal clutches, 
smoother cutting 7/16 in. pitch 


chain and high and dry installation 
of the air cleaner. Rugged light- 
weight construction and fast-cut- 


ting direct drive design are other 
features. Prices start at $129.95. 
Lancaster Pump & Mfg. Co., Dept. 
HA, PO Box 778, Lancaster, Pa. 


item 60 
Fishing lines in poly bags 

Dayton Bait’s new series of Pan 
Fish Floats comes complete with 
20 ft of braided or monofilament 
line, sinker and choice of hook size 
with re-usable winder. Each fur- 
nished line is individually packed 
in a poly bag, 12 to an attractive 


self-selling counter display card or 
carton. Dayton Bait Co., Dept. 
HA, 2701 S. Dixie Drive, Dayton 
9, Ohio. 


Item 61 

Solution for cleaning ovens 
Glamorene’s squeeze-on oven 

cleaner is packaged in a soft plastic 

tube. A sponge-tip self-applicator 

is attached to the tube. Cleaner 


2 oven. . 


solution is squeezed through the 
sponge tip. This cleaner has no 
unpleasant odors and works on por- 
celain enamel, _ stainless _ steel, 
chrome or iron surfaces. It re- 
moves grease, fats and burnt on 
sugars. An 8 oz tube sells for 98¢. 
Glamorene, Inc., Dept. HA, 175 En- 
ten Rd., Clifton, N. J. 


Item 62 

Shotshell reloading press 
Lyman’s Vandalia shotshell re- 

loading press comes in 12, 16 and 


20 gauge. The standard 12- and 
20-gauge die sets also reload the 
3 in. magnum shells. Finished re- 
loads are indistinguishable from 
factory shotshells when used with 
average skill. It lists for $34.50. 
This press turns out reloads quick- 
ly. Lyman Gun Sight Corp., Dept. 
HA, Middlefield, Conn. 


Item 63 
22 cal lever-action rifle 


Here’s a 22 caliber lever-action 
rifle (20-shot repeater) with tubu- 
lar magazine. Mossberg’s Model 
400 Palomino is a hammerless rifle 
and is chambered for short, long 
and long rifle cartridges. Retails 
for $68.88. The stock and fore arm 
are of walnut and the fore arm has 
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beavertail shape to fit the hand. 
The safety is a cross bolt type. 
This model weighs about 5% Ib 
and has an over-all length of 41 
in. O. F. Mossberg & Sons, Inc., 
Dept. HA, 131 St. John St., New 
Haven, Conn. 


Item 64 


Low-cost gun cleaning pack 
Any gun user is a potential cus- 
tomer for this low-cost gun clean- 








ing pack. The pack of Hoppe prod- 
ucts contains a bottle of No. 9 
powder solvent, can of high vis- 
cosity lubricating oil, tube of gun 
grease, 1 doz gun cleaning patches 
and a gun cleaning guide. The 
price of the pack, including chip- 
board container, is $l. Frank A. 
Hoppe, Inc., Dept. HA, 8th and 
Dauphin Sts., Philadelphia, Pa. 


Item 65 


Power lawn mower starter 


Power mower owners will be 
customers for this new mower 
starter unit. Called Speedy Starter, 
this unit operates on the spring 


92 © HARDWARE AGE, May 7, 1959 


load principle. Three turns of the 
handle loads the spring. A lever is 
then tripped to start the engine. 
The unit replaces the recoil starter 
and fits most mowers now in use 
that are equipped with this type 





starter. Retails for about $10. 
J. M. Dovorany & Co., Dept. HA, 


Racine, Wis. 


Item 66 
Repackaged drill routers 
Stickleback drill routers are 


packed on a four color card under 
a transparent plastic bubble. The 


STIORLEBACK 
DRILL ROUTER 


STHCKLEBACK 
DRILL ROUTER 














card describes uses and care of the 
tool and is pre-priced. Tec Imports, 
Dept. HA, 15001 Califa St., Van 
Nuys, Calif. 


Item 67 


Jumbo sandwich container 
Lustro-Ware’s jumbo sandwich 
box (B-448) with an easy-on-and- 
off tight cover retails for 35¢. The 
4° in. square x 2 in. deep box fits 
lunch pails and doubles as a re- 
frigerator container. It comes with 





translucent bottoms in yellow, tur- 
quoise or natural and opaque white 
covers. The boxes stack for dis- 
play or storage. Columbus Plastic 
Products, Inc., Dept. HA, 1625 W. 
Mound St., Columbus 23, Ohio. 


Item 68 


8 portable electric tools 

Eight portable electric tools, in- 
cluding models for builders, main- 
tenance men, home owners and in- 





dustrial users, are in the Dalton 
Gold Seal line. Model No. D88, a 
7 in. power saw, has a 114 hp 110- 
115 AC-DC motor. The combination 
blade makes a 27/16 in. cut, and 
a 2’. in. cut at 45 deg. It has a 
graduated rip guide. Retail price 
is $48.95. A heavy duty ball bear- 
ing model sells for $58.95. Dalton 
Mfg. Co., Dept. HA, 30 S. Central 
Ave., St. Louis 5, Mo. 


Item 69 


Flexible plastic plant tie 
Andrews flexible plastic plant tie 
for all garden, flower and nursery 
uses is non-adhesive, durable, light- 
weight and rot and mildew re- 
sistant. It won’t harm tender 
plants and it is easy to tie. Good 
for trellises, climbing trees, roses, 
lilies and ferns. It is available in 
100 ft rolls on cards. Retails for 








ARCHERY’S FUN 


FOR EVERYONE 














J 


wr 


cf 


You'll be surprised to find what a little 
push in your displays, your advertising 
and your sales efforts will do to make 
archery a far bigger factor in your sales. 











It’s a fast-growing sport for all the family. 
It’s being built up by BEN PEARSON’S 
own advertising reaching your hottest pros- 
pects. AN D—a complete new sales promo- 
tion kit will be ready for you very soon. 


DEERSLAYER HUNTING SET (No. 460) 
Handsome, powerful 54’ recurved hickory bow with three 
each hunting and target arrows, leather armguard and 
finger tab. $24.95 





SUPER JET ARCHERY SET (No. 345) 
Beautiful 5’ bow in rainbow colors for women. 25, 30, 
35 |b. weights. Six arrows, target face, leather arm guard 
and finger tab. $16.95 


JUNIOR JET ARCHERY SET (No. 341) 


Perfect for boys and girls. 4° bow in rainbow colors. Four 
arrows, quiver and full-color target face. $7.50 


ITA Mad FLL TL 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 87 


ANDREWS = 


PLANT me 





o9¢ each. 
4621 S. W. 
land, Ore. 


Andrews Co., Dept. HA, 
Beaverton Hwy., Port- 


Item 70 
Lighter accessory display 


Ronson’s A-6 accessory 
cabinet, shown, 


display 
is free with the 


aera ee 


ao Rosson. 29 | 


purchase of an assortment of the 
company’s fastest selling lighter ac- 
cessory items. This sturdy, wooden 
counter unit displays Multi-Fills 
for Ronson’s butane-fueled light- 
ers, Ronsonol in regular and econ- 
omy sizes and Five and Nine-F lint- 
ers. Ronson Corp., Dept. HA, One 


Ronson Rd.., Woodbridge, Po P 


Item 71 
Christmas tree bulb packs 


These decorated Christmas tree 
bulbs are offered in the popular 
C7’ size. Swirling patches of red 
on white, green on white, red on 
yellow, orange on white and blue 
on white cover the Decro-Lite bulbs 
which fit in present strings. They 
will be packaged in the company’s 
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“picture-window” 5 pack. The pack 
is pilferproof and suited for coun- 





ter and window Lamp 


displays. 
Div., Westinghouse Electric Corp., 


Dept. HA, 348 Clearfield Ave., 
Bloomfield, N. J. 


Item 72 
Lawn equipment display unit 
Twelve rotary power mower 


blades, two leaf mulchers, one 
windrower and _ five  lock-vented 
gasoline tank caps fit in Lawn 
s0y’s Display to Sell rack. This 
compact 36 x 21 in. rack is a mod- 
ernistic wire model for wall, coun- 
ter or floor display. The display is 
topped by a black and white sign 


| LAWN ©. Boy 


| "RUSLE-Turee BLAS? 
asesd¥enias 




















with two lines of gold lettering. 
Lawn-Boy Div., Outboard Marine 
Corp., Dept. HA, Lamar, Mo. 


Item 73 


Mailbox with pencil, cards 

This Mini-Box is a smaller rep- 
lica of a standard Orna-Metal mail- 
box. Comes individually packed in 
an attractive display carton with 
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a magnetic pencil and a supply of 
recipe cards. Useful as a child’s 
mailbox, a planter, towel-holder, 
message box, or play toy. South- 
ern Fabricators Corp., Dept. HA, 
225 Aero Drive, Shreveport, La 


Item 74 


High-powered chain saws 
Heavy-duty cutting can be han- 
dled with Titan’s Super 8&5 chain 





saw priced at $349.95. It has a 
high-powered, Loop scavenging en- 
gine with a 2% in. bore. The bar 
can be set at any angle with the 
360 deg swivel transmission. Cus- 
tomers can choose a regular pistol 
grip handle or double-grip Califor- 
nia handle. Handle systems are in- 
ter-changeable. Titan Chain Saws, 
Propulsion Engine Corp., Dept. 
HA, 311 Marion Ave., South Mil- 
waukee, Wis. 


Item 75 


Door-closer demonstrator 

Here’s a self-selling display 
demonstrator to help you show 
your customers the features of the 
Illinois Glidraulic, a hydraulic 
closer for storm and screen doors. 
The display, known as the X104, 
demonstrates the unit’s smooth si- 
lent closing action with double 
latching power and double wind 
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Yt Finest in STVLE-ability! + Fastest in SALE-ability! 


WV? exciting 


DOOR GRILLES ceorneen sect! 
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M-D PUSH GRILLE 
NO. 11* 


Made especially for storm 
doors. Available fer 32” or 
36” deer. Approx. 12” high. 


M-D PUSH GRILLE 
NO. 23 


Meade especially for 32” 


36” combination doors. Ap- 


proximately 23” high. 


M-D PUSH GRILLE 
NO. 16 


or For combination doors, 15” 
high for 21”, 23” and 27” 


M-D PUSH GRILLE 
NO. 414 
Diagonal bars adjust to door 
width. in 2, 3 of bor 


insert panels and for regular 


styles for 32” or 36” doors, 
32” or 36” doors 


*initiel Optienal. 
“S a 


= 


M-D PUSH GRILLE NO. 4 M-D PUSH GRILLE NO. 6 
Graceful, inexpensive push For combination doors. 6” high 
grille. 4” high for 32” or 36” for 21”, "end 27” insert 
doors. panels ond for regular 32” or 

36” doors. 


M-D PUSH GRILLE NO. 15* 
Graceful addition to any «.mbina- 
tion door. 16” high for either 32”, 
36” or 42” doors. 

*initial Optional 


, ee: SCL ON 


PDOOR GRILLES—ovailable in 3 
re Proof, Tarnish Proof LIFETIME FINISHES 
Alacrome, Albras and Albright 


M-D PUSH GRILLE NO. 15-42” 


For any combination door. 16” 
high for 42” doors. 


oe 





M-D PUSH GRILLE NO. 12 


Made especially for storm doors. 
Available for 32” or 36” doors. 




















M-D FITS-ALL NO. 1 
Accordion-like action of 
grille permits exponsion 
to fit all doors. 


M-D MESH GRILLE 
Interlaced ribs form 
strong protection. For 
32” and 36” doors. 

















i 








M-D FITS-ALL NO. 5 


Fully adjustable for 
nearly ell standerd size 
screen of metal combi- 
nation doors. 


M-D FITS-ALL NO. & 
Features M-D's patented 
**filewer-pot"’ style hold- 
er; for most standerd 
size doors. 


M-D FITS-ALL NO. 9 
A distinctive grille de- 
signed to fit all standard 
doors and adjustable to 
many others. 


MACKLANBUR 


Ve nalUh ae hen all ast amok am @lUlonInA am slUlI loll ale mm al aele ltl 


M-D PITS-ALL NO. FS 


Can be adjusted to fit 
ol! deors from 22” to 
30” wide, and from 75” 
to 55” high. 


ceo RIE, Rew. ie ono 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 87 





resistance. Jllinois Lock Co., Dept. 
HA, 800 S. Ada St., Chicago, Ill. 


Item 76 
Repriced dart game sets 


Lower prices are effective May 
1 on Marksman’s revised and new 





dart game sets. These models are: 
10% in. one-side board with three 
4 in. darts for $1.95; 12 in. double- 
sided board with six 4 in. darts for 
2.95; 18 in. double-sided board 
with six 5 in. darts for $3.95; and 
a deluxe 18 in. double-sided board 
with six 5 in. darts for $5.95. 
Marksman Products Div., Morton 
H. Harris, Inc., Dept. HA, 2101 
Barrington Ave., Los Angeles 25, 
Calif. 


Item 77 


De luxe vinyl boat cushion 


Red Head Brand’s de luxe viny] 
boat cushion, priced from $3.95, 
features rugged construction and 
a nautical design which should ap- 
peal to boat owners. This cushion 
and the company’s spring marine 
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line for 1959 are described in a 
catalog now available. A water 


safety belt, priced from $3.25, and 
an adult kapok life vest, priced 
included 


from $4.60, are in the 





Spring line. Dealer aids and mats 
are available on request. Red Head 
Brand Co., Dept. HA, 4311 Bel- 
mont Ave., Chicago, Ill. 


Item 78 


Packaged sponge cloths 

This colorful polyethylene pack- 
age will attract traffic to these 
sponge clothes. A price bull’s-eye 
is printed on each package for 
marking ease. These cloths packed 
24 to a shipper display box that 








imbed dapeet and. dean ! 





fits into 7% in. of shelf space 
width. American Sponge & Cham- 
ois Co., Dept. HA, 47-00 34th St., 
Long Island City 1, N. Y. 


Item 79 


7 pe hex driver tool kits 


Interchangeable Allen hex driver 
kits are handy for industrial use 
or service work. Kit No. ZA-70 con- 
sists of 1 large Amberyl handle 





with clutch, size 1 in. x 3° in. and 
six hex bits. All pieces are held in 
seven-section plastic tool roll. An 
interchangeable blade tool kit for 
fluted spline recess screws is also 
available. Vaco Products Co., Dept. 
HA, 317 E. Ontario St., Chicago 
11, Ill. 


Item 80 
Glass filter rod display 


Shown here is a self-service 
counter display for Cory glass filter 





rods. This Rak-Pak, a small 
wrought iron display stand, holds 
12 individually carded, blister-pack 
glass filter rods. Only 11 x 9 in. of 
counter space is needed for the dis- 
play. Instructions for coffee brew- 
ing are given on the back of the 
display card. These rods sell for 
79¢ each. Cory Corp., Dept. HA, 
3200 W. Peterson Ave., Chicago 45, 
Ill. 


It's not a 27 in. mower 


Southland’s Garden Pride line of 
rotary mowers was described in 
the March 26 issue p. 100. Due to 
a typographical error the featured 
mower was incorrectly identified 
as a 27 in. unit. It is a 22 in. mow- 
er. The series is priced to sell as 
low as $49.95. Southland Mower Co. 

















TENKOTE 


COLORED aLUMINUM COATING 
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—John Melenick, Director of Sales, American Asbestos Products Co. 


PROOF THAT THERE'S A BIG MARKET FOR COLORED ALUMINUM COATINGS 


‘“‘Twelve hundred dealers can’t be 
wrong,” writes John Melenick. “‘That’s 
how many signed up for our new Tenkote 
Colored Aluminum Roof Coating. We 
haven’t seen a response like this in years. 
No wonder. The market—home, farm 
and all industry—is enormous. Anybody 
with roofs or siding to protect and 
beautify is a potential customer.” 
Right, Mr. Melenick. Good colored 
aluminum coatings move. Explanation? 
According to dealers, the famous all- 
season protection of a fibrated aluminum 
coating plus a choice of harmonizing 
colors is an unbeatable selling combina- 
tion. There’s no end to applications—on 
roofs of asphalt, shingle, composition, 
tar paper, metal—on side surfaces of 


masonry block, brick, stucco and metal. 

Good colored coatings like Tenkote 
are made with ALcoa® Aluminum Pig- 
ments. This means the famous ALCOA 
label on the container—extra boost to 
sales. Millions of advertising dollars have 
made it one of today’s best-known mer- 
chandising symbols. If you’re not stock- 
ing one of these quality, profit-making 
lines, call your supplier today. 

It’s big business. No time to lose. 

ALCOA does not make colored alumi- 
num coatings, but we will be happy to 
refer you to reputable manufacturers 
who do. Send today for our free booklets, 
Painting With Aluminum and Aluminum 
Asphalt Roof Coatings Make Time Stand 
Still. Use the coupon. 


Support your local Clean Up — PAINT UP — Fix Up Campaign 


Want more facts? Circle 153, p. 87 


Look for this label . : : 
it’s your guide to the 
best in aluminum valve 


ALCOA ¥@. 


s ALU RAI LRA 


For exciting drama watch “Alcoa Theatre,” 
alternate Mondays, NBC-TV, and 
“Alcoa Presents,” every Tuesday, ABC-TV 


Aluminum Company of America 
1744-E Alcoa Building, Pittsburgh 19, Pa. 


Please send your free booklets: 
[) Painting With Aluminum 


[] Aluminum Asphalt Roof Coatings Make Time 
Stand Still 


Nome 
Company 


Address 


———— — —— ———-—--- 4 


City 


| 
| 
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| 
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Here’s how 
you can sell 
more room coolers 


Promotions plus a financing plan will boost 
your room and home cooler sales in the peak season 


sales months that are just ahead 











That's F. D. Rogers arranging 
a cooler display to back up 
a February ad. 


Displays in home-like sur- 
roundings pay off. 


wt 
i 
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There’s a big difference between 
handling a line and promoting it 
for all it’s worth. That difference 
is usually measurable in profit 
dollars. 

For example, R & H Hardware, 
Big Spring, Texas, was “just han- 
dling” home and room coolers 
from 1953 through 1956. Then the 
store started promoting coolers. 

Result? A regular yearly sales 
gain of from 10 to 15 percent ever 
since. In 1958, owner F. D. Rogers 
sold $24,000 worth of coolers at 
cost. This sales record earned him 
a free trip to Acapulco, Mexico. 

If you merchandise room coolers 
and air conditioners, there is a 
lesson to be learned from Mr. 
Rogers’ performance. 

Three things made the differ- 
ence in R & H’s switchover to 
strong promotion and whopping 
sales gains: 


(1) Service, and a big stock of 
parts. 


(2) Promotion, using co-op money 
from suppliers for radio, TV, 
newspapers. 


(3) A display and credit deal with 
the local bank. 


Stock and services... 

Mr. Rogers stocks some 350 rolls 
of cooling pads for his units. This 
is an important item to pur- 
chasers. He stocks other parts in 
proportion. Mr. Rogers expects to 
sell 10,000 ft of 14 in. copper tub- 
ing this year, before the fall sea- 
son. 

R & H uses service as a wedge 
against local price competition. 
The store meets prices up to a cer- 
tain point. Then it relies on free 
installations, free early checkups, 
and honestly-priced repairs and 
fast service on older units to com- 
pensate for discounter prices. 

This philosophy works for Mr. 
Rogers. It will work for you. 


Promotions... 

Mr. Rogers advertises to the 
limit of his budget. He believes in 
promoting earlier than competi- 
tion. His first ads ran in February 
of this year. These ads stirred up 
some laughter, and a load of free 
publicity. 

“Advertising that starts people 

















veni- 


The Best 
Oven Cleaner 


Plus 





eG 
he Best Sane) 
st 
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Barbecue Brush 


Now Oven-Aid’s special “His and Hers” offer 
gives you the terrific selling advantages of Amer- 
ica’s top-quality oven cleaner plus a ‘natural’ 
companion item — a popular, practical Barbecue 
Grill Brush! You can’t miss with this new one- 
two selling punch that easily takes care of the 
two most difficult jobs around the house — oven 
cleaning and barbecue cleaning. Order your sup- 
ply today. 





Easiest Way 
to Clean Ovens .. 


oveN 
CLEANER 











ENDS 
OVEN-AID OVEN CLEANER my 
® No caustics, no free lye, no harmful fumes ING 
e No scraping, no steel wool scouring 
e Non-breakable plastic squeeze can 
e Turns brown in seconds as it dissolves grease 
e Leaves ovens sparkling clean : 
e 3 months supply full 10 ounces Grill Brush a a Hondy et 
18 00 ve ’ : 
BARBECUE BRUSH es hfor ov 
n ‘ 
e Brass bristles whisk off burnt-on grease Clans rill $] A’) EN 
e Metal scraper for extra-tough spots on grill wires ge . ¥ and Barbecue Grill 
e Sturdy plastic handle with hang-up feature : 
e Curved grip for best non-slip handling —_ CLEANER 
e Unbreakable, 


long-lasting, light-weight 





yours Barbecue Brush with every case 
144 of Oven-Aid His and Hers Pack 


you order. Send coupon now! 

















OPEN STOCK ORDER TODAY FROM YOUR WHOLESALER 
- Item | —s Pack Weight | » List | List Each 
HH 12 15 Ibs. | $21.48 $1.79 





G. N. COUGHLAN CO., West Orange, N.J. 


Mfr. of Nationally Advertised De-Moist, 


Easy-Aid Silver Cleaner, 
Process 33, Free-All Sept 





= MAIL TODAY 
G. N. Coughlan Co., 29 Spring St., West Orange, N. J. 


Pewee 


Please have my regular wholesaler send ——— 
case(s) of Oven-Aid His and Hers Promotion 
Packs (12 per case). I will receive one Barbecue 
Brush free with each case. 


Store Name 





Address 





City Zone —... State 





Signature 





My Wholesaler Is: 





Address: 








Tank Cleaner, Chimney Sweep 


: 
Want more facts? Cir 


cle 154, p. 87 
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IF IT HAS A THUMB 
CONTROL, THESE 


“ REPLACEMENTS FIT: 








DISH-QUIK: deluxe replace- 
ment, attaches to existing 
hose in place of any auto- 
matic spray. Dish-Quik suds, 
scrubs and rinses. 





RINSE-QUIK: standard re- 
placement, for rinsing only. 
Also replaces any automatic 
spray. Packed separately or 
with 4-foot hose. 





REPLACEMENT HOSES: 4-foot 
for deck-mount faucets, 30- 
inch for wall-mount faucets. 
All have universal adapter 
to fit all faucet connections. 


= 












7 


NOW HERE’S THE BIG NEWS... 

























PALS. 


SPECIAL OFFER TO RETAILERS: 
Order this Bonus Display 
Pack! You get one extra 
ORDER NOW FROM YOUR REGULAR Dish-Quik Replacement Unit 

- SUPPLIER OF PLUMBING BRASS GOODS free —an extra $9.95 profit! 
8 Includes Dish-Quik, Rinse- 

Quik and universal hoses, 
plus hose guides, Dish-Quik 
brushes and handy kit of 
automatic diverter replace- 
ments. Retail value: $51.10 






AUTOMATIC SPRAY SERVICE CENTER 
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Here’s how you can sell 


more room coolers 
(Continued ) 


talking, even comically, has a de- 
layed punch,” Mr. Rogers said. 

“Folks may smile when they 
think of room coolers when icicles 
are hanging on the eaves. But 
they’ll still be thinking of me and 
my coolers when they begin to 
swelter later on.” 


R & H uses all of the co-op 
money it can get from suppliers, 
and matches this money out of its 
ad budget. Radio, TV, and news- 
papers all get a play. 


The local bank... 

Mr. Rogers has set up a credit 
arrangement with the Security 
State Bank of Big Spring. The 
bank handles most of R & H’s 
credit paper. And it helps boost 
credit sales with a display of cool- 
ers in the lobby. 

Two coolers are usually on dis- 
play in the bank. The bank closes 
no deals. It does missionary work 
by referring each interested cus- 
tomer to R & H Hardware. 

Purchases range from $40 to 
$430 for room coolers at R & H 
Hardware. Average prices run in 
the $100 to $169 bracket. 

“Most customers tend to want a 
size that’s just a little too small,”’ 
Mr. Rogers said. “So, we usually 
try to start the sale with a unit 
that is one size too big. As a rule, 
we close the deal somewhere in 
the middle, and sell the trade a 
size that is just about equal to 
their cooling needs.” end 





HARDWARE HUMOR 


TO all FOR YOUR WORKSHOP 

















"Er, Farley .. . 1 don't think you 
understand what we mean by a ‘big 
ticket’ item...” 





“IT'S BEEN OVERHEATING EVER SINCE WE STARTED SUGGESTING 
‘SCOTCH’ BRAND 33 ELECTRICAL TAPE WITH EVERY ELECTRICAL SALE!" 





Le 
TMiinwesora Miaine AND anuracrurine COMPANY 


. WHERE RESEARCH IS THE KEY TO Pe 3M 
“ ee 
ne 





rdemarks of IM Co., St. Paul 6, Minn 
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“SCOTCH and the plaid design cre registered tr 
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NOW 3 74 


FOR CUSTOMERS INTERESTED IN THE BEST ANCHOR TO 
USE IN — HOLLOW DOORS, (4SS) for thicknesses 1/16” to 
¥e" requires 4" hole — WALL BOARD, (4SL) for thicknesses 
1/16” to 3%” requires V4" hole — PLASTER WALLS, (5SL) for 
thicknesses 4 to 11%” requires 5/16” hole 

LOOK FOR: 3 GRIPPER TEETH, FOR BETTER SURFACE 
HOLDING: ONE PIECE TRIPOD ACTION THAT AUTO- 
MATICALLY COMPENSATES FOR SMALL MATERIAL THICK- 
NESS VARIATIONS. 


ASK YOUR JOBBER FOR OUR 


"gee 


NEW COUNTER DISPLAY DEAL. 











DIAMOND EXPANSION BOLT CO., INC., GARWOOD, N. J. 
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YOU make more profit 
per filter sale with 
kuuttle-alhre 

permanent filters! 









Ouven 
@* ay vt? 
. < 


Features for long life service: 
Heavy gauge one piece alu- 
minum frame ... rigid metal grill 
for greater strength. 


Here are the reasons why 
you get more with Skuttle-Aire: 


because they’re permanent... built for lifetime wear. 
because they’re cleaned in a jiffy when dust and dirt particles 


gather, simply remove, clean with plain water and replace 
... that’s all there is to it. 


because they’re maintenance-free ...nothing to wear or 
replace, never need oiling. 


| because they’re filled with new-type filtering material... 

| multiple layers of specially woven plastic filaments with 

| permanent electrostatic qualities, making it the ideal dust 
and dirt collecting agent. 


SKUTTLE-AIRE permanent filters are available in all sizes for 
| furnaces, central air conditioning systems and room coolers. 


| Write today for complete information on Skuttle’s quality products 
that give you more profitable sales. 


@agkutiile MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 





DEFENSOR 504 


HUMIDIFIERS PERMANENT FILTERS 
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Lod Shot 


>. ~ O Os we -> PAINT 
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int AN 
under the sun. It is full s 
another Sheffield quality product. 


Want more facts? Circle 159, p. 87 


HARDWARE ACE, May 7, 1959 © 103 








BELLS 
THAT 
SELL 


Assortment 


A COMPLETE 
BELL DEPARTMENT 


98 Bells with FREE DISPLAY 


Dealer Cost $11.95 
Retails For $19.78 


FULL 40% Fop DEALER 











SCHOOL BELLS 
PATIO BELLS 
BRASS HAND BELLS 
TEA BELLS CALL BELLS 


COW BELLS 


VIN BROS. 
MFG. COMPANY, East Hampton, Conn. 
Sales Representatives 
JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N. Y. 


Z 








Bevin Bros. Mig. Company 

105 Duane Street, New York 8, New York 
Please send me more information on the 
No. 1200 ‘Bells that Sell’ Assortment 


Name 





Address 
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Overhead display sells 


cutter stock, downspouts 


You can’t stock these bulk items on the 
salesfloor, but you can build displays 


to remind traffic of assortments. 


One of the more difficult items to display attractively is gutter stock 
and downspouts, says Jay Brown, manager of Shorrock’s Hardware’s 
branch store in Arden Way Shopping Center in Sacramento, Calif. 

His solution: mount selected lengths of this merchandise over a display 
island and suspend some short pieces from the overhead length of gutter 
stock above it. It has been effective in increasing sales of this merchandise. 


Manager Jay Brown adjusts an elbow hanging from gutter stock which forms 
the overhead display. 





. 


when customers ask... 





“What can ldo about 
ny power mower...it’s 
so hard to start?” 


Presenting 
the New 


e Light In Weight e Rugged 
e 36° Wide Cleaning Area 


e All teeth easily replaceable 


LEAFCOMB—the finest large area lawn 
rake. 36” wide, yet light and sturdy. Spring 
steel replaceable teeth — a: great selling 
point. Lacquered hardwood handle 60’ 


long. Order now for early delivery. 


, , , / Advertised in 
ee List Price $5.75 | oOo Sentents Dine. 


ve 
: "n tf Saturday Evening 
y 5 Post, Popular 
VU or ag Mechanics, Outdoor 


Life and other 


national magazines. 
Ideal for cleaning under ~~ 


low bushes, hedges, , < Ex ai makes power mowers easy to start, helps 
them deliver full power. Added to the fuel, 


along fences. Full 48” length handle to GuMouT quickly removes gum from carbu- 


eliminate tiresome bending. Replaceable retor and gas lines. Your customers will like 


teeth. Lacquered hardwood handle. what GuMmouT does for their mowers. And 


‘Slightly heer List Price $1.49" you'll like the extra profits it brings. 
in the West 


Eastern Tool also manufac- 





tures the famous ‘Lawncomb” } ee Mm: a 
cakes, ia 16° end 24° ee THE SPRING STEEL TEETH IN aa This GuMouT Self- 


widths and the new ALL RAKES OF THE LAWN- c= Service Display Will 
ey 5 ae COMB LINE MAY BE EASILY Be Make Extra Sales in 
all-purpose lawn rake. REPLACED BY THE USER — é 


rue LoWNCOME LNE 


MANUFACTURED SOLELY BY 
EASTERN TOOL & MFG. CO. 


BELLEVILLE 9,N. J. 
FOR MORE THAN 30 YEARS 


Your Garden Section. 





Order GUMOUT from your hardware distributor or write 


GUMOUT DIVISION 
PENNSYLVANIA REFINING COMPANY 
2680 Lisbon Road, Cleveland 4, Ohio 
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GUARANTEED to stop 
your pump-pipe problems 


WARRANTY 


Jet is designed specifically for use as drop pipe with jet puy 
pipe in accordance with recommendations shown on th 

y, the Yardley Plastics Company will, if its “Golden J, 

rom date of installation, supply the following to th 


A quantity of new Golden Jet equal to tha’ 
free of charge and freight prepaid. 


Payment for all direct labor charges incur 
and replacing with new Golden Jet, plus $’ 
to cover operation of equipment to and 


iration of the five year labor warranty, or if G 
pe for jet pumps, the standard Yardley warrant 


Golden Jet is guaranteed against rot, rust, at 
fects in material and workmanship. Note: The m 
dard guarantee is limited to the furnishing of 
ce materials acknowledged to be defective. 


. 
gy ay 


YARDLEY PLASTICS CO., 142 Parsons A\ 
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THE FINEST FLEXIBLE PLASTIC PIPE 


Golden Jet, engineered specifically for 
use as drop pipe with single and multiple 
stage jet pumps, is backed by a written 
warranty designed to protect your profits. 





Start now ... use Golden Jet protection. It’s 
available from your jobber. 


YARDLEY PLASTICS CoO., COLUMBUS 15, OHIO 
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L ottone from Hardware Age readers 











Farewell from a dealer who loves 


hardware ... Sporting Goods 


Guide is recommended reading for 


salesmen of wholesaler. 


I love hardware 
Dear Editor: 

We are selling out (age and 
arthritis). April 24 the store will 
be closed and we are both sorry. | 
love hardware and every screw, saw 
and file—which is unusual for a 
person 
teacher. 


educated to be a music 

Years ago I wrote you about the 
fun I had with the cartoons. I 
have an extensive scrapbook made 
up from them. Some very amusing 
things happen in our store, too. I’d 
like to write some of them down 
especially the ones who come in for 
a bolt, hold out a little finger and 
say, “about this size, only ™% in. 
longer!’ Size seems to depend on 
the man’s size. 

Thanks so much and keep mak- 
ing hardware the most interesting 
and the most useful of all things 
to use and sell. 

Mrs. W. B. Warthen 
W. B. Warthen & Son 
Davisboro, Ga. 

We'll miss you, too, Mrs. Warth- 
en. Good luck, and much health 
Editor. 


and happiness to you. 


Profit from fun 
Dear Editor: 

As the buyer of sporting goods 
for C. M. McClung & Co., I was 
very much interested in the arti- 
cles in HARDWARE AGE, Mar. 26th 
beginning p. 62, entitled, “How You 
Can Get More Profit Out of Fun.” 


Would it be possible to get 
enough reprints of this article to 
send one to each of our salesmen? 
It would take approximately 100 
copies. If these are available send 
them to the attention of the writer. 

Your very truly, 
Ralph Radcliffe 
C. M. McClung & Co., Ine. 
Knoxville, Tenn. 
Editor’s note: So many folks have 
asked for additional copies of the 
Sporting 


Goods Merchandising 


Guide that we have reprinted it. 


Copies of this 32 p. Guide to better 


sporting goods sales are available 
at 25¢ each for 1 to 10 copies; 20¢ 
each for 11 to 100 copies, and 15¢ 
each for more than 100, all post- 
paid, 


Tool rental guide 
Dear Editor: 

Please send me a copy of your 
Tool Rental Guide. I am enclosing 
25¢. 

Yours truly, 

C. W. Mink, Jr. 

Coastal Mower & Saw Shop 
Point Pleasant, N. J. 
Editor’s note: We still have avail- 
able some reprints of this very 
popular Tool Rental Guide. It tells 
you how to get into the rental busi- 
ness, what kinds of tools to rent; 
typical rental fees, etc. You can 
get copy, while the supply lasts, for 
25¢ postpaid. 





for 
over 
75 years 


... McGILL 


and RAT TRAPS 


Je PREFERRED 
BRAND 


— A 
the McGill 9A AY 6G 
Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 


stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


vac ie 


MARENGO ¢e 


METAL PRODUCTS 
COMPANY 
ILLINO'TS 
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Dramatized display adds 


volume for garden unit 

Some dealers display 
dise with no effort to 
their offerings. 


merc han- 
dramatize 
Extra effort made 
to give garden lines special set- 
tings pays off. 

The more original your display 
the more customers will talk 
about the department and about 
your store. 


of its garden store in its own 
building to dramatize some lines. 

One corner of the garden shop 
is surrounded by a low brick wall 
around a wishing well. This eye- 
catcher unit attracts customers 
of all ages. 

Children particularly like to 
look at the plants, rocks, religious 
statues and other merchandise 
displayed as if in a private yard. 

A display like this can be both 


For this reason Cranston Bros. 
Woodland, Calif., 


a conversation maker and a sales 


in uses a part tool for your garden section. 


As used at Cranston’s, 
play has no price tags 
advertising signs. 


this dis- 


nor any 





PORTABLE 
PATIO LAMP 


Priced by Droplite to | 
sell Profitably at 
$2.39! Works where 
other more expensive | 
lamps won't: sells 

when other lamps 
don't. Rustproof, 
weatherproof, tar- 
nishproof. Rugged, \ 
heavy-duty wire and 
clamp. Protective vinyl 
Perfect for outdoor use. Great 
for garage, workshop, attic, 
crawispace, darkroom, all hobbies 


the 


\ 
coating. 


DELUX 
JUMBO PLASTIC 
CLOTHES LINE 


Verified retail value $1.98 & up. 
Droplite makes it a hot seller 
from $1.29 to $1.49! Heavy- 
duty steel core. Guaranteed 
no stretch, no sag, for two 
full years of constant use. 
fast, stays clean, resists mil- 
dew. In colorful, sales-stimulat- 
ing vinyl display bag. 


lite 


SPOT-A-LITE ALL-PURPOSE LAMP 
fast Priced to sell fast at $2.49. 


Modern styling in four 
bright decorator colors. 
| ) wnen 
{J gals 


Spotlignt 
IS on 


Dries 


Clamps anywhere for use as 
study lamp, bed light, read- 
ing lamp. Used with in- 
sect-repellent, spot, flood: 
all regular 

and spe- 

cial bulbs 


“y EXTENSION CORD 


HOT promotional 
rugged for indoor and outdoor use. 


items. Oversize and 


Guaranteed unbreakable rubber con- 


nectors. Red, green or black wire. 
IS ft., 25 ft.. 50 and 100 ft. lengths. 


= 
-lite ELECTRIC MFG. CORP 


119 Ave. D, New York 9, N.Y. CAna/ 8-3370 
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drop 


A thing of beauty can be an eye- 
catcher and a good display tool. 


Unrelated item displays 
help build extra sales 

Fireplace equipment is a 52- 
week line in a western store be- 
cause it is given prominent dis- 
play. 

Fireplace equipment customers 
also want decorative items to 

up their homes, wrought 
and brass items for outdoor 


dress 
iron 
use are shown nearby. 

Included in the showing of out- 
door items near the fireplace sets 
are weathervanes, post signs and 
lawn markers. Signs and markers 
include samples of made-to-order 
designs and those assembled 
the dealer from number, 
ornament stocks. 


Booke 


for a dealer's library 


by 
letter and 








‘Shellac, How-To-Use-It’’ is 
available to dealers who want to 
train paint salesmen or to show 
customers the proper ways of han- 
dling shellac and finishing woods. 
This free booklet fully covers prep- 
aration of wood surfaces and finish- 
ing with shellac products. It gives 
detailed instructions on ways to 
thin shellac properly, and it shows 
many of the unusual uses of shellac 
around the home. Available from 
the Shellac Information Bureau, 








51 Pine St., New York 5, N. Y. 














—} 9 ee) gd 


Speedy Nr aye: | 


ROLLER BUMPERS ee e/ow price! 
FOR DOORS THAT SWING | 3 *high profit! 


BACK TO BACK AND BUMP wy ae) + top quality! 
PREVENTS DOOR KNOBS — ia ; 

FROM INTERLOCKING y | tx 2 nationally 
STOPS MARRING OF DOORS 1 veg | advertised! 
SCREWDRIVER INSTALLATION : 


WORKS WITH DOORS IN p ” 
ANY POSITION — | OST 


MADE OF STURDY ALUMINUM 


SATIN ALUMINUM OR 
SATIN BRASS FINISH 


ADVERTISED 









































New 1/4 H.P. at Popular Price! 


Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY 


- sional outfit, with No. 112 quart size 00 
OPERATES IN MANY POSITIONS | $32 








Spray Gun. Develops 25 lbs. pressure 
with any 4 h.p. motor with 2” shaft. 
Factory sealed bearings. No. 780 Outfit 
—air hose, tire chuck, gun, less motor. 








RETAIL 


Doors hinged at equal 
distances from the corner 





Doors hinged unequal 
distances from corner 





Doors hinged from 
opposite sides 


No. 544 Mobile Twin 


Proved favorite since No job too big for this 
1921! Delivers 30-40 Ibs. powerful Master Twin 


Easel type display board can 

be set on counter or mounted on 
wall. Accommodates ten (10) pairs of 
Rollmates. Can be replenished quickly. 


Self Selling Packages are packed in 
attractive transparent bubble 
package for clear visibility. 


ENT 
-ROCH 


Want more facts? Circle 166, p. 87 





pressure, 2 cu. ft. clean, Sprayer. Wheels easily 
oil-free air per min. Never On semi-pneumatic tires. 
needs oiling. Outfit with Delivers 4 cu. ft. air, 40 
No. 112 Gun etc., without Ibs. pressure. With 
motor only wheels, No. 131 Gunetc., 
909 Mobile Kit adds mobility to less motor only $88.00 
890 Sprayer, extra $7.50 


ORDER FROM YOUR WHOLESALER 
Or Write for Complete Line Catalog 


Ww. R. BROWN CORP. 


SPECIALISTS IN PAINT SPRAYERS SINCE 1921 
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Southern Hardware Convention 








How wholesalers plan to avoid 


poe: rofitless prosperit 
SALES BUILDERS P prosperity 


from NATIONAL eee 


With business signs pointing to 
better sales for the balance of the 
year, Southern wholesalers at their 
convention April 12-16 in Palm 
Beach, Florida, listened to speakers 
point out ways to keep some of 
these dollars to avoid profitless 
prosperity. 

Here are summaries of addresses 
by John S. Stiles, president, Na- 


NATIONAL VINYL-INSERT 
THRESHOLDS 


Provide air-tight fit and combine good 
looks, easy installation, efficiency, low 
price. Heavy-duty viny! strip is easily in- First business item of convention was 
serted after threshold has been fastened 

down. No exposed screws, no hook strips. a contact session. Here is group, at 
Comes in 3 widths (1%", 32", 4")— right, under banner indicating loca- 
any length. tion of manufacturers. Another 
group, below, enjoyed an orange 
juice break, 


TWO-IN-ONE DOORSTOP 
WEATHERSTRIP COMBINATION 


Heavy gauge rolled aluminum moulding 
has vinyl insert which weatherstrips doors 
or windows and assures noiseless closing. 
Aluminum is surface treated to prevent 
oxidation and to provide bond for paint. 
Available in 7’ lengths with screws—in- 
stallation holes punched. 


“‘CASE-TITE’’ SNAP-ON 
WEATHERSTRIP 


Designed for metal casements and made 
of special spring alloy aluminum. It's in- 
expensive and simple to apply—no nails, 
screws or special tools required. Snaps 
on sash frame and is held firmly by its 
own tension. In bulk (6° lengths), or in cut 
sets for 2, 3, 4 light vents. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


Al 


NATIONAL METAL 
PRODUCTS COMPANY 





Natior=! Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
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SELLING—and FAST! 
Cash in now on new Ridlid ‘SpreDWING 


f 


y . 





Just turn handle... 
... table “spreads wings’”’ for 
ideal flatwork ironing surface! 


. * 
“oe > ee : 


* Guaranteed by 


Good Housekeeping : | <— 
Y 0» oe > ; onneg ~ See 


ae 
45 aoveariscd 


Now, TWO Aid@fid keos Bom ironing 
tables in ONE...(1) tapered table for 
ironing clothes, and (2) “‘squared-off”’ 
table for ironing flatwork! 


Patents 
applied for on 





It happened when Rid-Jid first introduced an adjustable ; as : j SprepWine 
height table. It happened when Rid-Jid introduced hi : BPEL tecture 

Knee Room design. And now it’s happening again with | 

Rid-Jid’s newest exclusive—the SpredWing design: 


Women are recognizing this feature as a 


most welcome problem-solver...and they’re Just Introduced 
taking Rid-Jid SpredWing ironing tables 


off sales floors at a record pace! SPREDWING Adjustable Table 


Cash in now with fast sales of this most wanted ironing 
table in your store...it’s value-priced for your cus- 


@ Sturdy chrome legs 
tomers, yet you get your regular profit margin. 


@ 12 height adjustments 


Retails at & inet 
@ Finger-tip control 
Model No. 1 


(higher in Canada) @ Open mesh top 
Save $1.98 on Pad & Cover set, regularly $4.98, now only \ . 
$3.00 when purchased with Spred Wing table. Sold only in \ only $ 1395 


combination at $19.95. Pad and cover only $3.00 
when purchased with table. Model No. 2 


As advertised in Ladies’ Home Journal, . 316.95 resadd. combination at thigher in Canada) 
Good Housekeeping, Better Homes & Gardens and Bride’s. 


Ridfid SprevWine +2220 comenw 


For over 80 years creators of convenience in quality household products 
Want more facts? Circle 169, p. 87 
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Se/f- powered 
spray gun 
sprays 
any liquid 
at touch of 
a button! 













DINNERWARE STORAGE RACK 












—- PIONEER LINE 
“Vinylite  KUSHION- KOAVED 
ju. wee ce AIDS 


PLATE STORING RACKS 
No. 750 — 1012” x 6” Small 
No. 7000 — 21” x 6” Large 





No. 208 — 17%" long, 9 Deep, 


PLASTIC DRAIN A TRAY 
Hi-impact Styron 


a 
DRI-ALL DISHDRAINERS No. 400 — 21” x 14” x 1%” 


No. 2800 — 17” x 13%" x 5'2"” 
No. 3750 — 18” x 15” x 6” 





DOUBLE DUTY 
DISHDR AINERS 
No. 109 — 17” x 13’ x 3%” 
No, 119 — 17" x 13” x 4” 


No. 149 — 1314” x 10” Twin Sink 
No. 149 — 16 x 12” Regular 


Send for complete Catalogue today or contact our local representative. 
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LIST PRICE 


ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 34" pipe 





UNION VALVE (Non-Union $2.60) $960 


Swivel seat for long life, *4"’ pipe 





POP-UP SPRINKLER HEAD 














Complete in one hand! One replaceable 
can of constant-pressure propellent sprays 
up to one pint of liquid. Everything from 
lacquer, enamel and latex wall paint to 
model dope, lubricants, polishes, cleaners 
and house-plant sprays. An engineered, 
precision tool for craft and model work, 
decorating and general household use. 
Easy to get expert results. Sprayon Jet-Pak 














is distributed through normal trade chan- 
nels. Inquiries invited. Complete unit 
$3.95 list. Refill cans $1.79 list. 


SPRAYON PRODUCTS, INC. 


2071 East 65th Street 
Cleveland 3, Ohio 
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3] 00 
Pops up 1'2” above grass 
REGULAR SPRINKLER HEAD 
Fully adjustable, solid brass 50 
HOSE TO PIPE FITTINGS 
Various sizes available 30 
HOSE Y 
Ideal for Siamese connections 68 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MEG. og oF 
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Southern convention report 
(Continued) 


tional Wholesale Hardware Assn. 
and president of Morley-Murphy 
Co., Green Bay, Wis., wholesaler; 
and George D. Wilkinson, manage- 
ment consultant. 

For a report of the convention 
see HA, April 23 issue, p. 57. 

Circulars and consumer catalogs, 
Mr. Stiles pointed out, are effec- 
tive, low cost mailing pieces for 
dealers. However, he noted that 
too many dealers using circulars do 
not follow through by using store 
and window trims provided by 
wholesalers and by briefing their 
clerks on the promotion. 

“When a dealer pulls out all the 
stops by using all the elements of a 
circular promotion, the results are 
far superior to the results achieved 





Convention Sidelights 


The weather was 40-60. 
That’s right, Chamber of 
Commerce or no C. of C. The 
first two days were sunny, 
mild. The pool was full of 
swimmers. The terrace was 
full of sun-seekers. The next 
three days were overcast, 
windy. There were few swim- 
mers, cabanas were empty. 
The convention moved in- 
doors except for a few hardy 
men who took some outdoor 
exercise. 





by dealers who only send out cir- 
culars,” he told the convention. 

Cooperative advertising funds 
was another dealer aid mentioned 
by Mr. Stiles. Coop ad money, he 
pointed out, helps a dealer extend 
his advertising budget. Also, coop 
money is helpful in organizing a 
joint advertising program so deal- 
ers in a common market can use 
bigger display space and make a 
greater impact on customers. 

Radio is helpful in big city areas 
to promote a dealer’s store, he con- 
tinued, then Mr. Stiles told how his 
company has been using spot tele- 
vision advertisements for its deal- 
ers. 








A committee of dealers selects 


the items to be promoted on these 


television spots, and after each 
spot the names of five dealers are 
shown on the screen and mentioned 
by voice. Dealers can elect to have 
their names mentioned as often as 
they want to. The majority of 
dealers, he told the convention, pre- 
fer to be mentioned once a week. 
The cost of each mention is quite 
low, he continued, and participat- 
ing dealers also have store tie-in 


materials to identify their stores 
as the one having the television 
specials. 

Morley-Murphy Co. now is pre- 
paring a television series to pro- 
mote fishing tackle, he told the con- 
vention. 

“It takes patience, imagination 
and courage to organize a televi- 
sion promotion,” Mr. Stiles said. 

Wholesalers have no direct voice 
in the dealer’s business yet what 
wholesalers are doing for dealers is 






























bright, new 


SUN RAY packs 


spark steel wool sales! 





Three new colorful Sun Ray Steel Wool 
packages stop the eye, start the sale . 
encourage self-service and impulse buying. 
Handy, informative packages suggest doz- 
ens of uses and the right grade for each 
job. Dependable quality of long, resilient 
strands of finest Sun Ray Steel Wool builds 
repeat volume for you. 

TWIN PACK with 16 layer-built pads di- 
vides into two complete 8 pad packages 
for sales flexibility. Available in 7 grades. 

3-IN-1-PACK holds assortment of 6 big, 
handful-size layer-built pads . . . two each 
of fine, medium and coarse grades of steel 
wool in each package. 


bulk pound tubes 


ONE POUND BULK TUBES are economi- 
cal buy for home, shop and general indus- 
try ... available in 7 grades, also 3 grades 
of shavings. 

Order Sun Ray from your jobber today, 
or write for free descriptive literature to: 
THE WILLIAMS COMPANY, London, Ohio. 


WW 





STEEL WOOL 


LAYER.BUILT PADS © JEX HOUSEHOLD PADS © BULK POUND TUBES 
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JEFFERSON 


Stocks Everything in 


MARINE FASTENINGS 
for Shipment Today! 


MONEL ¢ NAVAL BRONZE 
SILICON BRONZE 
BRASS © ALUMINUM 
STAINLESS STEEL 


Stock of Galvanized Bolts! 


® Industry's easiest-to-use catalog 
places all your Fastening needs at 
your fingertips! Large, clear listings, 
helpful illustrations. Use your 
Jefferson catalog today and every 
day. Additional copies available 
free on request. 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 


$Pring 7-8400 





...and America’s Most Complete 





691 BROADWAY * NEW YORK 12, N.Y. 
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Southern convention report 


(Continued ) 


important to the dealer, he pointed 
out. 

“Sucess of the dealer is vital to 
wholesalers,” he added. 

Mr. Stiles noted that more and 
more thinking dealers are working 
with wholesalers on making a suc- 
cess of promotions. 

“It is easier to work than to 
think” was the theme of an address 
on “Modern Management Methods” 
by George D. Wilkinson, head of 
the Geo. D. Wilkinson Co. 

Mr. Wilkinson was on familiar 
ground with Southern wholesalers. 
Several years ago his research or- 
ganization conducted a survey of 
management and operating meth- 
ods for a group of Southern whole- 
salers. Mr. Wilkinson also made a 
similar type survey for industrial 
hardware wholesalers, and _ for 
plumbing supply distributors. He 
also is doing consulting work for 
hardware wholesalers. 

Seven areas for improvement in 
management outlined by Mr. Wil- 
kinson were: 

Organization. Top. executives, 
and also junior executives, must 
learn to delegate responsibility and 
authority. Then executives. will 
have time for creative thinking. 

The handling of routine work, 
like opening and reading all the 
mail, he pointed out, is all right if 
executives want to consider this 
recreation. But it is work, and 


committee member... . 





| Joe F. Wood, Corpus Christi (Texas ) 


Hardware Co.., 


committee. 


elected to executive 











Sale Speeder No.7 


Use this fast convincer 


fel ame lille @e_t-1(-) Mba lela 4a, 


fom She) 
=Telel 4-} a 


LET CUSTOMERS FEEL the 
Ol 014-2 ae ol - tt - talet-me- tale mmelels-1a 
TELL them it's the favorite of 
ot- ide] -jald-i¢-mandal- me elel-lallelalme i ale 
Vv 2eleM ae _lilemmndel-iilal-l-lemll- mm el-igeal-t 
‘al -Jeh4) em lele:.<-le mm deommal-lalell—mmm @r- i) 


[olel am iael- me -lealel-lamiale)i-t-1-li-1e 


RUE TEMPER 


Your basic line...your money line 
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yeast BLUE'< 
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. 


== — 
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Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 

2305B North 11th St. « St. Louis 6, Mo. = 


I a HM 


Want more facts? Circle 176, p. 87 








TIRE CLEANER 


One squeeze provides a controlled spray 
of a special chemical formula that will 
effectively and effortlessly return that 
bright showroom look to whitewall tires. 
Full pint retails for $1.00. 

Kemkat Whitewall Cleaner, Golden Car 
Wash and Kar Klene are all available in 
new, colorful “squeeze bottles” designed 
for quick sales and easy use. 


FOR VOLUME SALES=stock the Kemkat family of colorful squeeze cans! 


KEMKAT Kar Klene— a chrome, leather and plastic wax cleaner. 
Full pint squeeze container retails for $1.00. 

KEMKAT Golden Car Wash—an effective, non-streaking detergent 
for effortless car washing. Full pint squeeze container retails 
for 65c. 

KEMKAT Motor Aid —a newly developed oil and fuel additive. 
Full pint retails for $1.50. 
Watch for KEMKAT White-Sno . 
with Old Spice and lanolin. 


. + a new waterless hand cleaner 
See Your Local Jobber 
THE KEMKAT COMPANY 


DIVISION OF W. E. BASSETT CO 


Francis Street, Derby, Connecticut 











Rust and 
AIL BOXES 


oe quer 


. Remington 


4 low priced 
and ranch 
horizon- 


" 
ail boxes Of 
modern, traditional 


designs. Upright or 
tal. In 5 colors. 
HOUSE & MAIL BO 

700 ° For ag vn os 
<< pend ie | ornaments 
ui cast in rust proof alu- 

D> minum. Name 

plate holds 12 letters. 
Send For FREE Catalog 


C. 
REMINGTON HARDWARE (0.. IN 


x 6, N. Y. 

tT © NEW YOR 

a ENWICH STREE — 
mes «(102 GRE m ; 


mensiona 





et 


abies Lanai 
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Dempster Convert-O-Jet lets 
you close more sales faster 
because it offers—at one low 
price—a truly top quality 
water system for both shal- 
low and deep wells. 

For low investment, you offer 
the best in durability, adapti- 
bility and performance: 
quick, easy conversion from shallow to deep well 
operation with no extra cost, except pipe, and with 
no special tools; choice of the thrifty 14 or hefty % 
HP ball bearing motor; corrosion-proof ejector and 
nozzle; improved low-loss impeller; excellent ma- 
terial and construction throughout; water delivery 


of as much as 835 gal. per hr.; operational depths 
to 90 feet. 


Write Dempster or your nearest Dempster branch 
today for details. 














‘deep well 
thrifty “3 HP 
powerful 2 HP 











DEMPSTER 
MILL MFG. CO. 


EQUIPMENT BEATRICE, NEBRASKA 


—_ Branches and Warehouses: Omaha, 
Kansas City, Mo., Des Moines, Sioux 
Falls, Denver, Oklahoma City, 
Amarillo, San Antonio 
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WE DO AREAL 
BIG BUSINESS 
NOW - THANKS 
TO YOUR FULLER. 
TOOL-A-MAT 


ALL MY DEALERS 
TELL ME THAT— 
AND LOOK AT ALL 
THE SPACE YOURE 
SAVING 


A re J 


Get the story from your jobber to@ey' 


TOOL CO.INC. | 
@ “3522 Webster Avenue, New York 67 


' 





Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 


craftsmen .. . designed for service .. 





APOLOGIZE? 


When you can't give your cus- 
tomers the advertised name brand 
item he has requested, he expects 
an apology from you. Customers 
are that way. 


Since name brand items are 
usually readily available, you can 
easily change these apologies to 
gold by carrying a small stock 
of these advertised items. 


‘TOILAFLEX’ 
Toilet QQgtna Plunger 


The Plunger They 
Ask for By Name 


By the makers ot 
Water Master tank balls. 
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. and rigidly inspeeted to preserve Fuller Quality and Reliability. 


Want more facts? Circle 180, p. 87 








TVA Tye), 


SCALES 


Standard (agers (2/7 
of value for over 
65 years 


| WEIGHMASTER 
BATH SCALE 


f Hie a 


UTILITY _ 


scates C@> 


 @ 


- , 
HANGING &=s=<5 
BALANCES POSTAL 


SCALES RECIPE | 


/ 


Ni Jobber - 


“ 


TVN Tiel iad tt dome) 
NORTHBROOK, ILLINOIS 
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Southern convention report 
(Continued ) 


is easier to work than te think. 

Inventory control. If you did not 
have inventory you would not be a 
wholesaler, he reminded the audi- 
ence, hence keeping of records is 
essential. Inventory records should 
show the quantity and pattern of 
sales, and also purchases. 

Work measurements. Executives 
need to know what employees are 
doing and how long it takes to do 
it. Then an executive will know if 
an employee’s work load is exces- 





Convention Sidelights 


Distributors are optimistic. 
General concensus at the 
convention was that it has 
been many, Many years since 
wholesalers have shown such 
optimism about business. 
March was apparently an es- 
pecially good month, with a 
number of reports of gains 
of 25 to 30 percent above a 
year ago. 


_ 4 mn _— ~ ——_—— 





sive and if additional employees 
are needed. 

Budgeting. A company must have 
a forecast of sales, otherwise it is 
floundering. The budget, in han- 
dling expenses, should be divided 
as to fixed and variable expenses, 
so each department head knows 
exactly where he stands. 

Selling. Selling on the manage- 
ment level goes in two directions: 
selling to customers; selling to 
vendors. Sales management should 
be a full-time activity of an execu- 
tive who will sell the manufacturer- 
wholesaler-retailer channel of dis- 





idl ~~ a ~~ 


Convention Sidelights 


The golf course was tough. 
That was because of the 
weather. A northeaster blew 
up the morning of the tour- 
nament. One golfer explained 
it: “I was driving 200 yards 
and more with the wind; 20 
yards or less into the wind.” 
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je _ WE'RE ON ‘EASY STREET’ NOW THAT WE'RE SUGGESTING 
SCOTCH’ BRAND MASKING TAPE WITH EVERY PAINT SALE!" 








"SCOTCH" and the plaid design cre re ; 


re registered trademarks of 3M Co., St. Poul 6, Minn, © { 
TMiiwnesora Miisine ano lanuracrurine COMPANY a SS) ad 2 rater C U T 
++ WHERE RESEARCH IS THE KEY TO TOMORROW % } 


~D 
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__Mamt mere fects? Giese 187 ss q@ecurate cylin 
| New Formula Works Wonders! and car keys / 








“TILETTE" ALL-PURPOSE RUST REMOVER 


CLEANS: Outdoor Grills, Kitchen and A J OC MA | ( A | LY 
bathroom chrome, porcelain fixtures. * 


For cars: cleans white wall tires, 
chrome trim and stainless steel trim. 


. . 
REMOVES STAINS f luminum, PRESS | h 4 f f i] 
iron, steel; also scanaiiien tlie: aie. ever, Ww IC au oma ita y 
colored by hard water and chlorine 


seccenicain: tancaneaiana STARTS machine, which automatically 


faces; non-toxi kasy-to-use tube in 
; 4 ) ‘ oO carton V } e ° 
i> rective counter ean slotted for a CUTS Key — mach tomaticall 
— ed _* i # aK ~ > aaa in cone wind to ey mac Ine au oma 1 y 
+ age “7 so summer sales 
a Usk Your Jober or Writ STOPS itself. 
. af REMGVER 


PORTH Att 


| RUST REMOVER 










} 


E) Jumaar ar, | NO FUSS-NO BOTHER 





og 




















” Went — a 184, p. 87 It's q MONEY. MAKER 
4 for YOU! 
£CT Sap ERIN MAIL COUPON TODAY 


it = pay you to eer fast selling KEIL LOCK Cco., INC. 
RUBYFLUID soldering ux—liquid or . 
paste—from eye-catching counter mer- Charlestown, New Hampshire 


chandisers. Get repeat sales because , , 
customers prefer RUBYFLUID, the solder Please send complete information on your 











that is fast acting .. . wets out freely . . . , 

. . « Makes strong, neat unions... No. 1 series of Key Duplicating Machines 
easy to use. 

RUBY CHEMICAL CO. Name - 


PLEASE PRINT 


58 S. McDowell St., Columbus 8, Ohio 





Address 
a Zone______ State__ 
IN RI i a eR RN RE mem mRanR RE IS 
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WV 'l thou 
read-and-butter qe 
fit k 1 

2 ; 
profit-makers! | 


Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester. . . first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away” copies today! 


KESTER SOLDER COMPANY 


WAV A 





, 


EP , 
“4 le A 
7 KESTER @ 


eae: 


aS Be 


or ~ 
| KESTER } 


S2ttae 





a ‘ a 
: ’ KESTER @ 
SOLDERING : : SOLDER + 


Fix 





KESTER 


c 
yoidering 


SALTS 








4207 Wrightwood Avenue @ Chicago 39, IHlinois | 
v Newark 5, New Jersey © Brantford, Canada | 
Want more facts? Circle 187, p. 87 
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Southern convention report 


(Continued ) 


tribution to vendors and to cus- 
tomers. 

Mechanization. There is a place 
for “punch card mechanization” in 
wholesaling, but the first step is 
to find out how much work must be 
handled by hand and how much can 
be done by machines. 

Wholesalers should search for 
ways to mechanize the office and the 
warehouse. 

Mr. Wilkinson mentioned the 
need for gravity conveyors in ware- 
house packing departments. Work 
on the packing line can be cut in 
half, he added, with a conveyor. 


Convention Sidelights 


A tip on garden tiller sales. 
A Southern distributor re- 
cently noticed their tiller 
sales were booming. He won- 
dered who was buying them. 
He was startled to learn that 
contractors and _ plumbers 
were big buyers from their 
dealers. Seems that contrac- 
tors and plumbers are using 
tillers to speed up the dig- 
ging of foundation and water 
pipe trenches. They make a 
pass with the tiller to loosen 
the ground. This loose dirt 
is easily shoveled out of the 
trench. Then the tiller makes 
another pass to loosen more 
dirt. This continues until the 
trench is dug. Considerable 
time saving is reported for 
this technique. 








Personnei. Find out the quali- 
fications needed for each job in the 
organization, then use_ testing 
methods to find the person best 
suited for that type of work. 

Mr. Wilkinson pointed out the 
danger of selecting a staff on the 
theory that a man first works in 
the warehouse, then progresses to 
the counter, the telephone, then to 
outside salesman. The _ qualifica- 
tions for a good man on each of 
these jobs is different. A man who 
is good in the warehouse may not 
have what it takes to be a good 
Outside salesman. 











Repeated by 
dealer demand! 





Special Low Price 
for limited time only 
on Pittsburgh 


- ® 
R F 


America’s finest house paint 














sburgh Paint dealers everywhere are ringing 

up additional sales and profits with SuN- 
Proor House Paint. Last year’s special pro- 
motion proved so successful dealers asked to 
have it repeated this year. This special offer is 
in effect during the month of May. 


@ If you want to cash in on this opportunity to 
increase your paint business get in touch with 
your nearest Pittsburgh Plate Glass Company 
branch or mail this coupon today! 


ee —_—  aeesscss ssca ss s ees 





Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-59, Pittsburgh 22, Pa. 


THE GARRY MOORE SHOW will feature this special 
SUN-PROOF offer during May on 177 CBS-TV and 
affiliated stations, Tuesday evenings 10-11 p.m. E.D.T. 


| 

| 

| 

| 

| Gentlemen: I am interested in further details about 
7 the special SUN-PROOF promotion. 
| 

| 

7 





Address. 








City. County _ _State 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED L 
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for my pipe service 

department ...it threads '/2’’ to 2’’ pipe 
with just 1 Universal Die Head 

and 2 Sets of Dies. 


Looks good, does better. Perfect cutting, reaming, 
threading fast . . . and easy! Three tools operate 
independently .. . swing up out of the way for 
short pipe chucking from front. Slip-proof Speed 
Chuck is a great per- 
former. Concealed oil 
system, automatic shut- 
off nozzle. Quick-opening 
die head sets to size right 
in machine. Power?.. . 
Ritai>-built motor 
handles 2”’ pipe, conduit, 
bolt, rod—and 12” geared 
tools easily. Try it, com- 
pare it...and you'll 
understand why it’s so 
handy for pipe service! 
Leg and wheel stands 
available. At your Hard- 
ware Wholesalers. 


The Ridge Tool Company Elyria, Ohio, U.S.A. 


‘ \ 


THREADED PIPE... it’s Tight...it’s Best... Costs Less! 
Want more facts? Circle 189, p. 87 
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This weird machine 
is a SERVICE SKIMPER... 


MOTO-MOWER™ 
doesn't own one 


No sir! We sure don’t own one. A kick with the 
foot, a belt with a hammer and a shot of grease 
isn’t our idea of service. We know that reliable 
service, close at hand, is really important to 
you and to most power mower prospects. 
That’s why Moto-Mower has a nation- 
wide network of service dealers who 
carry parts in stock and are strategi- 
cally located to make quick, efficient 
customer adjustments and repairs. 

. Moto-Mower service, plus a 
em FULL ONE-YEAR WAR- 
RANTY, on all models, 


> : 8D helps you sell ... helps 
keep your customers sold. 

21° Eetueaae of 8 models 
DETROIT HARV®STER CO. 


MOTO-MOWE R, Inc. Richmond, Indiana 
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, Slaymaker offers 


FREE 


parr Se WIRE RACK 


| 


Subsidiary of 





OUTSELLS we IN at > 
BOXES AS MUCH AS 5 T0 1 


SLAYMAKER LOCK COMPANY, LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 
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MASTER KEYS | 


























SOE. ANF 


BULL DOG MASTER KEYS 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
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5 profit-making reasons 
why more dealers are selling 









































































en CAMPBELL CHAIN 
Calendar 
Convention Check List 
| SELF-SERVICE DISPLAY MERCHANDISERS... 
F COMPLETO GOras GuCUT the ote Attractive Reel DISPLAY UNIT. Cutter attached. 
) ~heiniag Sack “Blue Temper’? MERCHANDISER, two-way display 
for counter or aisle, in one square foot of space. 
’ CAM-PAILS—footage pack—all-steel, water-resistant. 
ay 
13-15 Triple Industrial Supply Conv STRATEGICALLY LOCATED WAREHOUSES... 
tion, Dalla: Assure you prompt delivery and service. Back-up 
18 to American Hardware Supply Co. stocks are maintained in a nation-wide network of 
~~ re? . if emma ” Oo gn Declare! warehouses. 
et-Together and Merchandise 
eee 1 Bay “BLUE TEMPER” PRE-CUT PACKAGED CHAIN— 
June exclusive ... Rich blue color. . . tempered right into 
98 C & Co., Toy-Gift & F the chain itself. Proof Coil Chain—3/16", 1/4”, 5/16", 
Goods Show, Chicag 3/8”"—pre-cut to lengths of 10’, 15’, 20’, 50’ and 
7-8 Un ed Hardware | buting 100’; pre-packed for self-service display; clean—no 
po | . SI Minne- more dirty handling; labeled for instant identification 
i a a of grade and size. 
T Sk ~~ 10 
Tar . se | ee int ag a ee NEW “HALL-MARK” CHAIN— permanently identified 
Rees. & Tema tecduass Secad .. . BY MAKE—the Campbell ‘‘C"’ in relief on every 
ers Club, Austir other link. BY GRADE—the grade mark is on alternat- 
lel ing links. BY 5’ INTERVALS— marked and color-coded 
id | for quick, exact measurement. 
6 Janney, Sempik H & Co. 
7 pode _ ™ ” bs — - "MEASURE-MARK” CHAIN— originally introduced 
Atlontic C gaat es —_ by Campbell . . . Marked exactly every 5 feet . for 
13-24 American Hardware Supply quick, accurate measurement. Color-coded for instant 
Co.. Gift Show. Pittsbural identification of chain grade. Inventory labels are 
19-23 National Reta Hardware color-coded, too. Green—Proof Coil; Red—BBB; Blue 
Assn., Congress, Los Angeles —High Test; Orange—Cam-Alloy. 
26-28 Our Own Hardware C Sum 
mer Conventior ind. =- Stock- 
holders Meeting, Minneap 
— The complete Campbell line includes welded and weldless chain in every size and grade. 
a CAMPBELL COIL CHAIN | CAMPBELL MACHINE CHAIN 
2-7 Associated Fishing Tackle Mfrs. a , _ 
Trade Shaw. Chicac CSS ‘e 
31 to Walter H. Allen Co., Stock- 
Sept | holders Meeting and Mer- Twist Link 
chandise Show, Dalla 7 Twist Link Straight Link 
September CAMPBELL | 
6-9 Beck & Greaqqg Hardware Co. | INCO 
! PASSING LINK 
Fall Merchandise Show, Atlanta [SS PATTERN COIL 
13-15 Mid-West Hardware & House CHAIN 
wares Show, Chi [aq | CHAIN 
27-30 Nationa Builders Hardware 
Convention, New Orleans | SINGLE JACK CHAIN 7 LOG CHAINS 
28 to Nat onal Hardware Show, New | . - ~ 
Oct. 2 York RRC  — PARA OEE I 
October . : 
4-7 Americon Hardware Manufac | wero Ca , 
turers Assn.—National Whole- INCO HALTER AND DOG CHAIN | 
sale Hardware Assn., National , | INCO TIE-OUT CHAINS 
Conventi: n, Atiantic City | ee ee ee | 
8-10 Mid-America Lawn, Garden & fo j | 
Outdoor Living Trade Show, ] | Z | 
Chicaac | a aes . | 
25-27 Hardware Wholesalers Inc.., Cox oT oe, | 
Convention and Merchandise ? | 
Show, Fort Wayne Sf 
Cree a oe ae ae, | 





National Events Get complete information from your Campbell wholesaler or write direct © 






annual convention with the Na- 
tional Wholesale Hardware Assn., 
Want more facts? Circle 193, p. 87 > 





American Hardware Mfrs. Assn. joint a 


CAMPBELL CHAIN @Comsany 


Factories and Warehouses: York, Pa.; W. Burlington, lowa; E. Cambridge, Mass.; 
Atlanta, Ga.; Houston, Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; 
Los Angeles, Sacramento, San Francisco, Calif 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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. 
: [Myers | | 
| Pump Dealer | . 
|[MONES PUMP £6. | 


; 


Let's 
Talk 








VEBBAG rbiet sewer CMU EDE RE KASS 


haat att Sane 


About 
Pumps 


and what the Olympian 
Profit Program means to you... 


‘Le PROGRAM has one purpose... to increase your pump sales. It 
is entirely localized for your use in your own town. It is the first com- 


plete dealer promotion program in the pump industry. The OLYMPIAN 
Profit Program will arm you with every sales weapon you need to meet 
competition ... to be the top pump man in your community. 


As a dealer, you call the shots on this new 
program. You aren’t loaded with a lot 
of useless material. You have a large 
selection of promotional aids, every one 
hard-hitting and easy to use. You select 
the ones that are best for your business 
.. . that do the best job with your cus- 
tomers. 

Here’s what’s available to you, as a pump 
dealer, in the Myers OLYMPIAN Profit 
Program. Compare this with any other 
so-called complete promotion program. 
Remember, each of these items is avail- 
able to you FREE as a Myers dealer. 
Metal tacker signs, truck and window 
decals identify you as an ‘‘Authorized 


Myers Pump Dealer” and build your 
reputation as headquarters for depend- 
able products, dependable service. News- 
paper mats, radio scripts and telephone 
directory cuts are packed with hard- 
hitting sales facts that pull customers to 
your door. T’o dress up your pump dis- 
play area, you get full color wall posters 
and window streamers. And, with every 
OLYMPIAN pump you buy, an at- 
tractive floor or counter display that sets 
up in seconds. You can sell customers by 
mail with full color handout folders and 
post cards prepared for your own imprint. 
As a real clincher, this free promotional 
program is backed up by a year ’round 
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cooperative advertising program in which 
Myers pays a share of your local adver- 
tising cost, if you participate. Myers 
further backs your own promotional ef- 
forts with a sensible national and regional 
advertising program. Myers’ advertising 
goes after pump prospects, not coupon 
clippers. We pass these prospects on to 
you immediately for a fast closing sale. 
Myers’ advertising sells customers on the 
idea that doing business with an Author- 
ized Myers pump dealer is mighty good 
business. 

To further back you, Myers offers you 
and your personnel free, complete and 
practical pump training, covering every 
profit-making phase of the pump busi- 
ness, from promotion to sales and service. 
Upon completion of training you receive 
a three-dimensional plaque, personally 
inscribed with your name. You become 
a member of a growing list of retail 
businessmen who are realizing increased 
profit opportunities by joining Myers, 





the sales leader in the industry. 

Best of all, in addition to this new, com- 
plete promotional package, Myers gives 
you a new line of OLYMPIAN jet pumps, 
competitively priced, easy to sell and easy 
to install. Compare Myers OLYMPIAN 
jet pump performance, quality and price 
with any other jet pump on the market 
today. 

If you want to be first in pump sales in 
your community, we invite you to join 
the team that’s first in the pump in- 
dustry. Go with Myers for increased 
pump sales... better pump profits. 
Write today for full details on how you 
can get: 

MORE PUMP, MORE PROMOTION, 
MORE PROFIT with 


OLYMPIAN 


Your pump line for ’59. 


The F. E. Myers & Bro. Coa. 
1905 ORANGE ST. ASHLAND, OHIO 
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Convention Calendar 


Anchor Brand Top Values 
quality-wise, price-wise : (Continued) 


:; :; Oct. 4-7, Atlantic City, N. J. Head- 

vse Check and see if your stock is low on | quarters Dennis and Shelburne Ho- 

. | tels. Arthur L. Faubel, AHMA sec- 

these 10 dealer-tested Anchor Brand profit-makers. | aie, Gt Sli hae. ten 

York 17. Thomas A. Fernley, Jr., 

NWHA managing director, 1900 
Arch St., Philadelphia 3. 


on. Associated Fishing Tackle Manufac- 


turers Trade Show, Aug. 2-7, Hotel 
Sherman, Chicago. John M. Holmes, 
430 Bond Bldg., Washington 5, D.C. 






































. an _ Industrial Supply Convention, May 
No. 327 Wire Rope No. 421 Standard No. 340 Utility Snap 13-15, Statler Hilton Hotel. Dallas. 
Clamps Oarlock STURDY cast malleable iron Sponsored by American Supply & 

QUICK AND EASY fastening for REGULAR SOCKET oarlock is gal- aca —_ is Prey on “ “9 Machinery Mfrs. Assn., W. B. 

SaaP Eee, Guy WO Fees) =6ynnlend. Comes tn ole slaves. ee re’ Thomas, Hunter-Thomas  Associ- 

rope diameter, '8” through +". —? . . 

ates, 2130 Keith Bldg., Cleveland 

15, business manager; National In- 

dustrial Distributors’ Assn., 1900 

Arch St., Philadelphia 3, Robert C. 

Fernley, executive secretary; South- 

ern Industrial Distributors’ Assn., 

712 Volunteer Bldg., Atlanta, Ga. 

E. L. Pugh, secretary-treasurer 


























National Builders’ Hardware Conven- 


‘ | . tion, Sept. 27-30, New Orleans, 
No. 1 Display Sox Me, GO0S Gaap | ny Headquarters hotel, Hotel Roose- 








SILENT SALESMAN, features snap ALL PURPOSE swivel snap, 4 Display Box velt. Exposition and meetings at 
wucorinan — spring and het sisss, in cost manesite on trem saya Cys CULES, single and Municipal Auditorium. Sponsored 
nroreon ini igen sy by National Builders’ Hardware 
ing pulley uses. Assn., John R. Schoemer, managing 

| director, 515 Madison Ave., New 
York 22, and American Society of 
Architectural Hardware Consult 
ants, George P. Merrill, executive 
secretary-treasurer, 220 “E” St., 
Santa Rosa, Calif. 


snaps which sell quickly from ¥8” to 344”, solid brass in 49” size. 
counter position. ..72 snaps 
in all, 








National Hardware Show, Sept. 28- 
Oct. 2, Coliseum, New York City. 


























| |No. 102CalfWeaner | | No. 5319 Cattle | | No. 15 Curry Comb 
HUMANE PATTERN WEANER has Leader CIRCULAR PATTERN COMB 


is 
adjustable ball tip nose ring — STRONG CAST MALLEABLE IRON spring steel, reversible so both HARDWARE HUMOR 
medium size. Also available in leader with hook, 8” in length, sets of teeth may be used. Also 
small size, No. 101; large size, has two holes in handle to permit comes in solid brass. Handle is 
No. 103. threading of rope. red enameled wood. 





Rugged construction, smooth finish—these are just 
two of the reasons why Anchor Brand and WC 
“Dependable” products attract hardware customers. 
Popular prices clinch the sale. 





Your North & Judd wholesaler can help you keep 
your stock up to the minute—and your sales up to 
the mark—with Archor Brand and WC “Depend- 
able” items, packaged to appeal and priced to sell. 














| | No. 20 Display Box * 
FOR HOME, FARM, FACTORY, 


two dozen 6” latches complete 


with staples. Latch has weather- Ay oO ee | re 2) J U D D 


proof gravity operated locking 


device Manufacturing Company 


New Britain Connecticut 

















JERRY 
{SUNG 
"I'm giving you all my business. Those 


: t be- 
New York @ Boston ¢ Philadelphia ¢ Atlanta © Jackson (Miss.) © Buffalo * Detroit © Chicago other stores —- - hufty about be 
Minneapolis ¢ St.Louis ¢ Dallas ¢ tLosAngeles « Sanfrancisco ¢ Seattle © Montreal IND paid... 
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IT PAYS TO STANDARDIZE ON STANSCREW 


Machine Bolts and Carriage Bolts Now 
Produced to Stanscrew Quality Standards 


Now ... hardware wholesalers are offering to dealers 

all across the country new Stanscrew machine and 

carriage bolts. These fasteners are produced to the 

same standards of precision and uniformity which ATTENTION, WHOLESALERS 

have made Stanscrew a leading supplier of industrial 

fasteners for over 80 years .. . and they are avail- 

able at the same price as ordinary machine and 

carriage bolts. your dealers . . . wire, write, or call today 
Clean, sharp threads . . . exact dimensions. . . for complete information. Stanscrew’s ex- 

the smooth oval heads and square corners of the tremely quick delivery schedules and com- 

carriage bolts... all are unmistakable hallmarks of petitive prices will come as a pleasant 

the superior quality which the progressive hard- surprise. 

ware dealer extends to his customers in every line 

he carries. Call your Stanscrew wholesaler today 

for complete information. 


If you are not already supplying Stan- 
screw’s machine and carriage bolts to 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, HLLINOIS 
HMMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 
STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
Want more facts? Circle 196, p. 87 
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Col), Better because it's Convention Calendar 
(Continued ) 


made better! Sponsored by National Hardware 


Show, Inc., 331 Madison Ave., New 
York 17. Frank Yeager, managing 
director. 





National Housewares Exhibit, July 
13-17, Convention Hall, Atlantic 
City, N. J. Sponsored by Nationa! 
Housewares Mfrs. Assn., 1130 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 19-23, Statler Hilton 
Hotel, Los Angeles. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


National Wholesale Sporting Goods 
Show, Aug. 2-5, Sheraton Hotel, 
Chicago. Sponsored by Trade Asso- 
ciation Shows, Room 923, 600 S 
Michigan, Chicago 5, III. 


“ 108 , et 
Sen om ed 
* Guaranteed by ~ 


Good Housekeeping 
fa a 


Regional Events 


Ace Hardware Corp., Summer Con- 
vention and Toy Show, June 7-9, at 
Ace Warehouse, 2355 S. Blue Is- 

land Ave., Chicago 8. Charles B. 

y McClaskey, show manager. 


* \\ 
o' 4S anveanisto 











rr : > and raY TONY ¢ ce ‘TrATL } ’ . 
There's more strencth, longe) wear and less stretch in Walter H. Allen Co., 6210 Denton 


Shutford’s TIGER LILY because the tough, plastic cover is Drive, Dallas, Aug. 31 to Sept. 1, 
extruded over a long-lasting tire cord rayon core. annual Stockholders’ Meeting and 
Merchandise Show at Baker Hotel, 
:, ) | _ y Dallas. 
In White and Azure Blue, Pin-up Pink, Tiger Yellow and — 
t Green pastels ... guarantee ade S. ; 
Mint Green pastels guaranteed not to fade onto clothes Amesionn Mardwore Sunsly Co. Toy 
F ' bi fit disol ti T d Show, May 18-June 12; Gift Show, 
‘or more sa es, igger profits . . - display nationally a ver- July 13-24, both at company dis- 
tised Shuford’s TIGER LILY plastic clothes line up front in play rooms at 41 Terminal Way, 


your store! | Pittsburgh 19. 


Beck & Gregg Hardware Co., 217 
P Luckie St., Atlanta 1, Sept. 6-9, at 
Display high profit PA Biltmore Hotel, Atlanta. 


Shuford’s HAWTHORNE : Cotter & Co., June 1-11, Toy-Gift & 


Braided Cotton Clothes Line Fall Goods Show, at company ware- 


. se, 2740 N. Cly Shicago. 
Two connected 50 foot con- house, 2740 N. Clybourn, Chicago 
tinuous length hanks are 
Shuford’s biggest selling solid braid- individually packaged in Hardware Wholesalers, Inc., Oct. 


ed cotton clothes line. Two connect- . ‘A’c Passes = - OF : , 
ed 50 ft. hanks individualty pack- Shuford’s Ever - Wrapped 25-27, convention and merchandise 


aged in Shuford’s Ever-Wrapped clear film bag for lots of show, at company offices, Nelson 


clear film bags. 12 hanks in sales- eye-appeal and buy-appeal! ell 
making self-display carton. Shipped in Road, Fort Way _ Ind. 


Pre-stretched « Stronger « Wears Longer 


colorful _ self- 

display carton. 

Janney, Semple, Hill & Co., Toy and 
Gift Show, July 6 until sometime in 
September, at company headquar- 
ters, 22-26 Second St. S., Minne- 


CLOTHES LINES e« TWINES Shuf apolis 1. 
PRESSURE - SENSITIVE PAPER TAPES Ord SINCE 1860 
SASH CORDS e WEATHER STRIPPING len: al 


COTTON & RAYON YARNS e EXTRUDED PLASTICS mM 
'CKO 
Ry 





Mills Mid-America Lawn, Garden & Out- 

» INC door Living Trade Show—Chicago, 
: 7 N.C. Oct. 8-10, International Amphi- 
3526 World's Largest Manufacturer of Cotton Cordage theatre, Chicago. Frank Yeager, 
Want more facts? Circle 197, p. 87 
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N EWS! A Great 


Sales-pulling Name 


\ewwoat: i Vou ©... ian 


Sell boat hardware... 


profit big from the booming boat market! 


Figure it out for yourself! Boat owners are everywhere! 
Not only shore, river and lake areas but inland city areas, 
too, where boats are trailer-hauled. And here's your chance 
to sell the growing number of them in your area just what 
dal -\’Amn >] 0) GMM al —e OO oY 5-1 | Om 0 g10)-) Gm 010) 010 11-] amaat-1aial-Mmal-1ael T-14> 
items by Presto — world’s largest manufacturer of custom 
quality specialty hardware. All are top-quality products... 
dazzling-designed . . . economy-priced. And all are made 
of cast bronze with an eye-catching, sea-resistant, triple- 
coated chrome-plated finish. Individually packaged with 
screws in exclusive, transparent Presto Pac to enhance 
Sales appeal! Order and profit today! 


“BOAT. 


— TE... a 


M-400 INTRODUCTORY DEAL! 


List Price $138.90 
Your Cost 83.34 


YOUR PROFIT $55.56 


PRESTO gm 
MARINE HARDWARE ti Si sccnaealll 


Tee MARINER'S CroOoIrce 


Write today to Len Harris for full information. . , . 
Presto Marine Products Division, Presto Lock Company FREE Self Service Display Unit 


Main Office and Plant: 100 Outwater Lane, Garfield, N. J. . 
Direct New York Wire, CHickering 4-0043 Keep track of complete inventory at a glance 





Want more facts? Circle 198, p. 87 
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MOST WANTED 
SURES «es 


MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
cians, etc. 


MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 
models) 2012” x9" x14” 


MODEL MT-7 (below) 
7 drawers and till 





-drawn seamless reinforced cover... 
girder bottom peinforcemem 
Non-sag drawer and till bottoms ~ 

extension drawer gliders with oy 
stop . . . Easy-to- clean ee | 

ish. “Felt-lined drawers and Uill.. 
King- size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


DNGOUON tency: nua teen 


Want more facts? Circle 199, p. 87 
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Convention Calendar 


(C sniitineenit 


331 Madison Ave., New 
managing director. 


York 17, 


Mid-West Hardware & Housewares 
Show, Sept. 13-15, Navy Pier, Chi- 
cago. William B. Moody, show 
manager; William F. Ewert, oper- 
ating manager. Sponsored by Illi- 
nois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 


Morley-Murphy Co., 200 S. Washing- 
ton St., Green Bay, Wis., Dealers’ 
Get - Together and Merchandise 
Show, May 24, 25, at Brown County 
Memorial Arena, Green Bay, Wis. 


Our Own Hardware Co., Summer Con- 
vention and Stockholders’ Meeting, 
July 26-28, at general offices at 
618 N. 3rd St., Minneapolis 1. 


United Hardware Distributing Co., 
Toy and Gift Show, June 7-8, at 
company headquarters, 2432 N. Sec- 
ond St., Minneapolis 11. 


State Events 


Texas Wholesale Hardware Assn. 
and Texas Hardware Boosters Club 
Convention, June 11-13, at Stephen 
F. Austin Hotel, Austin, Howard 
Weddington, Secretary - Treasurer, 
1327 National City Bldg., Dallas 1. 


How to get extra traffic 


in community-wide sale 

When merchants in your area 
plan a community-wide sale join 
in the program. Do something dif- 
ferent from the other firms to pull 
extra attention for your store. 

A mid-western firm took an 
active part in a three-day com- 
munity-wide sale. It offered some 
bargains and then went a step 
further. 

Outdoor living supplies were 
featured by the dealer on the final 
day of the sale when weiners, rolls 
and small samples 
served to customers. 
packer 


of steak were 

A local meat 
provided the meat at no 
cost, in return for a sign saying 
that he had supplied it. 

If you have a private parking 
lot it is an ideal place for demon- 
strating how to cook meat on out- 
door grills during a community 
sale. 





This is something 
really TERRIFIC in 
Hand Hacksaw 
Blades. A 12-in. 
Double Edge 
Blade that han- 
dies all types 
of metal cut- 
ting. Home 
owners and 
mechanics 

will both 

go for 

this 

blade. 


individually 
Carded 


18 teeth 


on one edge 


24 teeth 


on other edge 


BLADE 


« G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 
Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane p Sereat, new York 8, N. Y. | 
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= 
=) progress f 


bring im new sales today ... 


with the SHOWCASE eof TOMORROW 


A COMPLETE ELECTRICAL DEPARTMENT FROM A 
FUSE PLUG TO A LIGHTING FIXTURE IN ONLY 8 FEET 


Designed by Progress Manufacturing Co., the display 
merchandiser uses only the ‘free air’’ above your 
existing electrical products counter, adaptable to 
almost any counter arrangement. The DR-48 display 
puts you in the replacement fixture business, a market 
that annually accounts for many millions of dollars 
in sales. Supported by promotion campaigns and 
Utility Company support you can now get your share 
of these sales to the more than forty million homes in 
this country that have inadequate or obsolete fixtures. 


PROGRESS 
MANUFACTURING COMPANY, INC. 
Philadelphia 34, Pa. 


World’s largest producers of lighting fixtures and related electrical products. 


THE DR-48 DISPLAY MERCHANDISER is an attractive 
redwood 4'x8' canopy which accommodates up to 32 assorted Progress 
ceiling fixtures. A 4° metal pegboard center frame holds Progress wall 
brackets and door chimes. All units are completely prewired and include 
switches. Four 6’ uprights, adaptable to almost any counter arrangement, 
support and tie-in the entire display. 

For full information see your nearest Progress distributor, or mail this 
coupon. 


PROGRESS MANUFACTURING COMPANY 
Dept. HA-5, Philadelphia 34, Pa. 


Please send me complete information on DR-48, SHOWCASE OF TOMORROW. 
Please send me the name and address of nearest Progress distributor. 


My Nome 


CO. NAME 





ADDRESS 
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Republic Bolts and Nuts... 


BUILD CUSTOMER CONFIDENCE 


Attractively displayed merchandise has a larger function 
than merely making on-the-spot sales. It enhances the 
interior of your store—builds prestige and customer con- 
fidence, and leads to long-range profits. 

- Republic Bolts and Nuts, proudly displayed on your 
counters, are a prestige builder, too. People everywhere 
know Republic Steel’s reputation as a top company, and 
they respect the quality of Republic products. Constant 
Republic advertising support contributes to this reputa- 
tion. In fact, the Republic Steel trademark —just as it 
appears on each fastener package—is promoted the year 
around in leading trade and consumer advertising media. 
So it’s only natural that Republic Bolts and Nuts should 
favorably reflect upon you and your business... as tan- 
gibly as an attractive in-store display. 


In addition, Republic provides you with a number of 
valuable selling aids. For example, Republic Bolts and 
Nuts come in eye-catching, spill-proof packages with 
easy-to-read labels that make attractive, self-selling dis- 
plays. Republic’s convenient Price-Finder can be hung 
in any handy location, to help you quickly locate and price 
any type of fastener. And Republic also supplies informa- 
tive literature. 


So, if you’re attentive to those important selling factors 
that build prestige and profits over the long haul, chances 
are you'll want further information about Republic Bolts 
and Nuts. There’s no better time to stock them than now. 
For full details, contact your nearest Republic Bolt and 
Nut Distributor. Or mail the handy coupon which appears 
at the lower right-hand corner of this ad. 


The Public Respects the Quality of Republic Products! 








oe ~ 4; a 
= * = 








ROOF DRAINAGE PRODUCTS— «a complete line that’s competitively 
priced and ready to use. These uniform products are supplied in 
gaivanized steel and ENDURO” Stainless Steel. 


ia 
~~ 
FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, 


irrigation uses. In coils from 2” through 3” diameter; straight 
lengths in 4” and 6” diameter. Plus a complete line of fittings. 


STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. 


WIRE NAILS AND STAPLES—oc complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 











Want more facts? 
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like an Attractive Display... 


REPUBLIC 
- Teo] & 


Vale 


=. NUTS 


oe 


CARRIAGE BOLTS 


U 


Sar & Bice ST Rea 


MACHINE BOLTS 








EASY-TO-READ LABELS, shown in picture above, are glance. Carton tops can be nested in bottoms so fasteners 
colorful and eye-catching — show types and sizes at a sell themselves. 


ct citieeis 
REPUBLIC STEEL CORPORATION 
DEPT. HA-6969 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 


¢ ° C) Fasteners O Nails and Staples 
ly bils lvdeat. ange O Flexible Plastic Pipe O Steel Pipe 


O) Roof Drainage Products 


of, Standard. Stocs anil se a 


Company 


Address nna nAnnE 
Stack. Producla ee 
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Hows the Hardware Business? 





There's sales potential for dealers in rural 
areas in promotion to update farmers’ kitchens 


An opportunity for dealers to 
make more big-ticket sales exists 
in a promotional program recently 
begun by Successful Farming mag- 
azine, Des Moines 3, lowa. 

The farm magazine sees a rich 
rural market, virtually untouched 
in many areas, for kitchen modern- 
izing. It calls the farm kitchen the 
heart of the farm, the family work- 
room, and the scene of most family 
activity. It sees millions of farm 
kitchens ready for the first modern- 
izing in a generation. 

In its promotion, Successful 
Farming offers dealers a_ three- 
pronged sales tool. 

The first is a 36-page Farm Kit- 
chen Ideas booklet. It comes in four 
colors, a strong merchandising tool 
for dealers who want to show ap- 
pliance and kitchen furnishing 
prospects what they are missing in 
beauty and utility with an out-of- 
date kitchen. 

The second aid is an 18-minute 
color film called “Planning Your 
kKarm Kitchen.” The film makes an 
exciting presentation for a special 
sales event. It shows the story of 
a typical farm family and how it 
modernized the kitchen into a use- 
ful farm work center. 

In the third aspect of the promo- 
tion, dealers’ stores are listed in 
the September issue of Successful 
Farming, and they get a large kit 
of tie-in ad and display aids. 

The dealer listing is dependent 
upon your purchase of either 100 
of the 36-page booklets ($15), or 
buying a print of the color film for 
local showing ($12.50). Either pur- 
chase includes the national pro- 
gram tie-in listing. 

Dealers who join the program 
will appear in the magazine as “‘au- 
thorized Successful Farming kit- 
chen ideas centers.” These dealers 
will also receive suggestions on 
how to stage a kitchen modernizing 
sale. 

Further publicity and promotion 
is seen coming from a number of 
utility companies who have joined 
the program to boost interest in 
modern farm kitchens. 
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The potential for modernization 
is millions of farm homes, the mag- 
azine says, and most of the farmers 
can afford to make the change. They 
need to be shown what they may 
be missing. 





Sears sees all-time 
sales record for 1960 


Fiscal 1960 began on Feb. 1 for 
Sears, Roebuck & Co., and the 
company forecasts it will be a rec- 
ord year. 

Biggest gains through January, 
1960, are seen in hardgoods. 

Sears’ 1959 sales reached $3.721 
billion for a record, up $121 mil- 
lion or 3.1 percent over 1958. The 
gains were established in the last 
5 months of fiscal 1959. These 
gains counterbalanced’ declines 
preceding June 30, 1958. 

Sears now has 728 retail stores, 
a gain of four during the last year. 
Some $57 million is earmarked for 
expansion in fiscal 1960. 


Ward's March sales up 
17.9% over last year 


Sales of Montgomery Ward & 
Co. showed a 17.9 percent gain 
in March over the same month last 
year. 

Sales were nearly $79 million 
for the month, a gain of almost 
$12 million. A healthier economy, 
un earlier Easter, and five new 
stores in operation were credited 
for the big gain. 


Wholesale volume moves 
ahead for sixth month 


Merchant wholesaler sales 
climbed in February for the sixth 
successive month. February sales 
were $9.3 billion, 13 percent ahead 
of February 1958. 

Sales in the hardware, plumb- 
ing, and heating goods group rose 
13 percent in February over the 
same month last year, while in- 
ventories were up 1 percent. 





Retail sales in March 
higher at $17 billion 

Retail store sales in March were 
$17 billion, states the Commerce 
Dept. That’s a 10 percent gain 
over March, 1958, and $2 billion 
or 13.83 percent more than Febru- 
ary this year. 

Sales by the hardware, lumber, 
building and farm equipment 
group. totaled $1.12 billion’ in 
March. That’s $179 million or 18.1 
percent more than retail sales for 
the same group in March, 1958. 

March retail sales for the group 
were $223 million or 25 percent 
higher than February. 


interest for dealers 
in factory-built homes 


The production of factory-built 
homes promises a wider source of 
hardware sales for dealers. 

Last year more than 110,000 fac- 
tory-built homes were produced, ac- 
cording to the Home Manufacturers 
Assn. That’s an increase of 18 per- 
cent over 1957. The 1958 total ac- 
counted for a record 11 percent of 
the single-family homes started in 
one year. 

Factory-built homes are a signifi- 
cant part of the construction pic- 
ture. They bear watching from the 
viewpoint of builders hardware 
sales in your community. 


How distributors help 
industrial buyers 

Every purchasing agent in the 
country will read sometime during 
the balance of this year an article 
on why it pays to buy industrial 
hardware from a distributor. 

The articles will be in the house 
magazines of purchasing agent or- 
ganizations. 

The articles will be part of the 
public relations program of indus- 
trial distributors pointing up the 
importance of the manufacturer- 
wholesaler channel of distribution. 

The Joint Research Committee of 
the National and the Southern In- 
dustrial Distributors’ Assns. is 
sponsoring the articles. Prominent 
industri:l distributors will be the 
authors. 

Some years ago both organiza- 
tions began the broad public rela- 











Does your store have a 


SPLIT PERSONALITY ? 





I, your store modern on the inside, 
but old-fashioned on the outside? Your 
regular customers may know it’s an 
up-to-date establishment, but what 
about potential customers who judge it 
by its outward appearance? 

A Pittsburgh Open-Vision Store 
Front is the mark of a progressive busi- 
ness. It identifies you and your store 
with all that’s new in merchandise and 
service, and lets you display that mer- 
chandise to best advantage. It boosts 


your prestige and— most important— 


PAINTS ° 


PIiTTS BURG & 





- . Ay. ee 











it boosts traftic in your store. 

A wide variety of Pittsburgh Store 
Front Products 1S available to achieve 
any design you prefer; including Pitts- 
burgh Polished Plate Glass and Twin- 
pow’ Insulating Glass Units for the 
open-vision front, supported by 
Pirrco” Store Front Metal. TuBetire”, 
West and Hercutite” Doors, Pittsburgh 
Door Frame Assemblies and Prrrco- 
MATIC» Automatic Door Openers can 
also add much to your new or re- 


modeled front. 


GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


<a ae COMPAN Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Pittsburgh Plate Glass Company 
Room 9182, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 


Please send me a free copy of your booklet, “Put 
Your Best Store Front Forward.” 


Name 


Address 








FREE BOOKLET 


For more intormation on 
Pittsburgh Open-Vision 

Store Fronts, send in the 
coupon and we'll be glad 
to send you our new 


store front booklet 
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tions program of playing up the 
importance of distributors. Awards 





Yes, that’s right... four times the profit for one-fourth 
the work... that is exactly what new, miracle Instant 
Wipe-On will do for you. 


a are made at the associations’ con- 
ventions annually for outstanding 
ia advertisements that sell the manu- 
d facturer-distributor method of dis- 
tribution. 
if Purchasing agents asked the dis- 
tributors’ organizations to prepare 
* the articles. Tentative titles are: 
industrial distributor. 

Why manufacturers sell their 
products through distributors. 
of their lines: are you a good cus- 

Instead of only 255 omer 
V Help when you need it most, 
from your industrial distributor. 
and self-help programs shouid bene- 
fit all purchasing agents. 
The first article was written by 


How to get the most out of your 
6 
Distributors analyze profitability 
Distributors’ self-analysis and 
R. K. Allison, president, Industrial 


You surely know about the recent adverse & Textile Supply Co., Charlotte, 
publicity, test reports and governmental me stain anil “e 
action about some waxes and their absurd N. C. The article will be published 
claims and exaggerated advertising. by the Philadelphia Purchasor in 
Yes, it is true that women are tired of being Mav 


fooled by this exaggerated advertising and 
poor performance. NOW—right now—is 
your chance to promote and sell your 
—_ customers the sensibly advertised Instant 
Wipe-On, a crystal clear coating for floors 


that takes the place of wax, lasts longer, Customers confident, 
beautifies better. | borrowing more heavily 
Compare the profits you get by promoting 

Instant Wipe-On. With waxes, about the Member banks in the Federal 


best you can make is around 25¢ a quart. 
Supers and discount houses cut the price so 
there is no profit for anybody. 


Reserve System report that loans 
to consumers and commercial 
loans are rising sharply. 

Customers are less hesitant to 
borrow than they were at this time 
last year. 

As of the week ending March 
18, consumer loans rose $74 mil- 





With Wipe-On, you make $1.00 a quart 


with price maintained. That's four times the 
profit for one-fourth the work. And you in 
also get pleased, repeat customers. 








Instant Wipe-On has more and better in- 
gredients, costs more to make, sells for more, 
and does more for your customers. Women 

see the difference immediately. They like it = me 
—come back for more. Saves women work lion for a gain of $114 million 
Penge it ager ree pore times — the miracle plastic finish since the first of the year in mem- 
than waxes advertised with exaggerate ; a 

claims and sold at cut prices everywhere. that beautifies better and ber banks reporting. 

Liberal, hard-hitting -local co-op ads and| Protects longer than wax As of the week ending March 
promotion will bring you the business. 18. commercial and _ industrial 
Rush your order—try a quart at our ex- , sis — rm, . 
pense. (Send postal—we will credit you at loans climbed $535 million. These 
once.) Prove it on your own floors at home. loans have been gaining in recent 


weeks, but are still behind the 














Crystal 







clear aleaiietlcoiee foes 958. 
e Saves waxing » Saves scrubbing stil . year-end figure for 1958 
e Dries in 15 minutes part 
e Restores, resurfaces, protects ipE ON 
e Repairs scratches and worn places W . 
e Not a wax—not “cut”—full profits Hirsh adds new models, 
pitas aa lowers its unit prices 
It's a big spring spruce-up item! Eee The “Shelv-It-All” line of steel 
tates. shelving for household use has 
$1.49 pint $2.49 quart bcd been expanded by S. A. Hirsh Mfg. 






6: Co., Skokie, III. 

: There are eight models in the 
Order at once from your distributor or direct! — 1959 line, lower unit prices, and 
an expanded cooperative ad pro- 
gram. 


40% discount 


EMBREE MANUFACTURING COMPANY - ELIZABETH 4, N. J. 
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New Scope 


Marlin Micro-Power Scope, in choice of 4X or 214X, is a quality scope 
designed for use with high-power rifles under big-game hunting conditions. Light- 
weight construction, can’t rust or corrode. Coated lenses, standard cross-hair reticules, 
sunshades. Scopes come complete with mounts at no extra charge. Both scopes uncon- 
ditionally guaranteed for lifetime. Retail prices, $49.95 (4X) and $44.95 (214X)! 


New Protit 
Proposition! 


> 








Marlin High-Power Combo offers you the same kind of big-value, 
solid-profit, easy-to-sell proposition that Marlin introduced to the .22 field last year, 
with fast-moving rifle-and-scope combos. Your customers can save up to $24.30! 
For example: 
Marlin 336 with Brand A Scope and Mounts. . . %14425° 
Marlin 336 with Brand B Scope and Mounts... . %13475° 
Marlin 336 with Marlin Scope and Mounts ... . *11995° 


For information call your Marlin jobber today—be ready for real action when Marlin double-truck 
ads in outdoor magazines send buyers your way! Or write today for information to Marlin Fire- 
arms, P. O. Box 995, New York A N. Y. *Slightly higher west of the Rockies. Subject to change without notice 


Narlin Means $ $ $! 
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GIVE YOU 


a > = Rr 
Rae at a 


EASY- 10. SELL 
PROFITS 


GRIES 
One-Piece Durable 

6 sizes ('/2"' to ‘4"') in Nickel and 
Brass, eac 
packed |00 to F.ig¢—---3NE lelel 4° 
a box, %'' size 

~ ¥ me 7 7 Ae 

s ar colors 

Blues Nickel and (idk 4 
Brass. 





“ez UTILITY HOOKS 


Handy self-screw all purpose hook ir 
bright plated finishes. 2-to-a-card o: 


in boxes of 50. 
WW 


&-ZoEm . HOOKS 


« 3 LOAT HOOKS 





Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


“WING NUTS 


Bright rustproof finish . 
4 popular sizes... boxed 
in an attractive counter 
display. Also available in 
ulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


CAP NUTS 


Attractively 
in a 












GRIES 


finished and packed 
self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 
sizes. 


JOBBERS: Write now for prices and cato- 
log sheets on GRC's full line of money-making hard 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
DEALERS: See your jobber salesman for immediate 
§<.A delivery on these and other 
GRC herdwere items. 


e 


GRIES REPRODUCER CORP. 


World's foremost producer of smali die castings 
161 Beechwood Avenue, New Rochelle, N. Y 
- : NEw Rochelle 3-8600 
Want more facts? Circle 206, p. 87 
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Personal income takes 


biggest jump 


since ‘55 
Personal income spurted ahead 
in March for the biggest month-to- 
month gain since mid-1955. 
Income reached $368.6 billion, up 
$3.2 billion over the previous 
month, and $19.9 billion ahead of 
recession-ridden March, 1958. Most 


of the increase was in durable 
goods industries. 
Personal income for the first 


quarter of this year is at an annual 
rate of $365.7 billion, more than 
$17 billion ahead of the first quar- 
ter of 1958. 


New plan for selling 


automatic door openers 


sell automatic ga- 

rage door openers without inven- 

tories handling installation or 

service under a new plan by the 

Alliance Mfg. Co., Alliance, Ohio, 

division of Consolidated Electron- 
Industries Corp. 

Under the program the dealer 
refers completed sales of Alliance 
Genie door operators to Alliance 
contractors in the area who install 
and service the units. 


Dealers can 


or 


Appliance sales boom 


100 in all thread | 


in Kelvinator report 

Appliance sales are showing 
marked gains in early 1959, ac- 
cording to a sales report of Kel- 
vinator Div., American Motors 
Corp., Detroit. 

Major appliance sales ran 21.4 
percent ahead of 1958 in the first 
quarter at Kelvinator. Biggest in- 
was in refrigerators, up 
25.2 percent. 

Home laundry equipment gains 


were 22.5 percent. 


crease 


Yale & Towne shows a 


marked sales pick-up 


Yale & Towne Mfg. Co., Green- 
wich, Conn., reports a 30 percent 
gain in incoming orders during 


| the first quarter in 1959. 


| 
| 





At the present rate of business, 
the company said, earnings would 
approximate those of 1957. Cur- 
rent strength in incoming orders 
is seen lasting beyond the second 
quarter. 








Stock the one 
FL Mm eleigsles-y- 
water seal 




















Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile + Stucco « Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 

son distributor. Ask about free perma- 

nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearest you. 40936 


J 
MANUFACTURERS OF FINE PROTECTIVE 


CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 





San Francisco * Los Angeles * San Diego * 
Portland © Chicago ¢ Seattle © Denver ¢ Dallas 
Houston * St. Louis * St. Paul ¢ Detroit °* 
Philadelphia * New York City * Memphis ° 
Cleveland = Factory: King City, California 


Want more facts? Circle 207, p. 87 





Loewy joins Landers in 


4 7 
product design program 
Landers, Frary & Clark has re- % 
tained Raymond Loewy, industrial 
designer, as part of the company’s 


program of new product develop- | for Hts T x AC K & H A N G E R S 


ment and design. ° ° pe 

The announcement was made by | 4 t t ---ideal for sliding doors 
Bret C. Neece, president of Lan- impor an on garages, barns, 
ders, in connection with a review industrial and 


of the company’s advancements in lidi d ° 
manufacturing facilities and in 5 ing oor a erg 
VvIiGIngs 








adding new products through buy- . 
ing companies. em market with... 

“With our own manufacturing | 
facilities modernized and improved 
and strategically located through- 
out the country,” Mr. Neece said, 
‘“‘we are emphasizing in greater de- 
gree than ever before the develop- 
ment of new and better products 
for the home.” 

Mr. Neece added that his com- 
pany this year expects to assume 
in the appliance field ‘“‘an even more 
prominent position” through ad- 
vanced styling and design. 





Landers position has been 
strengthened, Mr. Neece pointed 
out, through a new plant in New 
Britain to make Stanley vacuum 
products; a new plant in Whitman, 
Mass., to make special purpose elec- | , 
tric motors; and a new plant in | Le V// | : ‘ i 





Fort Smith, Ark. Acquisition of 
Dazey, Corp., Electric Steam Radi- 
ator, Handy-Hannah and Ever 
Bright, Ltd. of Toronto have added | acne | 
new products to the company’s line. | | SINGLE OR 




















| door eniien TRACK FINISHED IN GRAY ENAMEL... 
Bi PARTING | , | ) DOORS AVAILABLE IN STANDARD LENGTHS OF 
| | 





oor |) 


1 FEATURES... 





4’ THROUGH 10’. TRACK FEATURES 
“ATTACHING EARS” ON 12” CENTERS. 


NO NEED TO STOCK ATTACHING 
R-W “EaR-Way” Track and Trolleys offer aneasy BRACKETS. 


to merchandise—easy to inventory—easy to sell 


Mr. Neece also mentioned two | | DOORS 
° u-—_—~— i——J 
(Continued on page 140) 


vale on RUGGEDLY CONSTRUCTED OF 16 
Design is the topic of conversation | product to help you capitalize on the sliding door GAUGE STEEL... BOSSES HOLD TRACK 


' market... a market that offers a great potential AWAY FROM BUILDING ALLOWING 
=, 7 y* —. Ow for sales. R-W “EaR-Way" Track with “attaching FREE PASSAGE OF AIR. 
presiaent, left; anley : isher 


of ae | ears” as an integral part of the track eliminates . top.quality AT AN ECONOMICAL 
Landers vice-president, center; and the need to inventory attaching brackets, bolts, _—_ price. 


Raymond Loewy, industrial designer. etc. All you need is track, connecting brackets and TRUCKS ON R-W HANGERS CADMIUM 
trolleys and you are in business . . . sufficient lag PLATED (not electro-zinc plated) FOR 
screws included with each order. Stock-up now EXCELLENT RESISTANCE TO RUST AND 
with top-quality, but economical, R-W "EaR-Way"” CORROSION...ASSURES DEPENDABLE 
Track and Trolleys. SERVICE AND EASY OPERATION. 


FOR ADDED PROFITS .. . R-W offers a complete line of QUALITY hardware items 
including: "LOCK-JOINT" Track and Hangers; Weatherproof Barndoor track and hangers; 
Latches; Hasps; Door Bolts; Flush Pulls; Door Handles; Stay Rollers; Binders; Floor Guides; 
Hinges in a broad assortment of types and sizes; Studding Socks, complete hardware 
kits for sliding doors, Industrial Doors of all types and Electric Door Operators for 
Residential and Industrial Doors. 


LF Richards-Wilcox 


MANUFACTURING COMPANY 
“A HANGER FOR EVERY DOOR THAT SLIDES” 





for complete informa- 


tion. Request Catalog 310 W. THIRD STREET . AURORA, ILLINOIS 
No. 400R. 





more facts? Circle 208, p. 87 
HARDWARE ACE, May 7, 1959 © 137 





GENERAL ELECTRIC-TELECHRON 
WITH EASY-TO-SELL FEATURES... 


NOW! ATTRACTIVE DAYTIME DIAL 





SNOOZ-ALARM® CLOCK $8.98 


MODEL 7H241-K: Combines 
two sure-fire features: “Read- 
Easy” lighted dial plus the 
alarm that wakes ‘em, lets ‘em 
snooze, then wakes ‘em again. 
Fashionable antique white case, 





white dial. 4” high x 44%” wide. 


LIGHTED DIAL CLOCKS AT LOW PRICES 


Now. General Electric-Telechron clocks not only give you 
the “R: ad-Easy” lighted dial, but introduce it on two best- 
selling alarms. It adds up to double sales appeal, and it’s 
yours to offer at surprisingly low prices. The “Read-Lasy ~ 


NOW! EASY TO READ 


















RADIAL $7.98 


MODEL 7H245-K: A 
favorite alarm clock, 
now with white dial 
and the “Read-Easy” 
lighted dial. Color- 
blending beige case, 
brown hands and nv- 
merals, and sweep 
second hand of brass. 
3%” high x 5%” wide. 


illumination on these clocks is completely different. The 
dial light lasts for years and years. makes it easy to tell 
time near or far. and costs less than |¢ a year for current. 
Order clocks with lighted dial today! 


...DAY OR NIGHT 





NEW DISPLAY DEMONSTRATES 
“READ-EASY”" LIGHTED DIAL 


This colorful flashing light display sells the lighted dial idea. 
Sets up in seconds. comes with bulb and cord, holds three clocks. 
Ask your distributor about the display. also the full-color enve- 


lope stuffers with order blank and space for your imprint. 
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ANNOUNCES NEW CLOCKS 
FOR TRADE-’EM-UP PROFITS 


UP AT NIGHT 


...LIGHTS 





NEW SNOOZ-ALARM® CLOCKS 


one-third of all alarm clock buvers. Little Snooz-Alarm 
clock. the fastest-selling member of the whole family, should 


NOW! 


Snooz-Alarm clocks are America’s fastest-selling family of 
electric alarms. and now there are new members to wake 


‘em. let ‘em snooze. then wake ‘em again. With the Golden move even faster now that its available in additional 
Circle model. you can now offer the shape preferred by colors. Stock all clocks... sell all your customers. 


TV show sells 
Snooz-Alarm and ‘‘Read-Easy’”’ 
lighted dial clocks 
These dramatic clocks are fea- 
tured on the G-E COLLEGE 
BOW L. anh exciting weekly show 
that appears Sundays on the CBS 
television network (5:30 P.M. 





sii E.D.T. and P.D-T.. 4:30 P.M. 
iicieiiieiaaie CDT. ). lt will pay you to stock 
$6.98 LITTLE SNOOZ-ALARM MODEL 7H253-L: $9.98 GOLDEN CIRCLE SNOOZ-ALARM MODEL up and tie in with your own 


In the luminous model, this biggest-selling Snooz 
Alarm clock is now available in pink and blue cases 


plus the original gray case. A real space-saver. 


7H265-L: Popular alarm feature now in a round, 
antique white case. Luminous chocolate tan dial, 
bright brass bezel, brass sweep second hand 


PLUS NEW WALL-HUGGING KITCHEN BEAUTIES 





$5.98 CONTOUR MODEL 2H115: Freshen up 
sales with Contour’s fresh oval shape and 
wall-hugging case. Easy-to-read dial. Pend- 
ant set. Pink, red or yellow. Order today. 








Wim, 
oO A... 


S - 
ME reitg 


N 


RQ 


W 


? 
~ 
‘ ' . 


Fe 58 


}*) 


tie 





4 ent 


$6.98 JOY MODEL 2H116: Smart. sculptured 
clock to make your sales jump with 
Wall-hugging case in yellow, pink or white. 
Easy-to-read dial. 
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Joy.”’ 


Handy pendant set. 


advertising and displays. 





ieione | naa a 


GENERAL @ ELECTRIC 


OF fp nw 8 
2 tT hy , 
SHhwn 
Clock and Timer Dept., Genera! Electric Co., Ashiand, Mass 


Snooz-Alarm is a Registered Trademark of Genera! Electric Co 


to identify its brand of repeat alarm clocks 


All prices are manufacturer's suggested prices 
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Sell these to 
EVERYBODY! 





EVERYBODY 


drinks water 


EVERYBODY 


wants a low-cost famous-make 
fountain in their 
home 


EVERYBODY 


will buy one 
if you stock 


HAWS 


FOUNTAINETTE 


FAUCET ATTACHMENT 


The famous HAWS name (50 years of progress!) 
is a solid boost for this sanitary, fool-proof 
attachment that screws on home faucets and 
delivers a drinking stream at the flip of a 
lever. Two models—one for indoors, one for 
outdoors. Leaves faucets free for normal 
use. PRECISION MADE QUALITY UNITS, IN 
a PLATED BRASS...SOLID SELLERS 


INDOORS 
$5.95 List "a 


FOUNTAINETTE-100 


—takes place of aerator; acts as smooth-fiow 
tip or drinking fountain. Fits most threaded 
faucets; adapters available for others. 


outooors 
$7.35 List 





FOUNTAINETTE-200 
—screws on hose bibs, leaves faucet free for 
normal use. More than a ‘‘noveilty’'’—an es- 
tablished home-improvement specialty ! 


Put them out where the public can see them; 
they'll sell themselves. Six in handsome 
display carton. Wrixe for details and the 
name of our nearest representative. 


1439 FOURTH STREET 
BERKELEY 10 
| CALIFORNIA 





HAWS DRINKING FAUCET COMPANY 
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new contracts with the Armed Ser- 
vices to produce insulated food con- 
tainers for field maneuvers, and 
specially designed drinking devices 
for crews on planes in supersonic 
flight. 

Among the company’s new prod- 
ucts is the new Universal line of 
copper and stainless steel portable 
cooking appliances, introduced by 
Stanley G. Fisher, vice-president 
and general sales manager. 

Mr. Fisher explained how the 
heat conducting qualities of copper 
are used, with copper sandwiched 
between two layers of stainless 
steel. The line includes an 11% in. 
skillet with deep cover, a 3-qt sauce 
pan, and a 5-qt dutch oven. 

Mr. Loewy pointed out that cus- 
tomers are becoming sharper critics 
of merchandise today. 

“While there is nothing so ap- 
pealing to the purchaser as an im- 
proved and exciting product,” Mr. 
Loewy noted, “he is often reluctant 
to succumb to something which may 
be a passing fad. 

“Part of the job of an industrial 
designer is to crystallize a product 
style. The only products that stand 
a chance of influencing his choice 
are those which are conspicuous 
for their improvements in style, 
function, cost, and quality.” 


DAP sets up exposure 
tests in three areas 


Dicks-Armstrong- Pontius, Inc., 
Dayton, Ohio, has set up product 
exposure test centers in the West, 
mid-West, and South. 

DAP products will be fully tested 
for reactions under extremes of 
weather and temperature using lab- 
oratory methods. Centers are at 
Richmond, Calif.; Xenia, Ohio; and 
Tampa, Fla. 





Pro or con Fair Trade? 
Your vote is needed 


Whether you are for or against 
Fair Trade, HARDWARE AGE would 
like to know where you stand. 
There’s a special report covering 
the status of Fair Trade starting 
on page 55 of this issue, and this 
report includes a ballot box for you 
to use in casting your vote. 

Send your vote to HARDWARE AGE 
now. Your opinion is important. 











rays 


| IN THE NYLON 
CORD BUSINESS } 


® The Easy Way 

® The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 








That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16”, V4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber abovt it... 


CORDAGE 


John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 


“pot 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





Our Own Spring mailer 
used by 600 stores | 

Nearly one million Spring cata- | 
log mailers have gone out to cus- | 
tomers of the 600-plus Our Own | 
Hardware stores. | 

Our Own Hardware Co., dealer- | 
owned wholesaler at Minneapolis, 
features in its mailer highly sea- 
sonal lines and new items. 

The catalog is 32 pages in color 
and black and white. It contains 
many coupon specials. Paint, 
lawn and garden, sporting goods, 
spring housewares, and toy items 





our Own hanowant 1 z eae 


AF pAIN pease nex, | 














predominate, with reduced prices 
in most sections. 

The paint section features a 
‘“name-the-paint” contest, with a 
trip for two to Hawaii as grand 
prize. Store trim materials back 
up the catalog. 


American Hardware has 
"49 Bargains” circular 

“49 Bargains for Home & Gar- 
den” is the theme of a 4-page, 2- 
color May circular from American | 
Hardware Supply Co., Pittsburgh 
dealer-owned wholesaler. 

A special feature of this Ameri- 
ean Hardware circular is a “Deal- 
er’s Choice.”’ The dealer can select | 
any one of four back pages avail- | 
able for the mailer. Either of two | 
brands of lawn mowers may be | 
chosen to be featured with either | 
a line of paint or other May mer- | 
chandise items. | 


Want more facts? Circle 212, p. 87 > 





a ey 


YOUR 
JOBBER'S 
SALESMAN 


has some very 


OUTSTANDING 
VALUES 


SPECIALTIES 


Your jobber’s salesman is a consci- 
entious, sincere man trying hard to 
help you in any way he can; but like 
you, he’s BUSY .. . doesn’t want to 
waste his time, or “YOURS. 

You can help Aim to help YOU as 
you thumb through his ponderous 
catalog—ask him to show you the 
newest as well as the “standbUys” 








in the WESSEL line. WESSEL 
specialties are available in your 
choice of skinpak cards, (for which 
you can obtain free, our sales- 
making revolving display rack with 
an 8801 assortment.) Also visible 
POLLYPAKS and bulk in the new 
easy-dispensing STAKPAKS. Be 
sure you ask to see them. 














WESSEL HARDWARE CORP 
919-931 N. Sth St. Philadeiphia 23. Ps 


Carede Geo hte 
enrto Eeport e 
New Tork 6 











_ there are 
BEIT ER profits 





Patent Pending 


New! ‘The 
EXTENSION LADDER 
with the STEPLADDER 
} STEP! 
work on, less tiring. 
These Wide-Tread 
Straight and Exten- 
sion ladders have 
reeded 2'/,'' step- 
rungs welded to 
1-Beam channel 
side-rails . . . inter- 
locking sections for 
sofety and sliding 
ease. Equipped with 
rope, pulley and 
specially-designed locks 


Easier to 








World’s most complete 
metal ladder line 


MAGNESIUM 
LADDERS 


Outlast outperform other ladders 


¢ So light a 40-ft. ladder can be easily 
handied by one man 

¢ Stronger than any other metal ladder, 
pound for poun 

¢ Precision engineered 

¢ Fireproof, rustproof, corrosion and shock 
resistant 

¢ Non-magnetic, 
sparking 


non-smudging, non- 


Write for full information, catalog and 
prices on complete metal ladder line, and 
other household products. 


HITE METAL ROLLING 
« STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
Pionts: Warsow, Ind., & Brooklyn, N. Y. 


POE ee + 


gest | Producer: 
um P rod ucts 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








Tait offers consumers 
new time payment plan 


A consumer time payment plan, 
built around the theme, ‘‘Water to- 
day—up to 3 years to pay,” has 
been announced by the Tait Mfg. 
Co., Dayton, Ohio. 

The plan will broaden hardware 
service offered to purchasers 
of Rapidayton water 


dealer 
systems by 
making loans available to the pur- 
chasers. 

Krank G. Hickey, Jr., vice-presi- 
dent and general sales manager of 
Tait said, “The loan itself, is made 
through a nationally-known Pay- 
ment Protection plan which deals 
exclusively with FHA Title 1 
loans.” 

The 
making, 
the loan. 

Dealers are supplied with a com- 
plete merchandising kit, including 
a 20-page booklet on “How to In- 
Your Home Improvement 
displays and forms neces- 


Involved in 
following up 


dealer is not 
collecting or 


crease 
Sales,” 
sary for processing the loans. 


Weldwood promotes wax 
and finishes on radio 


Arthur 
ing United States Plywood Corpo- 
Weldwood and = fin- 
ishes on network radio three times 
weekly, April y Af 
backed 
Life 


Godfrey will be promot- 


ration’s Waxes 
starting 
with con- 
Me Chanter 


Radio will be 


sumer ads in and 
Illustrated. 

Weldwood paste and liquid paste 
waxes, wood preservatives, and ex- 
terior stains will be featured items. 
Research and testing programs will 


be highlighted in the promotion. 


Wooster Brush offers 
paint promotion kit 
offered a 
It’s-Paint-Up-Time 
promotional program by the 
Wooster Brush Co., Wooster, Ohio. 

Designed to boost paint and sun- 


Dealers are complete 


point of sale 


Sale Speeder No.9 


Olt we doll mes: tp am eolelal slalei-ia 


cel ame lellet @m-t-1l-|- Mb an cela 4a. 


SHOW 
‘Shele)-lammell-tel- mma alel- a_i 


‘or © - 240) aa) -)a_ meal en’, the 


cola ager 
i ifeiiale m- leidlelanm se 8 Guhdal-leamiaeolehe_ 


ealeld —mumeia-t-+- mm 1-0-1) -] au sheets 3S 


—felel-l->4-mam Go idehs- mba, shdeame ol: tel -ig 
ol @met-\gelelel-tgehD mm @lacl-lahigelaams 10101 


Bae - me -lealel-) am’, ,ele)l-)-)-\\-lammaleh ss 


RUE TEMPER. 


Your basic line...your money line 
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CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-n-¢ 
permanently. 
Quiekest and easiest way 
te fix leose chair rungs, 
legs, handles, dowels 
dove-tails. ete. 

A Fast-Selling impulse item 
Write fer Free Samples and 
Literature 
CHAIR-LOC CO. 

Lakehurst 3, N. J. 


Circle 215, p. 87 
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( WRITE FOR YOUR FREE: ) 











¥ Complete Newest Set 
of Key Board Tags 
vyColorful Streamers 
That Will Brighten Up\ 
Your Store \\ 
WV New Edition of Key \\\\\ 
Blank Comparative List 


STAR Key & Lock 


Manufacturing Co. 


51 South First Street 
Brooklyn, N. Y 
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17 Years of Leadership 


MAGIC SNELL ¢ 


Vinylsteel® 
LEADERS 


MAGIC SNELL TACKLE CO., Canandaigua, N. Y. 
Want more facts? Circle 217, p. 87 





YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 


CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 


For clogged drains and closets; equipped with 
adjustable rotary handle; individually packaged 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 


‘ 
Co oe 


The most practical and sanitary device for 
removing obstructions from closets. Idea] for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 


LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 


SANITARY Sy PREVENTS 
y MESSY FLOORS 


For most home waste 
lines; easy to use. Bulb 
shape Boring Gimlet; with 15’ or 25’ of \”’ 


FLAT STEEL 
SEWER 
RODS 


A sturdy tool for 

cleaning waste 

pipe and sewers. 

Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 


~ 





Send for complete information. Distributors 
throughout the United States and Canada. 


GENERAL WIRE SPRING 


COMPANY 
4... Sorah Street, Pittsburgh 3, Pa. 








| contest, called 


| Reo power mower, any 
eligible to 


dries sales in the prime Spring sell- 
ing season, the sale program in- 
cludes merchandise and store trims. 

Wooster’s 4-in. Exploded Tip 
Bonanza Brush and Pro and Y type 
paint rollers are offered at reduced 
prices. Dealers who buy the sale 
items receive window banners, price 


cards for sundry items, mailing 


pieces, and special coupons for pro- | 


fessional painter sales. 
The promotion ends May 30. 


DAP caulking promotion 
on selling full line 


Dicks- Armstrong- Pontius, Inc., 


| Dayton, Ohio, has a new sales-ad- | 
| vertising program for its caulking, | 
| glazing and sealing products. The | 
theme of the program will be “Sell | 
DAP 


the full DAP line for full 
profits.” The program will stress 
the extra profit potential to whole- 
salers and dealers who sell the com- 
plete line of nationally advertised 
DAP products. 

Consumer advertising will be 
featured throughout the year in 


the Saturday Evening Post, Sunset, | 


Popular Mechanics, Mechanix Illus- 
trated and Family Handyman. 


Everybody wins in big 


Reo power mower contest | 


Every customer can win a prize 
in a novel contest recently begun 
on Reo power mowers by Motor 
Wheel Corp., Lansing, Mich. 

Prizes amount to $10,000 in the 

Mow-Athon. 
Any customer who buys a 1959 
model, is 
share in the $10,000 
jackpot prize. 

The jackpot will be divided be- 
tween customers who can show that 
their Reo mowers are in good work- 
ing order eight 
(1967). 


vears from now 


Business failures dip 


Business failures declined mod- 
erately to 304 in the week ended 


| April 16, down from 337 in the pre- 
| ceding week according to Dun & 
| Bradstreet, Inc. Failures were con- 


siderably below the same period of 


| 1958 when there were 346 casual- 
| ties. 
Want more facts? Circle 218, p. 87 Want more facts? Circle 219, p. 87 > 
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“Plastic Steel 


is one of the 10 most 
profitable items 
in our store’’... 


~~ — a oa oe ee 


\ 


Ammen eS sy 


/ 


{~~ one 


ACCORDING TO ANTHONY HERMAN 
OF OTTO HERMAN, INC. 
6729-35 MYRTLE AVE., GLENDALE, N. Y. 


Yes — PLASTIC STEEL 
is a top-seller 
in stores throughout 
the country. 


You, too, can build sales with this 
proven product . . . the only product 
that makes permanent repairs .. . 
makes jobs easy. Hun- 
dreds of your customers have already 
used PLASTIC STEEL and will ask 
for it again. Feature PLASTIC STEEL 
—in the yellow and black package — 
let this best-seller build more sales 
for you. 


THERE IS NO SUBSTITUTE 
FOR PLASTIC STEEL 
Good unit sale — 98¢, $1.89 and $3.95 


sizes 


“impossible” 


Excellent turnover 

Good profit per unit sale—40% item 
Quality product — assures repeat sales 
Self-display carton — sells itself 


Free sales aids, ad mats and mailing 
stuffers 


Continuous national and local adver- 
tising — brings customers to your store 


EVERY FAMILY IS A CUSTOMER 


Also ask about NEW DEVCON® RUBBER for 
flexible repairs and DEVYCON® ALUMINUM 


Orde) from you! wholesaler, or 
write for details and prices 


DEVCON corporation 


401 ENDICOTT STREET, DANVERS, MASS. 
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Remington announces the 


ADS 


22LONG RIFLE 


recommaner? $4995" 


*Price subject to change without notice. 


IN LEADING NATIONAL MAGAZINES WILL REACH MILLIONS 


OF POTENTIAL CUSTOMERS WITH THESE HARD-SELLING FACTS 


A LIFETIME OF RIFLE PUNISHMENT was concentrated in 
the Remington laboratories to prove the Nylon 66. 
The Freeze Box (shown), Heat Box, Rain Box and 
Dust Box reproduced extreme climatic conditions 
over long periods of time in a vain attempt to 
rompt malfunctions. In every way this rifle is 
uilt for a lifetime of rugged service. 


SHREDDED X RINGS are a trademark of the Nylon 66. 
That’s because it has the same accurate barrel! bed- 
ding principle found on the world’s most expensive 
target rifles—a feature made possible by the un- 
precedented stability of its structural-nylon stock. 
The result is an autoloader that’s as accurate as 
you can buy .. . regardless of price. 
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ADJUSTABLE REAR SIGHTS can be regulated to main- 
tain pinpoint accuracy under changing conditions 
of wind and range. For shooting at distances 
longer than the unaided eye can sight accurately, 
the Nylon 66's receiver is grooved to take the 
mounts of a “‘Tip-Off’’ telescope sight without 
drilling or tapping. 


5 HOURS OF RAPID FIRE WITHOUT A JAM were achieved 
with the Nylon 66 by a Remington test engineer. 
He put thousands of rounds through the barrel of 
the rifle as fast as he could fire and reload. There 
wasn’t one malfunction of the Nylon 66! And 
even though the barrel got too hot to touch, accu- 
racy was not affected. 


Want more facts? Circle 220, p. 87 


SUBMERGED FOR DAYS, the Nylon 66 was fired with 
full accuracy after being allowed to dry without 
cleaning, oiling or even take-down. The stock did 
not show the slightest change in dimensions or 
the slightest loss of its remarkable strength. This 
kind of torture makes the Nylon 66 the world’s 
most rigidly tested firearm—sporting or military. 


CUSTOM RIFLE DETAIL distinguishes the Nylon 66. 
The graceful, rugged stock and fore-end have perfect 
22-to-the-inch checkering, inset white diamonds. 
The grip cap is inscribed, and there are handsome 
dividers between the stock and butt plate, pistol 
grip and fore-end cap. Magazine tube is butt-loaded 
for easy, jam-proof feeding. 





Autoloading 22 


steel design opens new era in gun sales... 





Here’s a major advance inrifle making and marketing...a 22 rifle 


with a structural-nylon stock and fore-end that is light, chip-proof, 


waterproof, warp-proof. Friction-free steel parts glide on nylon 


bearings, need no lubrication. A gun that’s destined to achieve 


fabulous first-over-the-counter sales...afirearm designed to cap- 


ture the imagination of all who see it...who handle it...who shoot it. 


The sales-making design and engineering tnnovatians on 
the new Remington Nylon 66 autoloading 22's are made 
possible by the amazing properties of tough structural- 
nylon, This is the same high-strength material that ts used 
in bearings, missiles, machinery parts and hundreds of 
other industrial applications. Now it leads a rifle-selling 
revolution. 

The advantages of nylon permit a graceful stock and 
fore-end of unsurpassed beauty in wonderful fade-proof 
colors. Guns are available in either Mohawk Brown or 
Seneca Green. The perfect checkering, white inlays and 
decorated grip cap can only be duplicated by the finest hand 
craftsmanship. That’s why the all-new Remington Nylon 
66 is by far the most eye-catching 22 rifle ever made. 


Mechanically, the Nylon 66 features the most trouble- 
free autoloading action ever known. Revolutionary, light- 
weight structural-nylon is used not only for the stock and 
fore-end, but also to perform all of the functions of a heavy 
steel receiver. Friction-free parts ride on nylon bearings. 
There's no break-in period . . . no need for lubrication. 
And because the rugged stock is absolutely warp-proof 


Remington 


under any conditions, Remington has been able to use the 
same three-point bedding principle found on bench-rest 
target rifles to produce a rifle with remarkable accuracy. 


In every way, the Remington Nylon 66 exemplifies the 
greatest 22 rifle sales potential in the history of fine gun- 
making. Put your customers behind this ultra-advanced 
firearm, and you'll put yourself ahead of the field in smart, 
fast selling. 


SPECIFICATIONS 


Colors: Mohawk Brown, Seneca Green. Chambered: For long 
rifle cartridges only. Capacity: 14 long rifle cartridges plus one 
in chamber. Over-All Length: 38'2”. Weight: 4 Ibs. Stock: 
Structural-nylon. Barrel: Rifled ordnance steel. Trigger pull: 
342 Ibs. Drop: 2%”. Pull: 135%”. Sights: Modern-styled blade 
front, rear sight instantly adjustable for both windage and el- 
evation. Safety: Top-of-grip thumb type. Loading: Single, or by 
magazine tube through butt plate. Checkering: Fore-end and 
pistol grip (22 lines to the inch). Accessories: Serrated butt 
plate, fore-end tip and grip cap black with white spacers. White 
diamonds in fore-end. Added features: Needs no lubrication. 
Stock resists mold, sun, water, solvents, scratches . . . won't 
fade, warp, chip or peel. 


@UPOM 
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Remington Arms Company, Inc., Bridgeport 2, Conn. In Canada: Remington Arms of Canada Limited, 36 Queen Elizabeth Blivd., Toronto, Ont. 
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Deluxe TIDY WALL SHELF 


| 


MAKES 


YOUR STORE 


and people that look... BUY! 
... and BUY!... and BUY! 


PEOPLE THAT BUY & BUY 
MAKE PROFITS FOR YOU! 


Send today for 1959 
catalog showing over 
80 money-making, high- 
profit Artistic House- 
ware and Giftwares. 


WIRE PRODUCTS CO., 4NC 


DEPT. HA—EAST HAMPTON, CONN. 
Want more facts? Circle 221, ». 87 
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Continental Screw has 
tested basic stock plan 

A basic stock plan has been de- 
vised for wholesalers and dealers 
by Continental Screw New 
Bedford, Mass., for its products. 

The 12-page stock control guide 
rates the relative popularity of 
packaged screws based upon repeat 
sales performance. A result of long 
study, the basic stock plan points 
out that 75 percent of screw sales 
are in basic-basic sizes, 15 percent 
in basic sizes, 7 percent in listed 
sizes that are not popular, and 3 
percent in all other sizes. 

The plan’s aim is to cut the num- 
ber of sizes in inventory and boost 
turnover. 

To simplify stock counting and 
checking, the company uses three 
markings to show whether items 
are basic-basic, basic, or listed-but- 
not-popular. They are: 

A red letter 
S1Zes ; 


iA.. 


“EF” for basic-basic 
a lightface capital “F” for 
basic sizes; and an italic, boldface 
“FF” for non-popular sizes. Dealers 
and wholesalers can tell at a glance 
which items move best and deserve 
more attention. 

The sheets for the stock 
plan are punched to fit any type of 
8 x 10 in. binder. 


basic 


_ 
Fuller Tool increases 
o 
schedule of discounts 

A pricing program designed to 
help dealers and wholesalers meet 
the current profit squeeze has been 
announced by Fuller Tool Co., New 
York City. 

A change in the company’s dis- 
count becomes effective 
May 18 giving dealers and whole- 
salers a greater profit margin. 


schedule 


This is the new discount sched- 
ule: 

For dealers, a discount of 331. 
and 5 percent off dealer list price 
on the entire line of Fuller tools. 

For wholesalers, a discount of 50 
and 5 percent off dealer list, plus an 
added 5 percent discount payable 
every six months. The added 5 per- 
cent will be a dividend check based 
on total purchases during the pe- 
riod. 

Dealers and wholesalers have 
talked about wavs to meet the 
squeeze on profit, Bernard H. Ful- 
ler, president, said in making the 


CASH IN on the 
gardener’s natural 
urge to BUY this 


COLORFUL 


polyethylene 


Sy. RUST-PROOF - dent-proof 
=o Sturdy EASY-POUR handle 
og > —_BEST for every use 


cys 


A 


Green thumb enthusiasts, commercial 
users, all will welcome the colorful 
beauty, lasting service and 

effortless pouring balance of this 

NEW LUSTRO-WARE Sprinkling Can. 
Handle will never cut fingers nor break 
from abuse. Satin smooth surfaces can’t 
ever snag clothing. Complete satisfaction 
GUARANTEED. Choice of daffodil 
yellow and spring green... 
point-of-sale labeled and prepriced 

to retail at $3.95. 


Corrosion-Proof SPRINKLER 


UNBREAKABLE Hi-lmpact 
Styrene with solid brass 
hose connection. Non- 
clogging jets produce 
even spray up to 30 ft. 

in diam. Point-of-sale 
labeled—retail $71.69. 


Order from your supplier today along 
with Lustro-Ware unbreakable plastic 
baskets, pails and trash tainers. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 


WORLD'S LARGES! 


Want more facts? Circle 222, p. 87 





for profitable, volume sales 
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THE GIBSON-HOMANS COMPANY 
CLEVELAND 6, O. 


Factories: Conyers, Ga. * Matawan, N. J. © Richmond, Cal. 


2366 WOODHILL ROAD e 


Portland, Oregon « Cleveland, Ohio 


STOP-FLO 


CALKING 
CARTRIDGES 


STOP-FLO TAKES THE MESS 
OUT OF CALKING 


Sell customer convenience with no mess, no 
waste, calking cartridges. Homeowners and 
professionals will immediately recognize the 
advantages of quality calking with the 
“PLUS” benefit of STOP-FLO. The STOP- 
FLO button, of strong, flexible plastic, is 
specially designed to create powerful suc- 
tion which actually pulls calk back into cart- 
ridge when gun rod is withdrawn... and 
STOP-FLO is exclusive with handi-calk, 


SELL CONVENIENCE... 
handi-calk with STOP-FLO 


for prefitable, volume sales sell the 
handi-family of quality products 
Calking & Glazing Compounds, Roof Cement, 
Aluminum, Colored & Black Roof Coatings, 
Foundation & Water Repellent Coatings, 
Aluminum & Black Roof & Metal Paints. 


Want more facts? Circle 223, p. 87 





SPRING ASSORTMENT $ 
ALL FOR ONLY SO 


AJAX No. 750 — Consisting of: 
* METAL 5-DRAWER CABINET 
* 1,000 SPRINGS (#1 to #100) 
* METAL DISPLAY with SPRINGS 


Brings You at Retail 
$212.45 Gross Return! 
Order Now! 


(F.O.B. N.Y. C.) 


AJAX 


WIRE SPECIALTY CO. 


324 CANAL ST. 
NEW YORK 13,N.Y 
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A TOP 
SELLER! 


LISTS AT 
$2.98 


(In Attractive 
individual Box) 


THE SLATER KLOZALITE SELLS LIKE HOTCAKES .. . it’s 
a real money-maker! NO-ADJUSTMENT FLANGE MAKES 
INSTANT INSTALLATION QUICK, EASY, PERFECT. KLOZA- 
LITE is the original ON-OFF closet lite .. 
every time. 

Strong aluminum, one-piece solid construction. Built to 
satisfy your customers 100%! 

PLACE YOUR ORDER WITH US TODAY! Name the wholesaler 
you want to handle the order and we’ll take care of the rest. 


SLATER ELECTRIC & MFG. CO., INC. ¢ SEA CLIFF AVE. « GLEN COVE, L.!., N.Y. 
Want more facts? Circle 225, p. 87 
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<WRIGHT> | 


a 
«wn? FLOWER FENCE 


Here’s a brand new idea in garden protec- 
tion — a sure-fire opportunity for more ‘‘bloomin’ profit’ this 
spring and summer. Modern WRIGHT Flower Fence, with 

wide “see through” openings, easily 
adjusts to up-and-down-hill garden 
levels and irregular garden shapes. 
Can be used also for shrub supports, 
arbors and trellises — easy to install 
and remove. Comes in 50 ft. rolls with 
eye-appealing “‘self-seller’’ labels — 
15” high plus 4” built-in stakes. 
Welded construction. 


WHOLESALERS: Order in mixed 
truckloads with other Wright products 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER 3, MASSACHUSETTS 


Want more facts? Circle 226, p. 87 
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Six-armed gardener 





The Most Advanced Line 
in Fishing Equipment 


Fishermen ask for O!d Pal because 
of its quality .. . you should fea- 
ture Old Pal because it’s the most 
up-to-date line with new and 
exclusive items. 


New! 
Hand-E-Fioater 


No. 14G10 Designed for 
use both as a carrier and 
a floater. Galvanized, one- 
piece, round. Capacity 
equal to standard 10-qt. 
2-piece floaters. 


Tow -Bucket 
No. 34G10 Kait can be 


towed without drowning. 
(‘one-shaped lid reduces 
drag. Can also be used as 
a marker buoy. ‘Two 
piece, galvanized floater 
10-qt. capacity. 


Oxy-Charger 
No. 22G10 A bubbler type 
bucket with a perforated 
»lastic air pressure cham- 
ver. Minnows keep alive 
for days. Galvanized; 10- 
qt. capacity 


Old Pal 
Molded Fiber Bucket 

No. 806 The ideal econ- 
omy bucket for minnows, 
crawfish and other live 
bait; waxed rim and 
bottom. Fiber buckets 4 
to 20-qt. capacities. 


Old Pal 

or Plastic Spin Kit 

” We. 370 New, exclusive de- 

sign. Can be used for spin 

kit or tackle box. Opens 

from both sides. 16 compartments—9 on one 

side, 7 on the other. Equipped with belt loop. 
Measures 944" x 4” x 2”. 

Order the complete line of OLD PAL Metal 

and Air Feeder Minnow Buckets, Bait Boxes, 


Worm Cans, Minnow Traps and Plastic Lure 
Boxes from your wholesaler. 


Write for free illustrated catalog 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America ¢ Lititz, Pa. 


Pascagoula, Miss. e Fenton, Mich. © Niagara Falls, Ontario 
Want more facts? Circle 227, p. 87 
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announcement, by cutting costs and 
increasing turnover. His company’s 
new discount schedule, he added, is 
designed to help meet the squeeze 
by giving dealers and wholesalers 
a better profit. 


Warp reduces prices on 
polyethylene sheeting 

Increased efficiency in its new 
Chicago plant has permitted a sub- 
stantial price reduction on Cover- 
all extruded polyethylene sheeting, 
Warp Brothers announced. 

New production at the plant in- 
cludes reducing Coverall’s former 
16% ft width to 16 ft, and 10% 
ft widths to 10 ft. All gages up to 
8 mil, in clear and sunlight resis- 
tant black, are being produced in 
seamless widths up to 32 ft wide 
at the plant. 


Oxwall anniversary sale 
features 10-33% savings 


Reductions of from 10 to 33 per- 
cent are effective on six key items 
in the line of Oxwall Tool Co., Ltd., 
New York City, as the firm cele- 
brates its 2lst anniversary. 

Items featured in the sale in- 
clude: Cross-cut hand saw, 26 in., 
8 point, reduced from $1.69 retail 
to $1.19; 29-piece twist drill set; 
3-piece hammer set; 8-piece home 
and auto wrench set; 11-piece drive 
chrome ratchet socket wrench set; 
and 6-piece magnetized screwdriver 
set. 


Manufacturers name new 
distributors for lines 


The following manufacturers 
have named new distributors for 
their lines: 

Master Bronze Powder Co. Ince. 
Calumet City, Ill. — Schwabacher 
Hardware Co., Seattle. 

Lionel Corp. New York City — 
J. A. Williams Co., Pittsburgh. 

Hamilton Cosco, Inc., Columbus, 
Ind.—Virginia-Carolina Hardware 
Co., Ine. Richmond, Va. 


Manufacturers expand, 
move to new facilities 


Horton Equipment Co. has moved 
into a new plant, offices, and ware- 
house in Houston, Texas. 


Sale Speeder No.8 
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TRUE TEMPER 


Your basic line... your money line 


Want more facts? Circle 228, p. 87 


How to survive and make 
money in hardware is subject 
of 32 p. Store Managers 
Guide. Gives useful figures 
on store sales, bankruptcy 
rates, etc. Send 25¢ for a 
copy to Reader Service Dept. 


Start a profitable Rental Busi- 
ness. |2 p. reprint tells what 
to rent, how to set charges, 
customer agreements, book- 
keeping forms, and _ other 
information. Send 25¢ to 
Reader Service Dept. for 
your copy. 


HARDWARE AGE 
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How markdowns a HIGH 
can eat profits 7 

(Continued from page 63) FOOD 
by an offering of the goods for sale . PRICES 
to the public. Otherwise, mark- | | | 


downs are not allowed. 


Legal markdowns come off of | i make HOME 
four gross ‘ati ‘ofit, andso || 7 BO 
your gross operating profit, and so | 3 TTLE 


off of your net profit. If these 
markdowns are not reported, or are | | CAPPERS 
later disputed and thrown out, your | 
net profit is higher and naturally 
is subject to higher taxes. Mark- 
downs are an expense item, the 
same as rent and salaries. 

You must have formal records to 
substantiate the date, quantity of 
goods, and dollar amounts of mark- 
downs. Otherwise, you run the risk + = cATSUP 
of losing money. Informal or mem- , poor ~~ 
ory accounting is not acceptable oy 
record keeping to the Internal _ FRUIT JUICES . 
Revenue Service. cota, ; OTHER BEVERAGES Z | 

There are other advantages to ty, 
having a well organized markdown 


record . No. 250 CLIMAX CAPPERD Lob 


Improved turnover fj )  Volume-selling capper 

, that’s a real value. 
, Popularly-priced for 
you can keep stocks trimmed of : | 7 quick sales. Sturdy, heavy 
fat, and can reorder when you have if i metal construction gives long 
to without fear of being over- | eee I service. Easy to operate. Han- 
bought. | / dle springs back into place 

iy after bottle is capped. Adjust- 
able to handle bottles up to 1- 
quart capacity. Packaged one 
dozen to carton. 





Turnover rate improves. when 


For example: At mid-year, a 
dealer’s total inventory stands at 





HARDWARE HUMOR la 
sceaenicny Hi) fs No. 150 GEAR TOP CAPPER 


CUSTOMERS 
| wit Not BE | | Deluxe model priced to bring you big profits. Women 
ALLOWED OUT | | a5 like its easy-to-operate, gear-type action. Equipped 
| ; eyont it . with cap-holding “‘Double Seal” throat that elimi- 
| ata 2s nates cap balancing. Crimps sides and depresses 
W Vhs : top for sure closure. Heavy, padded base prevents 
| a PUR HA - bottle from slipping, adjusts to bottle size. Packaged 
\. : one-half dozen to carton. 





PS. Everedy Cappers are ideal for re-sealing soda 
@ and ginger ale botties, too. Phone your jobber 
now for details and prices. Ask about Everedy's com- 
plete line of fast-selling, profitable Chrome, Copper and 
Stainless Steel Housewares. Write direct for Free catalog. 


"Oh, | agree, Harry .. . it's a won- ee WE R = D : 


derful idea. However, looking at it | THE EVEREDY e FREDERICK, MD. 


from another angle... , — i ME « COPPER « STAINLESS 
Want more facts? Circle 229, p. 87 
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How markdowns 


can eat profits 
(Continued ) 


$50,000. He has about $1000 at 
retail tied up in old power mowers, 
and his prices aren’t competitive. 

This dealer would like to cut 
prices to move his stock. He is 
afraid to do this, because he has no 
idea of where he stands in regard 
to markdowns. So he sits on his 
old mowers and his turnover takes 
a beating. 

About 2 percent of this dealer’s 
total stock comes to $1000. Had he 
been keeping accurate markdown 
records, he would know how much 
of that figure had been used. He 
would probably have enough leeway 
to cut those mowers by $300-400, 
sell them, and buy new models. 
Fresh stock would boost his turn- 
over, and the credit would go to 
markdowns. 


Old age control 


Every dealer has cats and dogs. 


Many dealers don’t know how many 
until] year-end inventory. Usually 
the dogs aren’t under control be- 
cause there are no formal mark- 
down records. 

Regular markdown recording puts 
an end to this situation. 

When you keep dated markdown 
sheets, you have a source of valu- 
able information to review and act 
on frequently. If, for example, you 
marked down 10 skillets’ three 
months ago, a check of your mark- 
downs remind you to go to the bin 
or display fixture and see if the 
stock is moving. If it is not, an- 
other markdown may be in order. 
At least, you’re checking on your 
shelf warmers. 

Formal markdown records grad- 
ually build you a complete picture 
of the trouble spots in your store 
for follow-up action. 

Each time you take a markdown, 
you increase your buying dollar 
total by the amount of that mark- 
down. Then, as merchandise begins 
to sell at lower prices, you’ll have 
still more money to pour into fresh 
stocks for higher turnover. 


The cheapest markdown on a dog 
is the first big markdown. An item 
which doesn’t move in a year’s time 
at $5 isn’t going to pick up much 
speed at $4.50, but at $3.50 or 
$3.75, you may have a real sales 
winner. If you have a formal mark- 
down record, you probably have a 
tax-deductible item. You haven’t 
lost money, you have gained in 
several ways. 


Markups count too 


The Internal Revenue Service 
also recognizes that there are many 
markups taken these days. Prices 
are advancing steadily, from 1-3 
percent a year in many hardlines. 

It pays to have a markup record 
as well as markdown record, both 
for your own awareness of the ac- 
tual value of your inventory, and 
for IRS inspection. 

Markdown control forms may 
usually be used for markups as 
well. While ma*kdowns will far ex- 
ceed the value of markups, you'll 
find that you gain several hundred 
dollars a year on stock you own 
when manufacturers boost prices. 


a Swing-a-Part 


» FOOD CHOPPER 


with 2 great exclusive features 

















Swings apart for easy cleaning! 


MODEL NO. 71 


Capacity 
2 Ibs. per minute 
MODEL NO. 72 


Capacity 
3 Ibs. per minute 


Trough carries juices to bow!ll 


WANTED BY WOMEN EVERYWHERE! Here’s another 
Universal fast-seller—for plenty of reasons. First are the 
exclusive swing-a-part and trough features. Then come superior 
design and sturdy construction. Shear-like action cuts food 
without crushing. Three self-sharpening cutters provide 


coarse, medium and fine chopping. Extra-long handle 


makes turning easy. 
Stock up today! 


FIRST...AND STILL THE FINEST! 


) UNIVERSAL | 


LANDERS. FRARY & CLARK, NEW BRITAIN. CONN. 
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Mr. Dealer: 


stock Fr arker 
WORKSHOP VISES 


PARKER (P-3'2) (P-4)(P-5) 


Features such as re- 

newable steel jaws, 

360° positive lock- 

ing swivel base and 

pipe jaws cast right 

into the vise make a 

Parker Workshop vise the 

the answer to your problems Mr. Dealer. 


PARKER 703'2 


This vise available 

also with smooth 

jaws not renewable 

(713%) contains all 

the quality features - a ™ : 

and materials tradi- i= = - | 
tionally found in ) 

PARKER vises at a 


new low price—easily the answer to your price problem “/he CHARLES PARKER CO. 


Mr. Dealer. 


50 HANOVER ST. MERIDEN, CONN. 
Write for your Parker Vise catalog and brochure today! 


Established 1832 
Want more facts? Circle 231, p. 87 





GRIF 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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STOP PIPE 
SWEATING 


Every Home 
Has This 
Probiem... 
Solve it 

and Profit 
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Here’s a year ’round profit item for your economy- 
minded, home fixer-uppers! An opportunity for you 
to get your share of the dollars being spent to rid 
homes of the common problem of “sweating” cold 
water pipes. 

Only NoDrip Tape, the original nationally adver- 
tised cold water pipe insulation designed for do-it- 
yourself customers, gives you these important 
benefits. 

e Faster turnover...more profit. 

¢ Greater customer satisfaction because of NoDrip 
Tape’s proven permanency. 

e Hard hitting program of dealer sales aids. 


So don’t settle for inferior, temporary pipe wrap- 
pings...stock and sell the only pipe insulation that 
is 100% vapor and moisture proof—NoDrip Tape. 
Easy-to-apply NoDrip Tape winds spirally around 
any size pipe...needs no vapor-seal tapes or over- 
wraps...no bands, brads or fas- , 
teners. Fits snugly even around ‘ : 


tees, unions, angles, valves. nn 
Packed 12 rolls to the el APE 


carton. Dealer discc snt 333% | . 


$169 


List Price 






ORD'ER THROUGH YOUR SUPPLY HOUSE 


J. W. MORTELL COMPANY, 508 Burch St., Kankakee, Ill. 


Please send me full information about NoDrip Tape’s FREE dealer 
sales aids. 


Name 





Firm 


Address 








City State 








Want more facts? Circle 233, p. 87 
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ADON H. BROWNELL, 
vice-president of Lock- 
wood Hardware Mfg. Co., 
New York City, began his 
hardware career in Au- 
gust 1909 with Union 
Hardware & Electric Sup- 
ply Co., Providence. Two 
years later he joined Rus- 
sell & Erwin Mfg. Co., 
New Britain, as foreman 
of its sample room. In 1913 
he managed the builders’ 
hardware department of J. 
Russell & Co., Holyoke wholesaler. For the next 12 
years he managed the builders’ hardware depart- 
ment of the Fort Pitt Hardware Co., Pittsburgh. 
He then went with Russell & Erwin Mfg. Co., New 
Britain as assistant sales manager. In 1928 and 
1929 he managed the builders’ hardware depart- 
ment of H. D. Taylor Co., Buffalo wholesalers. He 
then joined the Geo. Worthington Co., Cleveland 
wholesaler, to manage its builders’ hardware and 
paint departments. In 1934 he returned to H. D. 
Taylor Co. as vice-president and general manager. 
From 1941 to 1955 he was general sales manager 
of Lockwood Hardware Mfg. Co., Fitchburg. In 
1956 he was elected vice-president of Lockwood 
and transferred to New York City. He is author 
of “Taking the Mystery Out of Builders’ Hard- 
ware” and of the Hardware Age Builders’ Hard- 
ware Handbook, both published by HARDWARE AGE. 
Writing, teaching and speaking about builders’ 
hardware are his hobbies. He is a member of the 
American Society of Architectural Hardware Con- 
sultants, Metropolitan Builders’ Hardware Club, 
and Rotary International. He is a past president 
of the Pittsburgh and Buffalo Rotary Clubs. 
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Po) G PACKED TO SELL 
ON SIGHT! 


U.S. PAT. NO. 2702893 Six mounted on at- 


b] 





tractive display 
Extra sales! New dollars for you! Perma-Plugs have proved board, or singly 
that they sell on sight! Every passer-by buys. A sure cus- “oa 
tomer pleaser. Be sure to order today from your distributor. 
DISTRIBUTORS: Write today for franchise information. "Reg. Trade Mark 


, 2 Just ' — J] Cu 
SAFE! U.L. Approved. eet heli, outa ee | AJ a = ~ - 
EASY-TO-INSTALL. Fits any standard out- a a Available in Brown 69+ Peg SS 


let. 15 Amp. 125V. A.C. Just remove one PERMANENT. Handsome, compact, neat, = 
screw and plate. Install the same way. cannot be pulled out. ivory 79¢ “Jen Me 


VocALINE COMPANY OF AMERICA INC.  otp savsroox, conn. 


MAKERS OF FAMOUS TWO-WAY RADIOS, VOCATRON INTER-COMS AND OTHER ADVANCED ELECTRONIC PRODUCTS 





Want more facts? Circle 234, p. 87 


Put this hard-hitting display to work for you’ 




























selling Quick Wedge 


SCREW-HOLDING screwdrivers 


Unconditionally Guaranteed -- Millions Satisfied 
ORDER TODAY — We'll Invoice Your Jobber 
Nationally Advertised in 8 National Magazines 
KEDMAN COMPANY + 233 South 5th West + Salt Lake City 1, Utah : —~ 

Want more facts? Circle 235, p. 87 








NO WHEELBARROW NEEDED! 
im | 


SALES! YOURSELF 


| ‘ 
r\ ‘ es , zh 
4 _ 5Srol ts a Pa VW th 
s - >) “ 


mass 


rc : re y? o« S = T 
appeal ome handy-man, = : 
, farmer, ci fractor ne-man opera- 
T tion! Takes 2s t. cf floor space 
10 display ! lemonstrate ixe 


concrete. 1 


; nortar tape laste 
Sales helps are available 
F or write today 
4 to Department 


RENTAL ; ENN _ 
PROFITS! , ) | s ‘ : aa... 2323 ELLIS AVE 


ST PAUL 14. MINNESOTA 


ROL 6 ic. 


Want more facts? Circle 236, p. 87 
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News About Dealers: Ballard Store Of Lima 


Relocates; Decorator Heads Paint Section 





Lima, Ohio — BALLARD 
HARDWARE STORE staged a 
grand opening of its new 
quarters recently. The store, 
which was located at 900 S. 
Main, has moved to 1300 
Bellefontaine. Robert and Lu- 
cille Ballard and their son 
Donald operate the _ store. 
Mrs. Ruth Cooke, an interior 
decorator, will be in charge 
of the paint department. Spe- 
cial sales and prizes were of- 
fered in the four-day celebra- 
tion. 


Youngstown, Ohio — Ran- 
dall H. Beede, former part- 
ner in the Beede Appliance 
Store, N. Lima, Ohio, has 
joined the major appliance 
sales department of the 
STAMBAUGH-THOMPSON Co.’s 
downtown store here. Mr. 
Beede has had 27 years’ ex- 
perience in the appliance 
field and had been previ- 
ously with Stambaugh- 
Thompson’s appliance de- 
partment from 1923 until 
1947 when he opened his 
own store. 


Goldens Bridge, N. Y.— 
Mr. and Mrs. Otto Dietmeir 
of GOLDENS BripceE Harp- 
WARE, won a free vacation 
trip for two to Bermuda at 
the 25th Anniversary Dealer 
Show, sponsored by Whitlock 


Dealer Wipes His Books 
Clean of Old Accounts 


Owner Jack Tinkle has 
cleared the books of old un- 
paid accounts totaling more 
than $80,000 at his hardware 
store in Beaumont, Texas. 

Mr. Tinkle tossed the old 
bills into the incinerator 
with this comment: 

“I’m forgiving these peo- 
ple their debts to me, and I 
hope I’ll be forgiven too. I 
figure a lot of people who 
have been staying away 
from my store because of 
being delinquent in their ac- 
counts will come back when 
they know they’ve been for- 
given.” 

Some of Mr. Tinkle’s bills 
dated back 30 years. 





Corp. The show was held 
Mar. 15in White Plains, 
N. Y. One hundred manufac- 
turers exhibited their prod- 
ucts at the show. 


Madison, Wis. — KARLS 
HARDWARE Co. has been in- 
corporated and is now known 
as H AND N HARDWARE, INC. 
Norbert J. Huettl, whose 
partner Frank J. Karls 
(founder of store) died in 
October, is president and 
treasurer. George H. Nelson 

(Continued on page 156) 





Bauman Named Corbin 
Assistant Sales Head 


Carl S. Bauman has been 
promoted to assistant gen- 
eral sales manager, P. & F. 
Corbin Div., American Hard- 
ware Corp., New Britain, 
Conn. 

Mr. Bauman has _ been 
sales promotion manager of 
the company since March, 
1958. He was formerly as- 
sistant general sales man- 
ager, Stanley Hardware Div., 
Stanley Works, New Britain, 
Conn. 
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CARL 8. BAUMAN 
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Strevell-Paterson Co. 
Opens New Warehouse 


The new warehouse of 
Strevell- Paterson Hardware 
Co. in Salt Lake City was 
formally put in operation 
with an opening celebration 
May 1 to 38. 

The new warehouse, at 
1401 South 6th West St., 
covers the Intermountain 
operations. The warehouse 
brings together warehouse 
and offices formerly in six 
buildings. 

The new warehouse is a 
single story building of 


170,000 sq ft. (See May 22, 


1958, issue, p. 123.) The 
warehouse has rail and 
truck connections, and is 
near major highways. The 


site is 14 acres, with park- 
ing space for visitors, cus- 
tomers and employees. 
Strevell-Paterson is a 
wholesale distributor for 
hardware, major appliances 
and parts, sporting goods 
and floor covering. The com- 
pany also handles automo- 
tive parts, accessories and 
shop equipment under the 
trade name of Motor Mer- 
cantile Company Division. 





Hibbard's ‘58 Earnings 
Exceed 2 Million Mark 


Hibbard, Spencer, Bartlett 
& Co., Evanston, Ill. whole- 
saler, reported net earnings 
from operations, for the year 
ending Jan. 31, 1959, at 
$9.76 per share. Earnings 
for the year before were 
$7.52 per share. 

Sales for the fiscal year 
were 31 percent less than for 
the previous year. Most of 
the decrease was planned 
and represented the discon- 
tinuance of many unprofit- 
able accounts. Business did 
suffer a sharp decrease early 


in the year because of gen- 
eral depressed business con- 
ditions, according to O. H. 
Ahl, president. 

Gross profit on sales for 


the year was $2,759,978. 
Rental income amounted to 
$661,723. Dividends, inter- 


est and other income totalled 
$48,335. Gross income for 
the year totalled $3,470,036. 

During the year Hibbard 


sold the building owned by 
its subsidiary, Brown-Camp 
Hardware Co., Des Moines, 
Iowa. Brown-Camp was liq- 


uidated as of Dec. 31 


HA Aug. 28, p. 85). 


(see 





Meyer Plans A Buying 
Group For Wholesalers 


A group buying organiza- 
tion for non-competing inde- 
pendent hardware and house- 
wares wholesalers was 
announced by W. F. Meyer, 
Sr., president of Meyer 
Merchadising Service Chi- 
cago, producer of consumer 
catalog and broadside pro- 
motions for the hardware 
trade. 

Plans for forming the buy- 
ing group also include adver- 
tising and _ merchandising 
consulting service for manu- 
facturers and wholesalers. 

Mr. Meyer also announced 
his plans include the _ pos- 
sibility of establishing some 
private label brands in hard- 


ware and in housewares, and 
of establishing regional 
sources for group buying of 
some items. 

Mr. Meyer also is presi- 
dent of W. F. Meyer & Sons, 
Inc., manufacturer of iron- 
ing boards and laundry 
equipment. 


Tennessee Fabricating 
Elects Leppert a V-P 


Jack J. Leppert has been 
elected vice - president, sales 
and marketing, Tennessee 
Fabricating Co., Memphis, 
Tenn. 

He had held the position of 
national accounts manager, 
Hunter Div., Robbins & Mey- 
ers, Inc. 
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Snowball Appointed Masback Sponsors TV Promotion To Increase 


Yuba General Manager 


John R. Snowball, Jr. has 
been elected vice-president 
and general manager of 
Yuba Power Products, Inc., 
Cincinnati, Ohio. He = suc- 
ceeds Louis L. Weber, who 
has been elected a vice-presi- 
dent of Yuba Consolidated 
Industries Inc., San Fran- 
cisco. Yuba Power Products 
is a subsidiary of Yuba Con- 
solidated. 

Mr. Snowball filled many 
production posts in Lodge & 
Shipley Co. and the succeed- 
ing firm, Weber Engineered 
Products. He then switched 





JOHN R. SNOWBALL, JR. 


to sales and was active in the 
formation of Yuba Power 
Products. 








FREDERICK N. 


LYMAN 


Millers Falls Names 
Three Sales Managers 

Individual sales managers 
have been named to head 
three product divisions of 
Millers Falls Co., Greenfield, 
Mass. 

Frederick N. Lyman has 
been appointed sales mana- 
ger of the metal cutting divi- 
sion. Mr. Lyman headed the 
southwestern sales. district 
for many years and later 
took charge of industrial 
sales. 

Vincent C. Giffen is the 
new manager of the hand 
tool division. He joined the 
firm in 1940 as a salesman 
in Cleveland. After holding 
several managerial posts he 
became hardware sales man- 
ager in 1958. 














EUGENE V. ALLEN 


V. Allen now 
heads the electric tool divi- 
sion. He started his sales 
career with a portable elec- 
tric tool firm. Six years 
later (1956) he joined Mill- 
ers as assistant to the ex- 
ecutive vice-president. 


Kugene 


Sales For Dealers in New York Market 


An example of how whole- 
salers aid dealers in build- 
ing store traffic and sales is 
going on in the greater 
metropolitan New York City 
market. 

Masback Hardware Co. has 
organized a _ television pro- 
motion featuring products of 
manufacturer suppliers and 
showing viewers which hard- 
ware stores sell this mer- 
chandise. More than 400 
participating hardware 
stores are identified during 
the program and _ through 
store promotion materials as 
“Friendly American Hard- 
ware & Houseware” stores. 

The program went on the 
air early last month and con- 
tinues for 13 weeks. As soon 
this promotion is com- 
pleted another 13-week series 
will start. 

Each Wednesday after- 
noon viewers in the metro- 
politan New York City area 
settle back to watch “All 
Star Movie” from 3:30 to 5 
p.m. over WOR-TYV. 

There are 14 one-minute 
and 7 ten-second commercial 
spots during the program. 
Manufacturer suppliers pro- 
mote their lines during these 
commercials. Some manu- 
facturers use films and slides 


as 


to tie in with their other 
current promotions. Some 
manufacturers have  pre- 


pared commercials especially 
for the Masback promotion. 

The names and addresses 
of 39 participating dealers 
are flashed on the screen dur- 
ing each program. Each par- 
ticipating dealer gets at least 
one mention during’ the 
series. 

There is a continuing tie- 
in throughout the series 
through the Friendly Ameri- 
can identification and a store 
display kit. Each dealer has 
a 28 by 42 in. cloth banner 
for store display bearing the 
“Friendly American” name 
as advertised on television. 


Other tie-in materials in- 
clude decals, two-sided pen- 
nants, large streamers, and 
an easel card announcing the 
television program. 

Products on the current 
series are aimed at the wo- 
man customer since it is a 
daytime show. The next 
series will be on the air from 
9 to 10:30 p.m. and products 
will be aimed at a broader 
audience. 


Cramer Is President 
At American Thermos 


Trevor K. Cramer has 
been elected president of 
American Thermos Products 
Co., Norwich, Conn. He suc- 
ceeds Arthur H. Payson, who 
has been elected vice-chair- 
man of the board. 

Mr. Cramer came to the 
firm in 1952 as vice-president 
of plastics when his com- 
pany, Plastene Corp., became 
a division of American Ther- 
mos. He became first vice- 
president of American in 
1956 while continuing as 
president of the Plastene 
division. He is now chair- 
man of the board of the divi- 
sion. 

Mr. Payson joined the firm 
in 1928 and was elected presi- 
dent in 1956 succeeding his 
brother, A. E. Payson. 

Charles O. Duevel, Jr. suc- 
ceeds Mr. Cramer first 
vice-president. 


as 


Lyle Wilmott Becomes 
Pro Hardware Buyer 


Lyle Wilmott has joined 
the staff of Pro Hardware, 
Inc., Larchmont, N. Y., an 
affiliate of Cosgrave & Asso- 
ciliates. Mr. Wilmott was for- 
mer merchandise manager of 
Cavendale Wholesale Corp., 
subsidiary of Cavendish 
Trading Corp. 

He will be in charge of the 
group buying for Pro Hard- 
ware. 
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SHOW and SELL 
these FAST-MOVING 
FULTON PRODUCTS 


Fulton winches, pulleys, hooks and couplings are 
widely used on the farm and in industry . . 





. and 


are particularly adaptable to marine and boat 
trailer use. Meet the spring demand—stock Fulton 
and increase profits by selling the quality line. 





GENERAL PURPOSE WINCHES 





No. 294 is one of three new models with 

higher gear ratios and load capacities, de- ———e 
signed to handle the heavier loads more medel Ratie Gonnatte | 
easily. Has positive 2-way ratchet with ‘‘off’’ 271 11 200 
position, and features an adjustable handle— rs 7: 500 
shorten to lift light loads fast, lengthen te 225 =" a | 
lift heavier loads easily. 5:1 gear ratio, 230-D 4 1000 
1400 pounds capacity. a a roe 
No 270 for farm and other stationary ap- 254 3:1 1000 
plications. Hub is 2%” for cable, and 434” 290 4:1 1000 
wide drum provides capacity for 580 feet of 292 4:1 1200 
Ve” line. Easily disassembled for service Models available with rope and 
and cleaning. 5:1 gear ratio, 1800 pounds hook: 230-DR, 235-R, 290-R, 
capacity. 292-R, 294-R. 


Malleable Hooks 
Bright cadmium plated 
Malleable Hooks, fully 
annealed and designed 
for maximum strength 
at point of greatest 
strain. No. 466, illus- 
trated, has snap lock. 
No. 462 without snap 
lock. 


POPULAR FOR HAULING TRAILERS AND OTHER 
PORTABLE EQUIPMENT 


No. 415 PULLEY 
24%,” pulley wheel, takes rope 
up te %”,. turns on Oilite 
self-lubricating bronze sieeve 
bearing. Heavy pressed steel, 
cadmium plated. Lead ca- 
y pacity 750 pounds. 








No. B-8 Multi-Fit Coupling 
Fite balis from 1%” to 2%", supplied 
with 2” ball. C it pounds. 
Fulten couplings feature pressed steel 
eeonstruction and die-formed steel balls. 
2000 8000 


No. M-2 Dual-Lok Coupling 
Cam operated—fast and positive. Hole 
provided in locking lever for padlock. 
Supplied with 17%,” ball, capacity 4000 
pounds. 


Medels available f 
pounds capacity. 


YOU'LL FIND MANY MORE /| 


interesting items in your copy of our new 
catalog. Write for it today or contact 
your jobber. 





he FULTON .. 


1912 SO. 82nd ST. MILWAUKEE 19, WISCONSIN 
Want more facts? Circle 237, p. 87 
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News About Dealers: 





(Continued from page 154) 


is secretary and Miss B. F. 
Bassler is. vice - president. 
Richard J. Karls, son of the 
founder, continues as an em- 
ploye of the firm. The store 
will remain at its present lo- 
cation, 1398 Williamson St. 


Lincoln, Nebraska—Three 
stores here have incorporated 
under the Keen Kutter Stores 
Program of Shapleigh Hard- 
ware Co., St. Louis whole- 
saler. They are ALLEN’S AL- 
LEY, INC., 1410 South St.; 
BETHANY SUPPLY, INC., 2141 
North Cotner; and THOMAS 
HARDWARE, 2739 N. 48th St. 
These stores will advertise 
on a cooperative basis. 


Elgin, Ill.—Town & Coun- 
TRY HARDWARE, an affiliated 
S & Q Hardware Store, held 
its grand opening recently in 
the brand new Town & Coun- 
try Shopping Plaza, 300 Mc- 
Lean Blvd. The store is a 50 
x 100 ft self-service fixtured 
building that attracted 4500 
visitors on opening day, ac- 
cording to owner Dick Bres- 


| lich. 


Ashtabula, Ohio—CLIFFORD 
HARDWARE has been _pur- 
chased by Francis L. La- 


' Bounty and Dillon B. Smith, 


owners of LaBounty & Smith 
Hardware Store in Conneaut. 
Clifford Kadon, who has op- 
erated the store for the past 
21 years, will continue to op- 
erate his Clifford Marine 
Store here. Mr. Smith will 
operate the newly-acquired 
store. 


Vernon, Tex.—G. G. Tay- 
lor, former owner of NORTH 
TEXAS HARDWARE CoO., is re- 
tiring after 47 years in the 
hardware business. He has 
sold the company to U. J. 
Smith and J. R. Couch of 
Vernon. 


Lakeland, Fla.—FRIENDLY 
ACE HARDWARE STORE staff 
has been enlarged with the 
addition of Dick Reniewicki, 
for many years with Farm- 
ers Hardware Co., Shawno, 
Wis. 


Saint John’s, Mich.—WIE- 
BER’S HARDWARE, owned by 
Ben L. Wieber, has moved 
into the building on Clinton 
Ave. which formerly housed 
the Kroger store. With the 
expanded area more lines 
will be added. Service for 
appliances will be available. 


News of the Trade 





Bethesda, Md. — PEOPLES 
HARDWARE opened its 19th 
store in this area in the Wild- 
wood shopping center, Old 
Georgetown Rd. The ultra 
modern building has the lat- 
est type of self-service wall 
shelving and floor display 
fixtures. Angelo D. Valenza, 
vice-president and_ general 
manager of the firs1, designed 
and engineered the store. 
Parking is available nearby 
for over 625 cars. James 
Privitt will manage the new 
store and Robert Ewing will 
be assistant manager. 


Lee’s Summit, Mo.—F. M. 
ScHICK AND SON HARDWARE 
and WITTER HARDWARE 
merged their stocks to form 
Schick-Witter Hardware, Inc. 
The new firm will occupy an 
enlarged store at the Schick 
location in about two months. 
C. W. Witter is general man- 
ager and Howard Schick is 
president of the new corpora- 
tion. 


Wellesley, Mass. — TOWN 
PAINT AND SUPPLY COMPANY 
of Cambridge has purchased 
the College Hardware store 
owned by Ira Corkum. The 
store will be renovated and 
new stock brought in for a 
larger operation. Morris 
Sandler is president of the 
Town Paint and Supply Co. 
James Sandler will manage 
College Hardware store, now 


the 15th in the company’s 
chain. 
Shreveport, La. — BUCKE- 


LEW HARDWARE Co. has 
opened a new store at 401 
Milam St. The store will 
house the retail department 
only. During a five-day 
opening celebration 250 
prizes were given away. 
John E. Hunsicker, Jr., is 
vice-president and general 
manager of Buckelew’s. This 
store will be managed by 
H. T. Traylor. 


Lynwood, Calif.—A new 
and expanded LYNWOOD 
HARDWARE & PAINT store 
was opened directly across 
the street from its former lo- 
cation. Owners are LeRoy 
Everett and Rodney Terzen- 
bach. 


Peterboro, N. H.—W. E. 
AUBUCHON Co., INC., has 
opened its 50th store at the 
new Shopping Village late 
last month. The company 
marked its 50th anniversary 
last year. 




















P. G. WILLIAMS, JR. 


Bulman Corp. Appoints 
Sales, Field Managers 


P. G. Williams, Jr., has 
been appointed general sales 
manager for Bulman Corp., 
Grand Rapids, Mich. 

He was formerly market- 
ing manager for Wesley 
Aves and Associates, Grand 
Rapids. 


———— 


News of the Trade 











SYDNEY L. KATCHEN 


Sydney L. Katchen has 
been elected vice - president, 
Bulman Corp. of New York, 
Div. of Bulman Corp. He 
will direct an extensive ex- 
pansion program in the hard- 
ware store field. 

Robert R. Swartzbaugh, 
former manager of the Chain 
Store Div., was named field 
sales manager. 





Langsams to Celebrate 
Silver Anniversary 


R. H. Langsam, vice-presi- 
dent of Masback Hardware 
Co., New York, and Mrs. 
Langsam are celebrating 
their twenty-fifth wedding 
anniversary with a trip to 
Europe this spring. 

The Langsams are flying 
to Europe May 10 and will 
return by ship in late June. 

The Langsams will visit 
France, Switzerland, Italy 
and England. 


Summer Sales Course 
Offered at Syracuse 


A sales management and 
marketing course is being of- 
fered by National Sales Ex- 
ecutives International at 
Syracuse University, June 9- 
25. 

A faculty of professional 
educators in management 
and marketing has been se- 
lected by business and indus- 
try executives and leading 
universities. 

Cost of the course, includ- 
ing fees and room and board, 
is $700. Additional informa- 
tion is available from Jack 
K. Rimalover, manager sales 
education department, Na- 
tional Sales Executives, 630 
Third Ave., New York 17, 
N. Y. 


Toro Contest Winners 


Larry Shine, power mower 
salesman for J. A. Williams, 
Pittsburgh wholesaler, won 
the Toro Topper award for 


almost tripling his quota of 
Toro units sold during a re- 
cent contest. Jack Hender- 
son, of McGowin-Lyons 
Hardware, Mobile, Ala., won 
second prize. 


Midwest Show Elects 
Women's Committee 


The Midwest Hardware & 
Housewares Show board of 
directors at a recent meeting 
in Chicago elected the wo- 
men’s activities committee 
for the 1959 Show. 

Committee members are: 
Mrs. W. M. Bocher, chair- 
man; Mrs. D. 1. Pierce; Mrs. 
J. W. Adams, Jr.; Mrs. J. E. 
Fromm; and Mrs. A. R. 
Stroot. 

The Midwest Hardware & 
Housewares Show will be 
held at Chicago’s Navy Pier 
on Sept. 13-16. 


Bolens Appoints Meyer 


Arnold Meyer, former 
foreman of the factory as- 
sembly department, has been 
appointed field service coordi- 
nator, Bolens Products Div., 
Food Machinery & Chemical 
Corp., Port Washington, 
Wis. He will coordinate sales 
and service activities. 


New Warehouse Service 


Ideal Fishing Float Co., 
Richmond, Va., opened a new 
warehouse at 605 Third St., 
San Francisco, Calif., on 
April 20. This branch ware- 
house will increase service to 
California and _ northwest 
customers. 





GOOD EARTH 


long handle garden tools 


. +. produced with the usual 
Great Neck quality — fi 
priced for profits! gq 





Alloy tool steel heads 

finished in rich blue. 

Weatherproof-finished 
flame-hardened handles — 
finest available. 


BR-15 
BOW RAKE 


15 curved teeth on a 15” 

wide head. Teeth are \ 
2%” in length. Handle is 

5 feet long. 


DW-36 LONG HANDLE 
WEEDING TOOL 


42” overall length. Handle is 
36” long for use in standing 
position. Hardened and 
tempered, chisel-sharp 
alloy tool-steel blade. 

Tapered, nickel- 
plated ferrule. 










” 


LR-14 
LEVEL 
HEAD RAKE 


14 curved teeth balanced 
on a 14” wide head. 
Teeth are 2'4” in length. 
Handle is 51 feet long. 


TE-6 TURF EDGER 


Biue-finished alloy-steel blade 
measures 9” x 5 

combined with a 4 foot 
handle. 





GS-3 GRASS SLASHER 


Hardened and tempered alloy tool-steel, ser- 
rated double edge cutlery cutting blade and 
nickel-piated ferrule. Balanced swings per- 
mit full 844” cuts of grass or weeds from 
both sides. Overall length, 37”. 





GREAT NECK TOOLS ARE NATIONALLY ADVERTISED 


G) GRBAT NECK 
SAW MANUFACTURERS, INC 


Want more facts? Circle 238, p. 87 
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“DEMAND GENUINE 





FOR THE DRY WALL CRAFTSMAN 
CALIBRATED T-SQUARE 


Anodized. Heat- 
treated aluminum. 
Big numbers for 
. measuring and cut- 
ting. Blade full 2’ 
wide x 477% long. 

No. TS-31 Price $9.00 


HAMMER 










Striking face com- 
presses board into 
perfect dimple for 


easy ‘“‘filling’’ with no 
bruising or defacing. 
Chrome-Moly Steel. 
No. WH-11 Price $6.00 


UTILITY SAW 


Cuts wood, masonite, 
waliboard, etc. Extra 
Heavy blade, sharp 
point for penetration 
without pre- drilling. 
No. US-71 Price $1.95 


ROLL LIFTER 

For lifting boards 
against wall; rolls 
forward. lifts holds. 
No. RL-42 Price $3.50 


CIRCLE CUTTER 

Cuts sharp round 
holes up to 12’’dia. 
Set to desired size— 
one turn of handle 
and circle is cut. 








No. AC-31 Price $4.00 


TOOL HOLDER 
Fine teather and 
copper riveted. Holds 
every tool you need 
No. 832 Price $6.00 


TOOL POUCH 


Fine leather and 


i 
copper riveted. Holds 
every tool you need 
for the job, plus an 
accessory pocket. 


No. 812 Price $5.00 
NAIL BAG 

Soft leather, riveted 

for long life, round 


bottom, big belt 
loop, with double 
pocket for tape, knife 
or cigarettes. 

No. 831 Price $3.50 


NAIL BAG 
Without pocket tor tape. 


No. 833 Price $3.00 
TRU-GUIDE MEASURING AID 


Slides to a perfect measurement and holds. 


Fits any 34" tape. No. TG-51  +==Price $.60* 
| TRU-CUT “TAPE TIP” 


Slot keeps knife in 
positive position, 
makes cuts _§ faster. 
No. TC-61 Price $.60* 
*Or two for $1.00 







STEEL “WHITE” TAPE - 3%” 
Giant king-size 12’ long. No. WT-12 Price $3.00 
Wallboard Tool & Equipment Co. 
1708 Seabright Ave. Long Beach 13, Calif. 


See Your Local Dealer — If not available, order direct. 
Want more facts? Circle 239, p. 87 
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News of the Trade 





brief reports of 


MANUFACTURERS’ SALESMEN 


@ Millers Falls Co., Greenfield, Mass.—Clark L. Boyd, for- 
merly manager in the New York area to manager of two 
newly combined districts including Metropolitan New York, 
Long Island, New Jersey, eastern Pennsylvania, Delaware, 
Maryland, the District of Columbia, and parts of Virginia 
and West Virginia. 


@ Belden Mfg. Co., Chicago, Ill—Wayne Hernly to district 
sales manager of the newly-created southeast central dis- 
trict; Howard Baron to parts of Illinois and Wisconsin; 
Dick Fritze to parts of Indiana, Kentucky and Tennessee; 


and John Barthelmy to Florida and parts of Georgia and 
Alabama. 


@ Kwikset Sales and Service Co., American Hardware 
Corp., Anaheim, Calif—Jay Harris from customer rela- 
tions representative to cover part of metropolitan Los An- 
geles and the southern part of California from Los An- 
geles to the Mexican border; and Patrick Mulcahy to Min- 
nesota, Wisconsin, Iowa and North and South Dakota. 


@ Stanley-Judd Div., Stanley Works, Wallingford, Conn. 
George T. Dornhaffer, formerly with the Moss Rose Mfg. 
Co., to New York City, parts of Connecticut, Massachusetts 
and Vermont; Arthur J. Steffens, Jr., formerly of Armour 
& Co., to North and South Carolina and part of Tennessee, 
Georgia, Virginia and Kentucky. 


@ Toledo Pipe Threading Machine Co.. Toledo, Ohio—C. E. 
Hartsing, from salesman to Western Div. manager; Blake 
M. Wilson from regional sales manager to Central Div. 
manager; and James H. Birch to Eastern Div. sales man- 
ager. 


@ Libbey Glass Div., Owens-Illinois Glass Co., Toledo. 
Ohio—Edward J. Parr, from New York City branch man- 
ager to eastern regional sales manager; Norman V. Sev- 
erin, from assistant manager, New York Citv branch, to 
manager; and L. Frank Dennis from St. Paul branch man- 
ager to mid-western regional sales manager. 


@ Weller Electric Corp., Easton, Pa.—John W. Hand from 
office and traffic manager to regional sales manager for the 
Rocky Mountain and west coast areas with headquarters 
in San Francisco. 


@ Burgess Vibrocrafters, Inc., Grayslake, [l]l—Frank de 
Neveu from an assistant to the sales manager to western 
district sales manager, with headquarters in Los Angeles. 


@ Magic Door Sales Dept., Stanley Sales Co., New Britain, 
Conn.—Raymond W. J. Campbell, owner-operator of Camp- 
bell Associates, to manager of the Hartford, Conn. branch, 
Magic Door Sales. 


@ Hampden Specialty Products, Inc., Easthampton, Mass.— 
David S. Lapine, former sales manager of Dominion Elec- 
tric Corp., to sales representative in Ohio, with headquar- 
ters in Mansfield, Ohio. 


@ Clemson Bres., Inc., Middletown, N. Y.—Leonard L. 
Zanotti, former owner-operator, Paterson Grinding Shop, to 
assistant to the district sales manager. 


@ Otto Bernz Co., Rochester, N. Y.—Henry Mont, from 
salesman to midwest regional sales manager. He replaces 
Stephen E. McPartlin. 


@ California Spray-Chemical Corp., Richmond, Calif. — 
James B. Fox to New York state territory. 











America's Most Complete & Best Selling Line of 


HOUSE NUMBERS 


Reflecting — most legible made. 
Visible day or night. Premium 
quality aluminum, enamel and 
reflecting heads. Weather-tested— 
won't rust, fade or fall apart. 
Retail, each 10¢. Midget, each 
S¢. Letters, too on same basis. 


FREE! 
play Rack 


with each 
assortment. 












All metal Dis- 





Order from your jobber. 


HY-KO PRODUCTS CO., Cieveland 3, Ohio 
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Kenberry GADGETS | 
ARE PROFITABLE 


Sell Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counte: 
bins for fastest self-ser- 
vice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar 
Wrenches. Deluxe Chrom- 
ium Roast Rack. Skewers 
in all sizes. Lacing Pins. 
Plate Hangers. Potato 
Bake Rack. Broom Clips. 
Food Mixers. Beaters. 
Many other a 


More than 
Kenberry "GADGETS 


Ask your jobber 
or write for list 





GOURMET ROTARY KNIFE 
JOHN CLARK BROWN '#¢ 


ONE MUNTGOMERY ST 
BELLEVILLE 9,NVJ 





| 7 














Want more facts? Circle 241, 


p. 87 





NOZZLE 


ROTO-K LEEN. ““ 


CLEANING ROTARY MOWER 


Every Rotary Power Mower owner objects 
to the dangerous and difficult job of clean- 
ing mud and grass from the blade housing. 

Wise owners install a ROTO-KLEEN 
NOZZLE through the blade housing, connect 
the garden hose, turn on the water. start 
the motor and enjoy a thorough cleaning 
job in two minutes. Packaged in individual 
transparent cartons, in three color display 
cartons. 

For further details on the season's most 
profitable, unique and fastest selling av 
cessory, ask your jobber or write. 


SOLDER-CRAFT, INC. 


503 Amelia St., Plymouth, Mich. 














PICTURE 
HANGERS 


by ale 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


BULL olete PICTURE 


HANGERS 
E. H. TATE CO. © 251 CAUSEWAY ST © BOSTON, MASS 
Want more facts? Circle 243, p. 87 













Multiply 
your rental 
prospects 








i 
Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
. greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


MANUFACTURING CO. 





Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


BETTER FLOOR MACHINES 


FOR MORE THAN 30 YEARS 





669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., 


HOLT MFG. CO., Dept. P-5 
669 - 20th St., Oakland 12, Calif., 


Newark 8, N. J. 


or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 








ADDRESS 





Want more facts? Circle 244, p. 87 
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srl1ewv I: 
° ideal : 
: tulip ° 
° latch 
2 «safe, clean latch for ¢ 
estorm or combination pony. 





This Ideal Knob Latch features a 
solid shaped tulip knob with a 
smooth, fully enclosed surface—no 
openings or sharp edges to catch 
fingers or dirt. All rotating surfaces 
operate on self lubricating Bronze 
Oilite Bearings—oiled for life! Three 
4” hole installation is fast and 
doesn’t weaken door. Parkerized 
castings have baked-on silver alu- 
minum base coat and baked on pro- 
tective coat of clear Epoxy enamel. 
Available in sixteen variations of 
knob, lever and strike. Write for 
catalog sheets, prices and delivery. 
e LATCHES e OILITE BEARING HINGES 


e CLOSERS e CHAINS e SASH ADJUSTORS 
e PUSH BARS e QUIKI WINDOW CONTROLS 


IDEAL BRASS 
WORKS, INC. 


250 EAST 5TH STREET 
ST. PAUL 1, MINNESOTA 
Want more facts? Circle 245, p. 87 
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News of the Trade 


news in brief of 


MANUFACTURERS AGENTS 


e H. & V. Sales Co., Minnesota—James V. Vallez and Tom 
J. Hess have formed the H. & V. Sales Co. to cover Kansas, 
Iowa, Minnesota, Nebraska, North and South Dakota, part 
of Missouri and part of Wisconsin for builders hardware 
and specialty lines. Mr. Vallez will headquarter at 4620 
York Ave., So. Minneapolis, and Mr. Hess from Crosslake. 


@ Farmer-White Co., Houston, Tex.—R. O. Farmer, for- 
merly of Lacks Stores and L. B. White, former district 
representative, Philco Corp., have established an agency to 
cover the southwest states. The home office is located at 
1308 Clay Ave., Houston, Tex. 


@ General Floorcraft Inc., Bronx, N. Y.—Michigan and 
the Toledo area of Ohio to Latimer-Zeigler Associates, De- 
troit, Mich., for General floor machines and vacuums. 


@ John H. Graham & Co., New York City, N. Y.—Texas, 
Oklahoma, Arkansas and Louisiana to Jim Van Hoy. 


@ Yard-Man, Inc., Jackson, Mich.—Florida to the Excell 


Co., Miami, Fla. 








A. R. MURPHY JOHN O. DOXSEE 
Murphy is President Nesco Co. in St. Louis and 
Of Bert Clark Co Memphis, and joined the 


Bert J. Clark Co. in 1951. 

A. R. Murphy has _ been 

elected president of Bert J. 

Clark Co., manufacturers’ 

representatives, with head- 
quarters in Kansas City. 

Mr. Murphy succeeds Bert 


Louis Weber Elected 
Yuba Vice-President 


Louis L. Weber has been 


J. Clark, the founder, who elected vice - president, Con- 
died recentlv. sumer Durable Products, 
Other officers elected by Yuba Consolidated Indus- 


directors of the firm include ties, Inc. 


John O. Doxsee, vice-presi- Mr. Weber's program will 
dent, and Claude E. Stone, be to develop acquisition 
secretary. C. O. Lee was Plans for an expanding line 
elected to the board of direc- Of consumer durable prod- 
tors. ucts. 

Prior to his death, Mr. 
Cle k, y | th ° . 

lark, who founded the New Disston Div. Plant 
agency in 1936, established 


plans for continuation of the A 90-acre area near Dan- 


| formerly 


firm as a corporation, with 


| all members of the company 
| as stockholders. 


Mr. Murphy said that the 


| firm plans to continue to op- 
| erate exactly as it did before 


Mr. Clark’s death. 
The new president was 
associated with 





ville, Va., has been chosen as 
the site of a $1,200,000 plant 
for the Disston Div., H. K. 
Porter Co. This plant will 
be a one story, steel and 
masonry structure with 155,- 
000 sq ft of floor space. Ten- 
tative completion date is 
September. 








NOW/ A WOOD BORING DRILL SET 








(Parker) Zee u» | With [&U] built right in. 


git Ba pn aos ~— Celik in the only set that goes from }° to ad 


Drill sizes: ‘e”, 30”, '2", %”, %4", yy", 1", 1%" 


in the low, low retail . 
price — in the faster, cleaner, 
truer boring of 


$2.75 wood, plastics, panelboard, plas- 


ter and compositions. 


| Celt in the clearview in the guarantee of 
plastic case. The 


hardened tool steel. 
colorful package serves os a Takes and holds a keen edge. 


moisture-resistant toolbox. Dis- 
courages pilferage. in every one of the 
set's 10 ruggedly 
constructed pieces. Set includes 
7 in the hang up universal shank and wrench. 
' 

stand up, tell-all dis- : : 


| Fits all a’ electric drills 
play card perfectly suited to : 
self-service. or drill presses 


Parker No. 10 Wood Boring Drill Set 
for fast turnover — big profits. 


PARKER MANUFACTURING COMPANY 


WORCESTER 1, MASSACHUSETTS 























vamerica’s most advaANCEO §=EAYIPIRE LEVELS coon reraners stock rem: 


10926 West Potter'Road, Milwaukee 13, Wisconsin 
Want more facts? Circle 247, p. 87 


Level Line since 1919 
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Sahloff is re-elected 
president of the NHMA 


W. H. Sahloff has been re- 
elected president of the Na- 
tional Housewares Manufac- 
turers Assn. for his second 
one-year term. Mr. Sahloff 
is vice-president of General 
Electric Co., housewares and 
radio receiver div., Bridge- 
port, Conn. 

Also re-elected to their re- 
spective offices of NHMA: 
G. C. Kubitz, vice-president 
in charge of sales, Mirro 
Aluminum Co., _ vice-presi- 
dent; B. C. Neece, president 
of Landers, Frary & Clark, 
treasurer. 

These three officers and 
Clarence O. Hamilton, former 
NHMA president and execu- 
tive vice-president of Hamil- 
ton Cosco, Inc., were re- 
elected to the executive com- 
mittee of NHMA. 


Dolph Zapfel has been re- 
appointed secretary of 
NHMA. 

B. A. Miller, president of 
Magicolor Co., has _ been 
elected a director to replace 
H. C. Forster, who retired as 
vice-president of Ekco Prod- 
ucts Co. H. J. McCormick, 
general manager of 
Revere Copper & Brass Inc., 
and Messrs. Kubitz and 
Neece were re-elected direc- 
tors for three year terms. 

The directors voted a re- 
turn of 14 per cent of exhibit 
fees of the Chicago 1959 
NHMA housewares exhibit. 
This is the 30th successive 
refund of fees by NHMA. 

NHMA show dates at At- 
lantic City this summer are 
July 13-17, with 715 ex- 
hibitors, a record, scheduled 
to attract 25,000 visitors. 


sales 
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BERT J. CLARK 


Bert J. Clark 


fert J. Clark, 61, presi- 
dent of Bert J. Clark Co., 
Kansas City, Mo., manufac- 
turers’ agency, died April 
17 at St. Luke’s Hospital. 
Mr. Clark founded his 
avency in 1936 and incorpo- 
rated it in 1956. Before 
forming the company, he 
was regional manager for 
Ray-O-Vac Co. 

Mr. Clark was treasurer 
and director of the Kansas 
City Merchandise Mart. He 
was a past president of the 
Kansas City Housewares 
Club and the Automotive 
Boosters. And, he was a 
member of the Central 
States Hardware Club and 
the Hardware Gelf Assn. 
Mr. Clark was also active in 
many other fraternal and 
sales organizations. 





Casimer C. Snee 


Casimer C. Snee, 85, pres- 
ident of the Snee & Sunday 
Co. hardware store, Scran- 
ton, Pa., died April 10, after 
a brief illness. 

He had been in the hard- 
ware business over 65 years. 
In 1921 he helped organize 
the Snee & Sunday Co. 


Pierrepont B. Noyes 


Pierrepont B. Noyes, 8&8. 
honorary president of Oneida 
Ltd., Silversmiths, Oneida, 
N. Y., died April 15. He was 
president of the company 40 
vears until his retirement in 
1950. He had been associated 


with the firm for 65 years. 


Robert Culp 


Robert Culp, 69, merchan- 
dise manager, Stambaugh- 
Thompson Co., Youngstown, 
Ohio, died recently in St. 
Elizabeth Hospital of a brain 
hemorrhage. He had marked 
50 years with the company 
last year. 


James L. Gaston 


James L. Gaston, &&, re- 
tired employee of Goshorn 
Hardware Co., Charleston, 
W. Va., died April 10 in a 
Charleston hospital after a 
six-month illness. He retired 
in 1944. 
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Richards & Conover Co. 
Changes Name of Firm 


Richards and Conover 
Hardware Co., Kansas City, 
Mo., wholesaler, has changed 
its name to Richards and 
Conover Steel & Supply Co. 

The change was made to 
better identify the company 
with the type of business in 


which it is now engaged. 
Rich-Con went out of the 
general wholesale’ business 


last spring (see HA June 19, 
p. 105). The firm now op- 
erates a Steel Div. and an 
Industrial Supply Div. in 
Kansas City. 


West Concludes 40 Years 
At Wear-Ever Aluminum 


W. R. West, regional mer- 
chandise manager, Wear- 
Ever Aluminum, Inc., New 





Kensington, Pa., retired 
April 1 after completing 40 
years service with the com- 
pany. 

He had handled Wear- 
Ever accounts in the Chicago 
area since 1945. He began 
selling the company’s. spe- 
cialty products during sum- 
mer vacations. Mr. West has 
held various supervisory po- 
sitions with the firm. 


Jackson Is Sales Head 
At Ideal Fishing Float 


J. B. Jackson has been ap- 
pointed sales manager, Idea! 
Fishing Float Co., Richmond. 
Va. 

Mr. Jackson was sporting 
goods buyer at Thalhimers 
department store for the past 
four years. He was previ- 
ously a sports writer and 
columnist for the Richmond 
News Leader. 


LeRoy Bray 


LeRoy Bray, retired vice- 
president, director and head 
buyer, Thomson-Diggs Co., 


F 









‘ .s 
A\\ 
LEROY BRAY 


Sacramento, Calif., died 
April 1 in Sutter General 
Hospital after a short illness. 
He joined the company in 
1902 as a bookkeeper and re- 
tired in 1952. 


David O. Potts 


David O. Potts, 83, of 
Potts & Sons Hardware, 
Three Oaks, Mich., died Feb. 
23, following a stroke. He 
was a member of the Michi- 
gan Retail Hardware Assn. 
His sons George F. and 
Richard E. will continue the 
management of the business. 


Roger Kenna 

Roger Kenna, 49, presi- 
dent, Marlin Firearms Co.., 
New Haven, Conn.. died sud- 





denly at his home in New 
York City, Mar. 25. He was 
elected president in 1948 fol 
lowing the death of his 
father. 


William Bierck 


William Bierck, 90, of 
Peter Beerck & Son, Madi- 
son, Ind., died recently. 
Death was attributed to a 
heart attack. Mr. _ Bierck 
spent 77 years in business 
with Peter Beerck Hardware 
and Harness Shop. 


Harrison Schuster 


Harrison Schuster, 44. 
owner-operator of Edward 
Heller Hardware Co., Cleve- 
land, Ohio, died suddenly 
April 2 at his home. 


Isadore Pechter 


Isadore Pechter, 80, owne1 
of a hardware and paint 
store, Chicago, Ill, die d 
April 17 in Central Com- 
munity hospital. . 


Leigh S. Waite 


Leigh S. Waite, 77, West- 
field, N. Y. hardware dealer, 
died April 6 in Westfield 
Memorial hospital after a 
long illness. He had been a 
dealer for about 31 years. 


John W. Barnard 


John W. Barnard, 68, 
Barnard Hardware, Misha- 
waka, Ind., died Mar. 31. He 
founded the store in 1914. 


~, 





~/ 















Albany Hardware Co., Al- 


bany, Ga. wholesaler, held a 
3-day dealer show in March 
with a “Hardware Week” 
theme. Albany Hardware 
rented a National Guard 
armory where 50 manufac- 
turers exhibited lines. 

The wholesaler promoted 
attendance by mailing an in- 
vitation to all its dealers. 
Then there were two follow- 
up mail notices. Another 
mailing was made for ad- 
vance registration, with a 
self-addressed reply card. As 
dealers arrived at the show 
they were given badges and 





Record Registration 
For Fishing Tackle Show 


Advance registrations for 
the August 2-7 Associated 
Fishing Tackle Manufactur- 
ers exposition have surpassed 
last year’s total with two 
months to go. 

Only a small handful of 
booths are still available on 
the mezzanine of Chicago’s 
Hotel Sherman. Two panel 
sessions will be featured at 
this vear’s show. A special 
ladies’ program for wives 
has been prepared. 


Have You Cast Vote 
On Fair Trade Issue? 


There is a ballot on page 
57 of this issue that gives 
you an opportunity to ex- 
press your opinion on Fair 
Trade. This ballot is part of 
an article that gives an up- 
to-date report on the direc- 
tion of Fair Trade. 

HARDWARE AGE wants to 
know how dealers feel about 
this important subject. You: 
vote is important. 


Dealers Buying At Albany Hardware Show Prete Tool Co. Elects 





News of the Trade —— 


Reich a Vice-President 
tichard E. Reich, former 


product sales manager, was 
elected vice-president, sales, 
Proto Tool Co., Div. Pendle- 
ton Tool Industries, Inc., Los 
Angeles, Calif. 

Mr. Reich has been product 
sales manager since 1956 and 
was formerly assistant sales 
manager, Penens Tool Corp., 
Pendleton Tool Industries, 
Ine. 





RICHARD E. REICH 








Oct. Dates Set For Ridgid Mobile Unit 
Mid-America Show A Ridge Tool Co. (Elyria, 
The Mid-America Lawn, Obie) Mobile Demonstration 
Garden and Outdoor Living Wagon will cover Florida, 
Trade Show will be held Oct. Georgia, Alabama, Missis- 
a letter outlining the purpose 8-10 at Chicago’s Amphi- ee pennesses and South 
of the show and the rules. theatre. According to Frank Carolina. John R. W all, fac- 
M. Yeager, managing direc- tory representative, will dem- 


Albany ardware ans So Niger 
Albany Hardware plan onstrate Ridgid pipe tools 


to make the show an annual ‘tr, more than 140 exhibitors 


affair. have already signed for from the unit. Other mobile 
Space. units will be added in other 
Parker vw 75th _— To save time at the show, territories. 


buyers are urged to register 
Parker Sweeper Co., in advance. Mail applications Edward Ehlers Elected 


Springfield, Ohio, is celebrat- to Mid-America Show, 351 H. Edward Ehlers, forme: 
ing its 75th anniversary this Madison Ave., N. Y. 17, vice-president, sales, Joseph 
year. The company has been N. Y. Registrants may also Dixon Crucible Co., Jersey 
manufacturing lawn sweep- request the show to make City, N. J.. has been elected 
ers for the past 38 years. hotel reservations for them. i senior vice-president. 











A program to recognize employe service has been started by W. W. Conde Hardware Co., Watertown 
N. Y., wholesaler. The first such awards were given at a recent dinner (at the Black River Valley Club) 
honoring veteran employes. Shown at ceremonies, left tr right: R. J. Edmonds, retired, 38 years’ service; 
Mrs. Nellie Countryman, 36 years; C. W. Van Deusen, 36 years; W. W. Conde, president, himself a 
veteran of 20 years, made award presentations; D. W. Withington, retired, 45 years; H. H. Smith, 46 
years; L. A. Lalonde, 3! years: and C. L. Turner, retired, 35 years. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Set solid, maximum 50 words 
ach additional word.. 
Positions Wanted 


(Special Rate) set 
words 


Each additional word 


solid, maximum 


or Your Address 





cies 05 
Allow Seven Words for Keyed Address 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted | Representatives Wanted 





Representatives Wanted 











S ALE 


New York 


distributor of outstanding 
Space 


i. Northern New Jersey 


Large openings potential. 





SMEN 


heaters has opening for salesmen 


3% Metropolitan New York, including Long Island 


Box 506, c/o HARDWARE AGE, Chestnut & 56th Sts., Philadelphia, Pa. 


v “ 
WAN TE 
brand lines of gas, oil 
now calling 


iD 


and coal 
on hardware trade in: 


2. Southern New Jersey 











WANTED 


MANUFACTURERS’ REPS. AND DISTRIBUTORS 
Brand new line of Aluminum Door Hardware and 
Thresholds; absolutely lowest priced quality line 
on the market; eliminates all competition. For 
particulars write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street, Philadelphia 6, Pa. 

















CABINET HARDWARE 


A volume line of fine colonial and 
contemporary hardware for sale to 
wholesalers, lumber yards, produc- 
tion cabinet manufacturers. Reps 
wanted in New England, New York, 
New Jersey, Penna., Ohio, Ky., Ind., 
lll., Mich., Wise., and western 
states. 10°/,. 


Box 428, ¢/o HARDWARE AGE 
Chestnut & 56th St.. Philadeiphia 39, Pa. 











EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re 
placement plumbing specialty item package for 
sale to plumbing supply houses; hardware distrib 
utors and retailers. Unique demonstration sells & 
out of 10 on first call. Box 123, c/o Harpware 
Acer, Chestnut & 56th Sts., Philadelphia 39, Pa 





REPRESENTATIVES WANTED TO SELL 
DIRECT to large users, retail or jobber level, 
plastic pipe, fittings and clamps, toilet seats 
(sprayed, vinyl covered, and mother-of-pearl), 
ony clothes line, industrial hose, including all 
inds of hose for automatic washers. Box 209, 
c/o Harpware AGE, S6th Sts., 
Philadelphia 39, Pa. 





Chestnut & 








WANTED REPRESENTATIVE TO SELL 
OUR (large line) of Staple Steel Items to Hard- 
ware Jobbers, Industrial Jobbers, and Builders 
Supply Jobbers. Territories open—New England 
Area, Southern Area, and Central States. Box 
404, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa 


SALES REPRESENTATIVES calling on 
Hardware stores, lumber yards have a _ splendid 
opportunity to carry DO-IT-YOURSELF Hand 
Tools and Cabinet Hardware, imported and do 
mestic, attractively priced (side-line considered). 
Commission basis. Territories open in_ several 
states. Box 417, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





SALESMAN-—-Sell paint brushes in LOUISI 
ANA, hardware, paint stores, lumber yards 
Quality line, competitive prices. Liberal Com 
mission, protected territory. Accounts previously 
sold turned over to new man. Only man now 
calling on these trades will be considered. STRA 
BRUSH CO. INC. 119 W. 23rd St., New 
York 11, N. Y 
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MANUFACTURER 


of galvanized steel clothesline T poles. 
Seeks active agents for Georgia, Ala- 
bama, and other southern states. Item 
shipped K. D. and meeting with great 


SUCCESS 


Tubular Metal Products 


555 W. i8th Street, Hialeah, Florida 


MANUFACTURERS’ REPS WANTED 


Well-known Nationally Advertised Manufacturer of 
long playing records with an extensive catalog of 
all categories of Music is enlarging its Nationa! 
Sales Program to hardware jobbers. Popular priced 
and fast moving lines, Monaural and Stereo, assure 
continuous repeat orders State Territory 


Box 511. c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











HARDWARE SALESMEN 


Calling on retail hardware and lumber 
yard dealers, also plumbing and electrical 
supply concerns. One size Screw Anchor 
fits all screws and designs for all types 
of walls High Commission Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 














SALES REPRESENTATIVES CALLING 
ON LUMBER YARDS, building supply dealers, 
Gulf Coast area selling our complete line of 
imported reinforcing mesh, bars, pipe, tubes, 
wire products, etc., all warehoused in Mobile, 
Alabama—excellent line of income for person 
already calling on this trade. Box 422, c/o 
HarRDWARE AGE, Chestnut & 56th Sts., Philadel 
phia 39, Pa 





ESTABLISHED MANUFACTURER OF 
PLASTIC GARDEN HOSE and_ Sprinklers, 
Lawn Edging, Dropcloths, Tarpaulins, Floor 
Matting, Shelving, Suivetietens Garment and 
Household Bags, wants experienced representa 
tives. Fast moving lines and dependable service. 
Advise territories covered; lines carried. Reliance 
‘lastic & Chemical Corp., Paterson 26, N 





MANUFACTURER’S REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working, number of wholesale ac 
counts being sold. Most territories open. Repiy: 
CONSOLIDATED PIPE COMPANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio 


REPRESENTATIVES WANTED. Large 
Established Manufacturer desires commission 
representatives to sell various types of solid White 
and solid Colored Closet Seats, also Mothe of 
Pearl types. Formerly sold only through Whole- 
sale Distributors, but now selling direct to De 
partment Stores, Hardware Dealers, Building 
and Lumber Stores, Farm and Home Stores, 
rated Plumbing and Heating Contractors. All 
territories now open. Replies confidential. State 
territory covered, experience and reference. Box 
507, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 























WANTED 


MANUFACTURER’S 
HARDWARE FIXTURE SALESMEN Nationally 
advertised manufacturer of hardware store fixtures 
has desirable territories open for aggressive salesmet 
on a distributor basis. This is an unusual plan anid 
an excellent opportunity for financial independence 
Send full particulars of background in first letter 
Box 508, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


DISTRIBUTORS, REP S., 











MANUFACTURERS REPRESENTATIVES 
wanted to sell the established ““‘BO-KAY” line 
of flower boxes and accessories and “DECOR” 
planters in Texas, Oklahoma, Louisiana, Arkan 
sas, in Washington, Oregon and in _ Illinois, 
Indiana, Kentucky. Must know hardware and 
garden supply trade at wholesale level. Variety 
chain experience desirable. Reply giving full de- 
tails, including other lines handled to: Plastic 
Products Corporation, P. O. Box 857, Cleveland 
22, Ohno. 





ee 


LONG ESTABLISHED MANUFACTURER 
OF BUILDERS HARDWARE seeks two relt- 
able and experienced representatives: 

1. for the state of Ohio 
2. for the state of Maryland and Washington, 
D. C., Virginia on a salary basis plus expense 
and bonus account. An unusual lifetime oppor- 
tunity for the right man Box 501, c/o Harp- 
warRE Ace, Chestnut & 56th Sts., Philadelphia 39, 
a 


BRUSH SALESMAN—West Virginia, Ken 
tucky, Tennessee, North and South Carolina 

Entire Area or Portion. Nationally distributing 
Manufacturer has opening for representatives to 
call on Hardware Trade, Liberal Commission 
Full line. Protected territory. Box 
Harpware Ace, Chestnut & 56th Sts., 
phia 39, Pa 


502, c/o 


Philadel 


ALL TERRITORIES—AGENTS SELIING 
CHAINS, department stores, hardwares, jobbers, 
lumber yards, etc.—Patented “Topside Gutter 
Shield’’—Packaged in artistic display cartons tor 
do it yourself market. High volume potential 
10% commission. Knight Specialties Co., 4940 
Greenfield, Dearborn, Michigan 








Representatives Wanted 





Accounts Wanted 





Business Opportunities 





CHAMOIS LEATHERS, AUSTRALIAN 
AND ENGLISH Representatives wanted by es 
tablished Importer. Highest quality, competitive 
prices, individually bagged. Display boxes. Com- 
mission. Other exclusive items. All steady re 
peaters. J. H. KERR, 635 41st St., Brooklyn 
3 1 ws 


32 


9 


EXCELLENT LINE for sales 
calling on the retail trade in hardware, depart 
ment, variety and chain stores. Good commission 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 





representatives 





Accounts Wanted 








Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 

















REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST., NORWOOD, MASS. 











——_ 


ESTABLISHED 
TOBBERS in Florida 





AGENT 





CALLING ON 
and South Georgia inter 
ested in new lines, particularly imported iines 
We call on the Hardware Trade and Chain 
grocers. Box 503, c/o HarpwareE AGe, Chestnut 
& 56th Sts., Philadelphia 39, Pa 





ESTABLISHED MANUFACTURERS’ REP 
RESENTATIVE OPEN FOR additional hard 
ware, tool or garden line for Metropolitan New 
York and New Jersey. Concentrated persistent 
coverage of Hardware, Housewares and Garden 
Wholesalers, Rack Jobbers, Chains and catalog 
houses. Excellent reputation in trade. Box 420, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa 





WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box 219, c/o 
HARDWARE AGE, Chestnut & 56th Sts., 
delphia 39, Pa. 





NEED REPRESENTATION IN 
LAND? Four man sales force, established since 
1930, covers hardware, housewares, automotive, 
party and club plan, rack jobbers, super markets, 
jobbers, chains, department stores and large re 
tailers. Can promote volume line. Inquiries in- 
vited trom responsible manufacturers. Suite 314, 
43 Leon St., Boston 15, Mass 


NEW ENG- 





NEW YORK METROPOLITAN MARKET. 
Brother team of Factory Representatives, estab 
lished 20 years—selling to all classes of Jobbers 
and Chain Stores. We offer intelligent and con- 
centrated coverage for the Manufacturer of non 
conflicting products. Box 403, c/o HarpDWark 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 





Ay ie ABLISHED AGENT, Maryland, Virginia, 

, Dela. Desires Hardware, Electrical House. 

Ww oth Spring or Summer lines. Can offer hard 

work, entry to buyers producing mutual io 

results: Box 411, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa 





_EXPORT, ACTIVE AGGRESSIVE MANU. 
FACTURERS EXPORT Representative seeks 
additional Hardware, Plumbing and Housewares 
lines for a Markets. We handle all export 
details and fina all foreign accounts. 
9 on BROS.. 305 Broadway, New 
ork City 


_—— ee ee 





OHIO, INDIANA and WESTERN PENN- 
SYLVANIA organization to represent you with 
the concentrated effort you would expect from 
your own sales force. We represent two prestige 
concerns and desire one additional high grade line. 
Over nine years’ wholesale hardware and garden 
supply experience. We get the business. Box 
513, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


Philadel- | 





MANUFACTURERS AGENT NEEDS HELP 
with one good contract builders hardware line 
in West Virginia and the western portion of 
Virginia. Let us hear from you; we'll work 
something out. Box 504, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS 


AGENT LOOKING 
FOR A lI 


INE that requires lots of hard selling, 
one line only, covering Mill Supply, Building 
Supply, Wholesale Hardware, Contract Builders 
Hardware or Industrial Trade in Pennsylvania, 
South Jersey, Delaware, Maryland, W ashington, 
DD. C., and Virginia. Box 505, c/o HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


MICHIGAN AND TOLEDO, OHIO, seek 
additional line from Manufacturer who seeks 
service of an aggressive, established agency. 

Qualified in all phases of distribution prefer 
Manufacturer with established jobber and dealer 
program. Robert M. Matoft Agency, 3049 East 
Grand Blvd., Detroit 2, Michigan. 








WANTED—ONE SPECIALTY Now 
selling 350 hardware stores 
Connecticut and Rhode 
on getting distribution 
be some distribution. 


Acre, Chestnut & 


ITEM. 
and lumber yards in 
Island. I can do a job 
for one more item. Must 
Box 509, c/o HARDWARE 
56th Sts., Philadelphia 39, Pa 


SALESMEN. Selling 
vears. Interested in Good Additional line. Hard- 
ware, Housewares and Department Stores. Can 
also handle jobbers. Metropolitan New York City, 
Northern Jersey, Box 510, c/o HarpWare AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 





TOP 


present line for 





AGGRESSIVE SALESMAN. With 
13 years’ erience selling hardware, retail 
Salesman, Jobber salesman and Sales Manager. 
Now establishing as Manufacturers’ Agent. De- 
sires hardware and related lines in Ala., Fla., 
Ga., Tenn., S. C. and N. C. Details please. 
1) E. Street, P. O. Box 31, Wildwood, Ga 


YOUNG 








HELP YOURSELF 


Butts .29 Cents 
Locks .99 Cents 
Door Latches .59 Cents 
We are going out of business. Send for list of 
more than five hundred items. 


Joseph Binford & Son 


CRAWFORDSVILLE, IND. 


Door 
Door 
Screen 











WILL BUY 


Established Hardware Manufacturer. Cash 
or terms to suit Tax situation of seller. 
Replies held in strictest confidence. 








Box 512, ¢/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











Help Wanted 








SALESMAN—SIDELINE 


New, amazing safety lock needed by 
every home. Proven, patented Loxem 
Safety Lock now being sold throughout 
U S. Liberal commissions. State terri- 
tories covered and references. 


LOXEM MANUFACTURING CO. 
48! Main St., New Rochelle, N. Y. 











SALES MANAGER 
FOR WOVEN WIRE PRODUCTS 


If you are experienced in Sales Management, market- 
ing, research, promotion, and able to select, direct 
and train salesmen, this is your opportunity to rep- 
resent a national manufacturer producing a quality 
product for the hardware jobber, screen fabricator and 
industrial user. 
Send a which will be kept L-® confidence. 

Box 418, c/o HARD RE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 

















HARDWARE SALESMEN—WELL 
LISHED New York Hardware Jobber, 
National Wholesale Hardware 
distributor of nationally branded lines of hard- 
ware and tools, seeks men accustomed to earn 
ing $7,500 to $10,000 or more a year. Following 
among hardware, automotive stores, lumber yards, 
etc., essential. Fine opportunity for selected men 
to become part of progressive organization. Ex 
cellent immediate earnings assured by taking 
over active accounts in metropolitan New York 
area. High commissions. BELF & LUSTIG, 
INC., 46-20 76th Street, Elmhurst 73, N. Y. 


ESTAB- 
member 
Association and 











HARDWARE APPLIANCE retail store. Es 
tablished for over 40 years. Located in central 
California in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost Pa to age and ill health 
For details, Box M-26, c/o Harpware AGoce, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








———_—__— ee 


FOR SALE OR RENT. General Hardware 
Store with apartment. Rural Community near 
Pymatuning Lake. Write Box 66, Adamsville, Pa. 


SOUTHERN 
HARDWARE 


family operation, 


CALIFORNIA RETAIL 
AND RENTAL STORE. Two 
located in Southeast Los An- 
geles area. Approximately 20 miles from Disney 
land Full stock of hardware and small tool 
rental. Hardware gross 1958, $125,000; rental 
gross 1958, $16,000. 7,000 sq ft. of display 
area in modern, clean building with a 1,000 sq. 
ft. warehouse. Corner location with parking for 
25 cars. Established 12 years. $75,000 for stock 
and fixtures. Long term lease. Box 500, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 











FOR SALE—Hardware Store, established and 
continually in business for over 55 years in same 
location. Will also sell building. Located in a 
County Seat town of 1,750 in northeastern North 
Dakota. Owner wishes to retire on account of 
health. Box 514, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphai 39, Pa 








SPECIAL TRIAL “ASSORTMEN NT! One-half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass 


FOR SALE—FIXTURES. Approximately 
6,000 sq. ft. self service Hardware Fixtures ap- 
proximately two years old. Wall cases free stand- 
ing can be shipped anywhere will sell part or 
all. Write Ben’s Ace Hardware, 333 3rd 5St., 
LaSalle, Illinois, or Phone LaSalle CA 3-5404. 











Positions Wanted 





CANADIAN SALES-MANAGER is _ looking 
for an American organization, preferably one 
having their head office in the Southern States, 
to represent them on the Canadian Market. Ag 
gressive representation guaranteed with the 
wholesale hardware distributors, departmental 
stores and key industrial accounts across the 
country. Box 407, c/o Harpware Acz, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 
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. « « GUARANTEED IN WRITING 


to perform as specified 





Index to Advertisers 





A 


Ajax Wire Specialty Co. 
Allan Marine Inc. 
Aluminum Co. of America 
Pigment Div. 
American Chain Div. 
Chain & Cable Co. 
Ames Co., O. 
Androck Products 
Animal Trap Co. of America 
Arbogast Co. Inc., Fred 
Artistic Wire Products Co., Inc 
Artwire Creations, Inc. 
Automatic Spray Service Center 


American 


Behr Manning Co. 

Better Homes & Gardens 

Boston Woven Hose & Rubber Co. 
Boyle-Midway, Inc. 

Brown, Inc., John Clark 

Brown Corp... W. R. 


Cc 


Campbell Chain Co. 
Chair Loc Co. 
Champion Brass Mfg. Co. 
Chemway Corp. 
Household Prods. Div. 
Clark Co., J. R. 
Cleveland Mills Co. /; 
Colorado Fuel & Iron Corp. 
Wickwire Spencer Steel Div. 
Columbus Plastic Products, Inc. 
Cordomatic Div. 
Vacuum Cleaner Corp. of 
America. 
Coughlan Co., G. N. 
Crescent Plastics, Inc. 
Crescent Tool Co. 
Cuyahoga Spring Co 


16-17, 


Embree Mfg. Co 
Empire Level Mfg. Co 
Everedy Co. 


c 


Flasheat Electric. Inc. 
Fuller Tool Co. ine. 
Fulton Co. 


G 


Gardner Wire Co 
Genera! Electric Co. 

Telechron Clocks Div 
General Wire Spring Co 
Gibson-Homans Co. 
Grabler Mfg. Co., The 
Graham & Co. John H 

Bevin Bros. Mfg. Co 

G. W. Griffin Co. 

King Cotton Cordage Div 
Great Neck Saw Mfrs., Inc 
Greyhound Corp 
Gries Reproducer Corp 
Griffin Mfg. Co 


H 


Hager & Son Hinge Mfg. Co 
Hanson Scale Co 

Haws Drinking Faucet Co 
Hercules Powder Co 

Holt Mfg. Co 

Hunter Tool Co 

Hyde Mfg. Co 

Hy-Ko Products Co 





Sub. of Republic Industrial 


Ideal Brass Works. Inc 
Corp. 


4 Illinois Bronze Powder Co. Inc 
Immie Corp. 

Independent Lock Co 

Iron City Tool Works, Inc 


You can’t tell by looking. One brand of plastic pipe looks 
about the same as another. Your only safeguard is the integ- 
rity of the manufacturer. Crescent Plastics is a pioneer in the D 
field of plastic pipe, and plastics are our only business. Cres- 
line pipe is guaranteed in writing to do what we say it will. 
We know it will perform as specified because we have the 
industry’s 


Dempster Mill Mfg. Co. 115 | 
Detroit Harvester Co. 
Moto Mower Inc 120 | J 
Devcon Corp. 143 | 
Diamond Expansion Bolt Co. 10} | Jefferson Screw Corp 
Disston Div. 
HK. Porter Co. Inc. 77 | 
Dovorany Sales Corp., J. M 39 | 
Drop-Lite Electric Mfg. Corp 108 
DuPont deNemours & Co., Inc 
Polychemicals Dept. Alathon , 
ripe : 8 | Kemkat Co., The 
Dutch Brand Div. Kester Solder Co 
Johns-Mansville Corp. Mol tne 
Dykem Co., The ' ; 


most complete laboratory and subject all raw 


materials and finished pipe to the most grueling tests. 


Kedman Co 
Keil Lock Co., Inc 


PIONEER MEMBER OF 
Before you order any kind 
of plastic pipe, challenge 
us to prove you'll 
do better with Cresline. 


CRESCENT PLASTICS, 
Dept. A-9 * 955 Diamond Ave. * 


Complete Technical and Engineering Services Available 


L 


Eagle Mfg. Co eactel 8s | Lamson and Sessions Co 
Eastern Tool & Mfg. Co. 105 | Lancaster Pump & Mfg. Co., Inc 


INC. 


Evansville 7, Indiana 





UP with UPLAND 


keep profits 
SKIN-PACKED WRENCH SETS 


New “see-through” packaging sells for 
you—speeds up turnover—boosts profits, 
because THERE’S NO PRICE INCREASE. 


PLASTIC PIPE OF ALL KINDS FOR 


= 


WATER WELLS 


POCKET HEX KEY WRENCH SET 


No. SP-7K—I-Beam Construction, bright plated. 
Extra strong, tool steel hardened and tem- 
pered Hex Keys. Wearhard surface guaranteed. 
7 keys swivel 180° for easy use. Sizes .050"' to 
3/16” across flats, fit #3 to 3/8" screws. One 
dozen per box, one gross per shipping carton. 
Shipping wt. 36 Ibs. per gross. Retail 98¢ ea. 
Terms: 2% 10 days, net 30, F.O.B. factory. 


For full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Pa. 


Want more facts? Circle 250, p. 87 








WATER SYSTEMS GOLF COURSES SEWAGE SYSTEMS 











Want more facts? Circle 249, p. 87 
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Landers Frory & Clark Remington Hardware Co., Inc. 
Universal | Republic Steel Corp. 

Lawn Boy Div Richards-Wilcox Mfg. Co. 
Outboard Marine Corp bn Ridge Tool Co. .. 

LePage's, Inc. Roberts Co., The 
Permacel-Johnson & Johnson Ruby Chemical Co. 

Lowe's, Inc. 


S 


Samson Cordage Works 

Macklanburg-Duncan Co Sargent & Greenleaf, Inc. 

Magic Snell Tackle Co Schalk Chemical Co. 

Monsfield Sanitary, Inc. Scovill Mfg. 

Marlin Firearms Co Sheffield Bronze Paint Corp. 

Marshalitown Trowel Co. Shuford Mills, Inc. 

Master Lock Co. Skuttle Mfg. Co. 

McGill Metal Products Co. Slater Electric & Mfg. Co., Inc. 

Miller & Co., Inc., Robert E. Slaymaker Lock Co. 

Minnesota Mining & Mfg. Co..10!, Solder-Craft, Inc. 

Mirro Aluminum Co Sprayon Products, Inc. 

Molly Corp. Standard Screw Co. 

Mortell Co., J. W Star Key & Lock Mfg. Co. 

Moto-Mower inc Swing-A-Way Mfg. Co. 
Detroit Harvester Co 

Myers & Bro. Co., F 


M 


N Tate Co.. E. H .. 120, 159, 
Thompson Co., E. A. 
National Metal Products Co Tilette Cement Co. 
Nicholson File Co True Temper Corp 42. 114 142 
North & Judd Mfg. Co 











U 


2) ; 
| Union Malleable Mfg. Co. 
Olin Mathieson Chemical Corp Union Steel Chest Corp. 
Winchester Western Div 44-47 | Upland Industries, Inc. 





Pp v 


Porker Co. Charlies . | Vocaline Co. of America, Inc 
Parker Mfg. Co. 
Pearson, Inc.. Ben - 
Penens Tool Corp. 
Pennsylvania Refining Co. Ww 
Gumout Div. 05 
Peters Cartridge Div. Remington | Wallace Silversmiths ) , 
Arms Co., E. |. duPont | Wallboard Tool & Equipment Co 
GeNemours & Co. 50 | Washburn Co. The - 
Pioneer Gen-E-Motor Corp 13| Water Master . 
Pittsburgh Plate Glass Co. | Wessel Hardware Corp. 


Paint Div 119 | White Metal Rolling & Stamping 
14 


Store Front Div. 133} Co. 
Porter Co. Inc. H. K | Wickwire Spencer Steel Div. 
Disston Div 77| Colorado Fuel & Iron Corp 
Presto Lock Co 127 | Williams Co., The 
Progress Mfg. Co. Inc.... 129 | Woodhill Chemical Co. 
Puritan Cordage Mills, Inc. ... 52 | Wright Steel & Wire Co. G. F 


Y 


Red Devil Tools 170 | Yardley Plastics Co 

Remington Arms Co. (Firearms) Yuba Power Products. Inc 
E. |. duPont de Nemours & Co.. | Sub of Yuba Consolidated 
inc 144-145 | Industries. Inc 


SHOWER 
CURTAIN RINGS 


oa 


sO BETTER WOUSEHOLD 
[AROWARE SINCE 1872 


BULL DOG CURTAIN RINGS 


E. H. TATE CO. @ 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 251, p. 87 


Profitable Fast Sellers 


GARDNER 
WEATHERSTRIP 


PACKAGED HOLDFAST 


Quickly and easily installed on doors 
and double hung windows. Treated 
felt on brass or white metal perfo- 
rated for nails . . . nails for installa- 
tion included. Cartons are designed 
for effective display, to help make fase 
profitable sales. 

Also a complete line of packaged 
wool, hair and cotton felts in various 
quantities and lengths to complete 
your weatherstrip line. 


ALL-METAL STRIPS 


Double hemmed, top quality 
spring bronze or aluminum; 
guaranteed to give effective ser- 
vice. Perforated for nailing, nails 
included. Packaged in attractive 
transparent boxes holding 17 feet 
(bronze or aluminum) or 20 teet 
(bronze only), as illustrated. 
Also in 100-foot rolls. Quick and 
profitable sellers. 


DnoMPacil ann SOLQAST 


Two quality zinc strips with treated felt. 
(BROWN BEAR line includes a water-proo! 
rubberized fabric covering over the felt.) High 
weather-proofing qualities. Perforated for nail- 
ing. Seven foot lengths in %, 1, and 14 
sizes. Also in door bottom sizes with oval per- 
forations for screws. Door bottoms made of 
treated felt on brass also available in several 


weights. 
y GASKET STRIPS 


Competitively priced, 
easily installed strips that 
have many uses. Three 
types: GARD-STRIP, a 
tough vinyl plastic gasket 
strip (transparent pack- 
age shown holds 18 feet, 
with nails) . . . STORM 
SEAL, with cotton filler 
and covered with maroon 
rubber-coated fabric .. . and FIRM-FLEX, with special core and 
reinforced tacking flange, covered with maroon rubber-coated 
fabric. All shipped on reels or in smaller units. Tacks included. 


UNIVERSAL DOOR SETS—WINDOW SETS 


Gardner's No. 5 Uni- 
versal Door Sets and 
No. 6 Window Sets 
(for double hung win- 
dows) are popular 
Packed in neat, bronze strip items. 
individual cartons. Complete including 
nails and instructions. 
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Order from Your Jobber or Write Us 


= Also Stock Spring Assortments 
| ioce /909 Clean-Out Augers 
Pole Sockets 
ARDNER WIRE Co. 
1329 $O. CICERO AVENUE, CHICAGO 50, ILLINOIS 
Want more facts? Circle 252, p. 87 
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Furmture Rest — Pintle Type 





Rubber txpander 
Tubular Glide 
Upholstery Nail 





~ 





Adjustable Rubber 
Cushion Glide 


ae 


Monopoint Glide 


Bakelite Furniture Rest 





+ dadLg pA 


Ask yor jobber, if he is not supplied, write 


ROBERT E. MILLER & CO., INC.., 
35 Pearl St., New York 4, N. Y. 


Rubber 


Crutch Tip 
Bakelite Caster Cup 














Spring Type 





Adjustable Tubular 








Want more facts? Circle 253, p. 87 





THE NAME TO WATCH....... weceeeee HUNTER TOOLS * 9851 ALBURTIS *® SANTA FE SPRINGS. CAL 
Want more facts? Circle 254, p. 87 











\ 
S tl ’ ALWAYS SELL GENUINE 


_eMOULY 32 


S ") a 


Seer 
SCREW ANCHORS and JACK i ae CORP. 


Reading, Pa. 
Want more facts? Circle 255, p. 87 


= 


Write for Free 
Shictachitia- 











DEALERS: 


MAKE EXTRA PROFITS WITH 


Flaahival 


Make PLUS SALES 
to BARBECUE TRADE | 


WITH GREASE ABSORBENT 


GRAVELetts” 


$5.95 
List 


**America's Favorite"' 





| Electric Immersion Water Heater 


Ideal for home, laundry or general farm use. Plugs into any wall 
socket (110 volt AC or DC). Over 1 million in use. Good profit 
item. Nationally advertised. 


Write for literature, naming your favorite jobber 


FLASHEAT ELECTRIC, INC. 


9716 innell , . 
Detroit 13. Michigan Leading Mfr. and Supplier to Jobbers 


Want more facts? Circle 256, p. 87 


for Grill Fire Bed 





AVAILABLE 
THROUGH YOUR 
DISTRIBUTOR 


Nationally 
Advertised 


® Absorb Grease Drippings 
® Allow Fire to Breathe 
® Protect Fire Box; Keep it Clean 


® Provide Level Fire Bed, 
Hotter Fire Without Flame-up 





Want more facts? Circle 257, p. 87 





LOWE'S, INC., Dept. 553, Cassopolis, Mich. 
@@0@0@000000008008000088200880808688868 











Genuine 
Original 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . 


One Set of 4 
on a 3-Color Card 
é6 SIZES: %", ¥,", *. 
11/16", 1%", 1%". 


needie point nail. 
finish. 


Ask your Jobber or write— ROBERT E. MILLER & CO.., 


. Eye-Catching. Sells on Sight 


Contains | doz. cards of either %"", %4"" or I" 
Case hardened stee 


DOMES. DOMES have 
. burnished nickel plated mirror 


Both Container and Cards in 3 COLORS 


INC., 35 Pearl St., New York 4, N. Y. 
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Want more facts? Circle 258, p. 87 
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as one SsALEe 


NEW. send for your free copy! 


se —— Tips help 
you make more money ! 


' Here are easy sales tips you can use every day—build traffic, get 


more tape sales, bigger sales—and you don't have to spend a cent 
to use them! 


You can actually obtain extra sales the first day that you read this 
booklet. It's our way of showing you how you can make more money 
with Johns-Manville Dutch Brand, the only tape, cement and 
sponge rubber line merchandised for hardware retailers. Attrac- 
tively packaged for everyone from do-it-yourselfers to contractors; 
Dutch Brand products move fast! See them all in ‘21 Ideas To 
Help You Sell More Tape.” 


Send for your copy now! JOHNS-MANVILLE Dutch Brand Division 
7800 South Woodlawn Avenue ® Chicago 79, Illinois 


Jouns-Manviite 3) 
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New Benefits! Red Devil has acquired the full line 
of Harbil Paint Conditioners — including the popular 
Harbil “Twin” —and now offers the world’s biggest 
line of paint conditioning machines. Here are some of 
the new advantages that come with a Red Devil- 
Harbil Paint Conditioner. 

Big Savings on Freight — Red Devil-Harbil Paint Con- 
ditioners are shipped from three Red Devil Ware- 
houses: F.O.B. Union, N. J., Chicago and Los Angeles. 
This can save you as much as $3.00 per unit! 


RED DEVIL—HARBIL HB7 
PAINT CONDITIONER 


All HARBIL Paint Mixers 


CAS 
OS een’ 


Convenient Service and Repair for Red Devil-Harbil 
machines are available to customers from a network 
of 29 Authorized Red Devil Service Stations, coast-to- 
coast. There’s one near you! 

Jobber Trade-In Allowance ... jobbers handling Red 
Devil-Harbil machines get full benefit of Red Devil’s 
trade-in policy—A generous allowance on every ma- 
chine sent freight pre-paid to the Union, N. J. plant or 
Chicago or Los Angeles warehouses 
or condition. 


-regardless of age 


RED DEVIL No. 30 PAINT 
CONDITIONER 


Sturdy, Efficient Red Devil Paint Conditioners give you the best value 
anywhere. Some other models are No. 30 with counter-high pedestal base; 
No. 33 Heavy-Duty (1 to 5 gallon cans); No. 34 Small-Batch Mixer 
('% pint to 1 quart); No. 31 Portable Electric. Ask your Red Devil jobber! 


Red Devil Tools. UNION, NEW JERSEY, U.S. A. 


World's largest manufacturer of painters’ and glaziers’ tools—since 1872 
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